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COMING MEETINGS 


American Petroleum Institute, 
Division of Production, Southwest- 
ern District, Washington-Youree 
Hotel, Shreveport, La., April 9, 10. 

Western Petroleum Refiners ASsso- 
ciation, Elms Hotel, Excelsior 
Springs, Mo., April 7, 8. 

Petroleum Jndustry Electrical 
Association, Tulsa, April 11 to 13. 

American Chemical Society, Pe- 
troleum Division, Kansas City, Mo., 
Apr. 13 to 17. 

American Petroleum Institute, 
Division of Production, Pacific Coast 
District, Los Angeles, Apr. 14. 

National Oil Burner Show, Con- 
vention Hall, Detroit, Mich., April 
14 to 18. 

American Institute of Mining and 
Metallurgical Engineers, Open 
Hearth Conf., Detroit, Apr. 16, 17. 


National Petroleum Association, 


Cleveland Hotel, Cleveland, O., Apr. 
FG, 27, 36. 

Oil Equipment & Engineering 
Exposition, Petroleum Bldg., Hous- 
ton, Tex., Apr. 20 to 25. 

American Petroleum Institute, 
mid-year meeting, Mayo Hotel, 
Tulsa, Okla., May 13, 14, 15. 

Natural Gasoline Association of 
America, Tulsa Hotel, Tulsa, Okla., 
May 13, 14, 15. 

International Petroleum Exposi- 
tion and Congress, Tulsa, Okla., 
May 16 to 23. 

Independent Petroleum Assoc. of 
America, Tulsa, May 21. 

Virginia Oil Men's Association, 
Patrick Henry Hotel, Roanoke, Va., 
May 21. 

National Stripper Well Associa- 
tion, Tulsa, May 22. 
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Fifty trucks of Atlantic Refining Co. were placed at the disposal 
& of the Pennsylvania State Health Department and the American 
Red Cross to carry safe drinking water and other necessities to stricken 
flood areas. Tanks were cleaned, steamed and sterilized before being 
used to carry water. From Philadelphia 32 trucks were sent to join 
the fleet already in the flood area. One truck carried candles into Pitts- 
burgh when the city was without light or power. Others carried food 
and clothing. 

Volunteer 2-man crews on the trucks worked long hours to keep 
relief moving under the leadership of G. W. Laurie, former army cap- 
tain, who heads Atlantic’s automotive transport department. 
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Justice Department Seeks Special Fund 


For Anti-Trust Investigations 


By Teletype 
WASHINGTON, March 31 


LANS of the Justice Depart- 
ment for an economic in- 


vestigative unit to probe 
suspected anti-trust law viola- 
tions were given a setback to- 
day when the departmental ap- 
propriation bill was reported 
without providing $100,000 for 
the proposed unit. 

Under the present setup, the 
anti-trust division relies on 
G-men from the Federal Bureau 
of Investigation to do its investi- 
gative work, although attorneys 
of the division frequently go in- 
to the field to work up data for 
their cases. 

Assistant Attorney General 
Dickinson, head of the anti- 
trust division, presented to the 
house appropriation committee 
a plan which would give the di- 
vision its own investigators. 

Apparently, Dickinson would 
like to have the division, on its 
own notion, investigate indus- 
trial situations, apart from any 
particular complaint, to dis- 
cover if violations of anti-trust 
laws are involved. 

“Such an investigation,” ac- 
cording to a statement filed with 
the committee, ‘“‘would neces- 
sarily be of a different nature 
from that now conducted for the 
division by the Bureau of In- 
vestigation and would have to 
be supervised and _ largely 
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staffed by trained and special- 
ized economic investigators. 
Such a staff the division does not 
have at its disposal either in the 
bureau or elsewhere.’’ 
Dickinson said he recognized 
that the Federal Trade Commis- 
sion might feel that such work 


would duplicate some of the 
work it is now doing. 
During the committee hear- 


ings, Congressman Tarver, of 
Georgia, asked Dickinson if any 
investigation has been made of 
activities of oil companies in 
maintaining prices of gasoline 
and other products. 

‘“‘Has any investigation been 
made with a view to ascertain- 
ing whether or not there is in 
the oil industry operating at 
this time an agreement in re- 
straint of trade, unlawful un- 
der the Sherman act and the 
Clayton act?’’, asked Tarver. 

Dickinson replied that the oil 
industry was one about which 
complaints have been received. 
‘“‘We do have on a major investi- 
gation of the oil industry,” he 
stated. 

Despite a seemingly friendly 
attitude of the committee dur- 
ing the hearings, the bill as re- 
ported today carries only $420,- 
000—the same as in the current 
appropriation — for ‘‘enforce- 
ment of anti-trust and kindred 
laws.’’ It may be, however, 
that departmental officials will 


try to have an amendment add 
ed later which would provide 
the $100,000 for the proposed 
economic investigative unit. 

Presumably, the oil 
gation mentioned is the probe 
requested by the National Oil 
Marketers Association last 
June. For months, Justice De 
partment attorneys and G-men 
have been working on the case. 
They are said to have contact- 
ed oil company officials and in- 
dependent oil jobbers in many 
sections of the country. 


investi 


In January, a delegation from 
the NOMA, accompanied by 
Chairman Baldwin of the Michi- 
gan legislative’ investigating 
committee, called on Dickinson. 
They reminded him of the prom- 
ise last June of his predecessor, 
Harold M. Stephens, now a fed- 
eral judge, that if an investiga- 
tion did not bring out all the 
facts, the department would 
convene a special grand jury. At 
that time, Dickinson was re- 
ported to have promised a de- 


cision shortly. From time to 
time, there have been rumors 
that the Justice Department 


was on the verge of announcing 
the ‘“‘promised”’ grand jury in- 
vestigation would be under- 
taken. 

Within the circle of the Presi- 
dent’s political advisors, it is 
reported are some who believe 
that there would be good cam- 
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paign material in a grand jury 
investigation of charges of an- 
ti-trust law violations involving 
some major industry. 

What industry would be chos- 
en for such a probe, is not cer- 
tain. During the committee 


hearings, Dickinson promised 
Congressman Tarver to look in- 
to charges against the so-called 
fertilizer trust. Such an inves- 
tigation would receive a favor- 
able reaction in the farming 
states. 


Michigan Committee Calls on Federal 


Agency for Marketing Probe 


LANSING, Mich., March 27 

N CONCLUDING the investi- 
| gation by the Michigan leg- 

islative committee of oil 
marketing in that state, the 
chairman of the committee, Sen- 
ator Joseph A. Baldwin, issued a 
statement designed to force the 
hand of the U. S. Attorney Gen- 
eral’s office on a wider investiga- 
tion of oil marketing practices. 

Referring to a trip the chair- 
man of the Michigan committee 
and representatives of inde- 
pendent marketing interests in 
that state took to Washington 
several weeks ago to present 
their findings in Michigan to the 
Department of Justice, Senator 
Baldwin's statement on behalf 
of the committee said: 

“We had been earlier assured 
that by the present time the au- 
thorities in Washington would 
have come to a conclusion as to 
their course of action. More re- 
cent advices from John Dickin- 
son, U.S. assistant attorney gen- 
eral, in charge of the anti-trust 
division of the department of 
justice, aver there have been de- 
velopments outside of Michigan 
but related to our situation, 
which have made necessary sup- 
plemental investigation by fed- 
eral operatives. 

‘However, a 
Mr. Dickinson 


decision from 
is expected mo- 
mentarily. Much further delay 
on the part of Washington 
would be hard to understand.” 

‘*Because of the interstate ex- 
tent of the operations of major 


integrated oil companies and 
the location of many of their 
records in offices outside the 


state, action by Michigan alone 


would necessarily afford only 
partial relief,’’ read Senator 


Baldwin’s statement. 

“Tt is our conviction that com- 
pletely effective action can best 
be accomplished by the federal 
government under the Sherman 
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and Clayton anti-trust acts.” 


The statement also brought 
out the report to be made by the 
Michigan committee will con- 
tain definite legislative pro- 
posals for consideration by the 
1937 session of the state assem- 
bly. The report is to be pre- 
pared by a sub-committee of the 
original committee of seven, On 
the sub-committee are Senator 
Leon D. Case, Representative 
Walter F. Remer, and Senator 
Baldwin. His statement said: 


‘“‘A majority of the committee 
is sensitive to the fact that our 
investigation has disclosed oil 
marketing practices which seri- 
ously threaten independent en- 
terprise and are inimical to fair 
competitive conditions in Mich- 


igan, practices hostile to the 
public interest and which war- 
rant more immediate action 
than future legislation. 

“The committee has had at 
all times the fullest co-opera- 


tion of the state’s attorney gen- 
eral, who will, of course, make 
independent determination as to 
whether any proceedings shall 
he instituted as a result of the 





Daily Average Production, Im- 
portant Districts, American 
Petroleum Institute Figures 

Week Ended 
Mar. 28 Mar. 21 
Barrels Barrels 
Okla. City 158,350 127,000 
Total Okla. 546,050 525,900 
East Texas 442,600 441,050 
Total Texas 1,118,900 1,113,950 
Rodessa 44,400 43,900 
Total Louisiana 203,100 201,550 
California 563,700 565,900 
East of 
Rockies 2,312,500 2,270,050 
Total U. S. 2,876,200 2,835,950 
Crude Imports 86,710 60,140 
Total New 
Supply 2,962,910 2,896,090 











disclosures, under existing state 
statutes.”’ 

Gordon E. Tappan, assistant 
state attorney general, who 
served as counsel for the com- 
mittee at its hearings, which 
have been carried on for almost 
a year, stated that he would pre- 
pare an independent report for 
the attorney general, which 
would be ready in about 30 days. 

The Michigan Petroleum As- 
sociation has appointed a special 
committee to discuss proposed 
legislation with the legislative 
committee. G. E. Wilson, Frank- 
lin Oil Co., Saginaw, Mich., is 
its chairman. 

At the hearing of the commit- 
tee March 26, the difficulties of 
the Fisher Industries, Detroit 
independent marketer, in secur- 
ing a source of supply for gaso- 
line were related in a statement 
from Roy R. Fisher, head of the 
company, read in his absence in 
Texas. He said he had started 
in business in 1922 and that, by 
1930, he had built up his gal- 
lonage to a maximum of five to 
six million gallons a month. 
Then he said he began to experi- 
ence difficulties in securing nec- 
essary supplies, finally entering 
into a lease and agency arrange- 
ment with Shell Petroleum, 
which had been canceled as of 
April 5, 1935. He stated he 
then entered into a contract 
with the Lincoln Oil Refining 
Co., which had been canceled, 
in a letter from the Ohio Oil Co., 
effective April 5, 1936. 

The hearing on the 27th was 
largely given over to question- 
ing of officials from the gasoline 
tax department on the cost to 
marketers of the surety bonds 


now required of all gasoline 
marketers in the state. Repre- 
sentatives of the marketers 


stated it was unfair to require 


them to pay the cost of the 
bonds and that the licensee 


should be allowed to deduct the 
premium from his gasoline tax 
collections. 

It was brought out that the 
oil marketing companies in 
Michigan carry a total worth of 
$2,383,500 in surety bonds to 
guarantee the state the gasoline 
taxes they collect, at a cost of 
between $30,000 and $40,000 a 
year in premiums. It was also 
brought out that the state re- 
ceived last year $24,035,000 in 
gasoline taxes, including re- 
funds and that the current de- 
linquency was only $577.33. 
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Savours of More Than Raising Taxes 


By Warren C 


N THESE days of much government spend- 
| ing for good purposes, all persons must be 

reconciled to paying the bill, but we do not 
have to be reconciled to whatever manner of 
paying the bill is suggested by Washington. 

The proposed tax, no matter how light it may 
be, on undistributed surplus earnings each year, 
savours too much of government engaging in 
business financial management and not just get- 
ting the needed money to run the government 
on. This use—we believe it an abuse—of the 
taxing power is illustrated by the chain store 
taxes. One aim in these chain taxes is not to 
raise revenue for government purposes but to 
eliminate the chains. Government should, of 
course, prevent private monopoly but govern- 
ment saying that one should not have more than 
one store is something entirely different. 

When the government undertakes to advise 
us on what to do with our surplus we are getting 
on still more dangerous ground. Taxes, in the 
last analysis, come out of operating surplus, 
particularly income taxes. Taking as much of 
that surplus as the government needs and a 
business can stand is approaching the taxing 
problem from an entirely different angle, it 
seems to the average observer, than in trying 
to figure how much to take after dividends have 
been paid and particularly in increasing the 
taxes the smaller the percentage is paid in di- 
vidends, thus trying to force large dividends. 

Such an approach seems quite like telling a 
business what to do with its surplus. The 
amount of money taken from a business may be 
the same as when government comes to business 
and says, “I need so much to run on, please 
pay”; but the thought behind the other ap- 
proach suggests a supervision of a company’s 
own affairs, the authority and the responsibility 
for which lies only with the operating officers 
and the stockholders. 

A company may not pay out all or a large 
part of its earned surplus in dividends in a 
given year for many reasons, among them be- 
ing; 

(1) Need to pay its debts, which most 
corporations have in good quantities today. 

(2) Need for a better cash balance with 
which to work. 

(3) Need for a cash and bond reserve against 
the rainy day of the future, a duty which the 
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. Platt, Editor 


company owes its employes as well as its stock 
holders. 

(4) Need for new equipment or expansion 
which the company may have indulged in during 
the year, so that its year’s earned surplus is 
represented by brick and steel and a bigger field 
of operation. 

(5) Need for cash with which to make ex- 
pansion or install new equipment next year, or 
some following year. 

Under the proposed undistributed surplus tax 
bill, Congress and the Treasury Department. in 
its supplemental regulations, would determine 
these policies in the main and not the owners 
and their representative directors and officers. 
While the Administration says it is only after 
cash, already the extent to which the proposed 
law shall put a penalty upon the carrying out 
of these policies is being discussed. The Presi- 
dent himself is quoted as saying that, if the 
company is forced to pay out all of its cash so 
it has not enough to make expansions or to buy 
new equipment, then it can raise the money by 
selling more stock to the stockholders and the 
public. Aside from the difficulties or even im- 
possibilities of this, the whole proposal clearly 
would seek to place in the control of Congress 
the most fundamental and important problem 
of company management—handling its cash, 
paying its debts and what to do about the 
future. 

From a standpoint of sound business cer- 
tainly no obstacle should be put in the way of 
a company paying all its debts, including its 
notes and at least some of its bonds—if any 
and then accumulating enough cash so it feels 
safe in raising salaries and wages—if thev 
should be—and in having on hand enough 
money to pay its bills promptly and take care 
of any ordinary unexpected demand. 

Certainly any taxing policy that hampers the 
accomplishment of these ends cannot be con- 
sidered as aiding in our present period of busi- 
ness embarrassment. Yet to many companies, 
and small ones too, the proposed surplus tax 
cannot be anything but a hindrance to their 
getting into reasonable financial shape. Most 
companies carried on into the depression fur- 
ther than they should have for their own 
financial good but the management took the 
chance. Now, when opportunity comes to make 





roth 





up some of this lost ground, government would 
step in and force these companies to continue 
on unsteady ground, perhaps force them to con- 
tinue on even an insolvent basis. 


The buying of new equipment and the mak- 
ing of expansions are at best ticklish questions 
for the ablest of managements. Many a manage- 
ment has made the wrong decisions as to these, 
despite their first hand knowledge and close and 
selfish association with the problem. What 
then can business expect from government as 





government, from the President down, has not 
at any time, in this or any other administration, 
proved itself competent to pass on these ques- 
tions. 

We realize, as we have said, that there is a 
big bill to pay and that no matter how the 
money is taken it is going to be painful, but 
we believe that every business man will agree 
that it should be a direct, clean-cut taking and 
that Congress and the President and the rest 
of government should stay out of business other- 
wise. 





to decisions on these policies? Heavens knows 


Federal Court Upholds 
Texas Gas Law 


By Teletype 


AUSTIN, March 31.—Consti- 
tutionality of Texas’ Anti-gas 
Wastage law enacted in May, 
1935—-was upheld, but Texas 
Railroad Commission orders is- 
sued under authority of that 
law were declared invalid in the 
long-awaited decision handed 
down today by a three-judge 
federal district court. The court 
recommended an appeal be 
taken to the U. S. Supreme 
Court. 


Evidence in the case—that of 
Texhoma Natural Gas Co., and 
other natural gas pipeline com- 
panies operating in the Texas 
Panhandle—was presented to 
the court shortly after the first 
of the year. The pipeline com- 
panies attacked the ratable tak- 
ing and other sections of the 
new law, and charged the com- 
mission had exceeded its author- 
ity in writing some of the or- 
ders. 


In upholding the constitu- 
tionality of the law itself, the 
court pointed out that the Tex- 
homa company had _ presented 
evidence showing it had _ not 
been wasteful in its operations. 

The present orders, accord- 
ing to the court, are attempts of 
the commission to portion out 
market demand and to force gas 
companies to take gas ratably. 
The court rejected the theory of 
correlative rights, whereby 
market demand would be por- 
tioned out among producers. 
The commission’s present or- 
ders calling for ratable takings 
of gas, according to the court, 
were coercive and in issuing 
them, the commission exceeded 
its authority. 

That section of the 


act pre- 


to 
to 


venting use of sweet gas in the 
manufacture of carbon-black 
was upheld in another decision 
handed down by the same court. 
The Henderson company, in its 
request for an injunction, at- 
tacked the portion of the bill 
which prevented use of sweet 
gas in the manufacture of car- 
bon-black. This section of the 
law was held valid by the court. 


U.S. Crude Stocks Rise 
230.000 Barrels 


By Teletype 
WASHINGTON, March 31. 
Crude oil stocks totaled 310,- 
350,000 barrels on March 21, an 
increase of 230,000 barrels 
from the previous week, accord- 
ing to a report by the Bureau 
of Mines. Domestic oils in- 
creased 74,000 barrels and for- 
eign crude also increased 156,- 

000 barrels. 


Mar. 14 Mar. 21 Change 


Grade of Crude Oil (Thousands of Barrels) 


POUT BV BOO: viccsreciadsccccssene 4,114 4,161 + 42 
Other Appal ............. athe S87 832 55 
Lima-N. E. Ind. Mich... 1,170 1186 + 16 
BUR. We. Tih. ccccscncccccccs.., 30897 16,489 & 
S; tas ene AWe:.. 23. 9,608 9,701 + 93 
W. Tex. and S. E. N.Mex. 28,694 28,787 + 93 
CEMBE “TORAR  seciccciccectecssccccens BOOO 26.846 + 15 
Other Mid-Cont. ..............127,209 127,229 -+ 20 
fT Gl oo ne . 25,783 25,913 +130 
Rocky Mountain 26,575 26,545 30 
California 35,514 35,222 +- 292 
Foreign 3,134 3,290 L156 

Total reported. ..............293,620 293,800 -+-180 
Estimated of unreported 16,500 16,550 + 50 

Total stocks ...310,120 310,350 +230 


Texas Allowable Fixed 


TULSA, March 28.—Allow- 
able production from all Texas 
fields, beginning April 1, will 
total 1,147,690 barrels, and will 
increase during the month as 
new completions in the East 
Texas field, where proration is 
on well-by-well percentage 
basis, swell the allowable out- 
put. 


The state’s fields start the 


month with an allowable 37,210 
barrels daily greater than they 
did on March 1. The Railroad 
Commission’s finding on market 
demand was higher than that 
recommended by the U. S. Bu- 


reau of Mines, 1,122,800 bar- 
rels. East Texas percentage 


was left unchanged, but, due to 
the new completions in March 
and the consequent growth in 
allowable, it is figured that the 
April 1 allowable will be 444,- 
200 barrels daily, compared to 
439,942 on March 1. 


Bus Company Wins Gas 
Tax Exemption 


WASHINGTON, March 30.-- 
U. S. Supreme Court today in- 
validated provisions of the New 
Mexico gasoline tax law as ap- 
plied to gasoline used by inter- 


state bus lines traveling over 
New Mexico roads where the 
gasoline is purchased and 


brought from another state. 

Under the terms of the law. 
the Golden Eagle Western 
Lines, Inc., (which brought the 
suit against Revenue Commis- 
sioner Bingaman) although do- 
ing no intrastate business in 
New Mexico was a “distributor” 
and required to pay a $25 an- 
nual license fee. It was also 
subject to the 5-cent tax on gas- 
oline used in New Mexico, al- 
though brought in from anoth- 
er state. 

The court ruled that both pro- 
visions constituted a “burden 
on interstate commerce.” 

Validity of these provisions 
cannot be saved on grounds that 
the gasoline tax constituted 
compensation to the state for 
the use of its highways, 
even though all the funds col- 
lected from the gasoline tax 
were used for road construction, 
according to the court’s decision. 
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Vertical tanks of the Standard Oil Co. of Pennsylvania were overturned at its Johnstown plant which was under 20 feet 


of water during the flood. 


Horizontal tanks stayed in 


Oil Companies Begin Rehabilitation 


Of Flood Damaged Properties 


HROUGHOUT the north- 
eastern section of the coun- 


try, from the Kennebec 
river in Maine to the Ohio river 
in the southeastern part of Ohio, 
oil companies are busy survey- 
ing their flood-damaged proper- 
ty. At least 13 refineries were 
trapped in the flood zones, as 
well as hundreds of service sta- 
tions, bulk plants, and marine 
terminals. Reports indicate 
that practically all refineries in 
that area are again operating, 
some completely and _ others 
only in part. 

Considerable loss of storage 
and tankage is reported at wa- 
ter terminals and bulk plants 
along the Ohio river in Ohio, 
and in the Pittsburgh area 
where the overflowing Monon- 
gahela and Allegheny rivers 
joined to intensify the damage 
caused by the Ohio river. Sim- 
ilar losses were experienced 
along the Potomac and Dela- 
ware rivers, and at Albany, N. 
Y., on the Hudson river several 
large ocean terminals were 
threatened. Anxiety through- 
out New England centered 
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along the Connecticut river, 
with oil companies at Hartford, 
Conn., suffering perhaps the 
greatest loss through aestruc- 
tion of terminal tanks and serv- 
ice station property. 


Most of the companies 
checked were unable to make 
any definite estimate of the ac- 
tual damage, while others had 
reports only on their’ bulk 
plants. The Standard Oil Co. of 
N. J., operating directly and 
through subsidiaries in all of 
the flooded areas, estimated 
that its actual bulk plant dam- 
age would run about $100,000, 
excluding stock losses and re- 
habilitation costs. 

Companies reported that most 
bulk plant damage came from 
tanks being pulled from theil 
foundations and washed away. 
A considerable loss of drum 
merchandise and packaged 
goods was also reported. Some 
companies, forewarned of the 
flood’s intensity, saved their 
tanks by filling them with water 
to weight them down. Even this 
precaution, however, did little 


their saddles 


good in cases where foundations 
crumbled. 

Despite the violence of the 
floods and the fact that some 
bulk plants were entirely under 
water, (plants at Johnstown, 
-a., were reported under 20 feet 
of water) most companies were 
able to resume operations with- 
in two or three days after the 
water receded, according to re- 
ports. 

In Hartford, Conn., a serious 
shortage of gasoline and fuel oil 
was averted by tank trucks 
bringing loads from New Haven 
and Bridgeport. During the 
high water period independent 
and major companies set up 
temporary quarters outside the 
flocd area and proceeded to go 
about filling orders. Fire de- 
partments, hospitals, relief 
agencies, and police depart- 
ments were supplied without de- 
lay. 

The rapidly receding river at 
Hartford created a new _ prob- 
lem, the fire hazard of leaking 
tanks. This emergency was 
taken care of by the opening of 
a highway bridge to permit the 
entrance of a fleet of tankers to 
come into Hartford and pump 
fuel oil from the drifting tanks. 
All wires in the vicinity of bulk 
plants remained without cur- 
rent and fire fighting equipment 
was kept in readiness. 

On the night that 


the Con 














Part of the fleet of 32 trucks sent 


from 





Philadelphia into the flood area by 


Atlantic Refining Co. to haul good drinking water to flood victims 


necticut river. overflowed _ its 
banks, the Gilbert & .Barker 


Mfg. Co. officials at Springfield, 
Mass., were called from their 
homes by their chief telephone 
operator, Leona S. LeDoux, who 
had volunteered to do all-night 
duty in anticipation of the 
emergency. As the water crept 
up on this plant workers were 
already busy shifting stock and 
equipment necessary for serv- 
ice, to higher places. Emergency 
night work permitted the com- 
pany to make shipments on all 
orders without delay. 


In response to an emergency 
plea of Governor Earle and the 
Pennsylvania State Health De- 
partment, the Atlantic Refinin: 


Co. last week dispatched 32 
trucks into the flood area to 
transport supplies and_ fresh 


drinking water to affected ter- 


ritories. In addition Atlantic 
had 18 trucks already in the 
flooded areas carrying water 


and food. Tank trucks had to 
be steamed and sterilized in or 
der to carry water. On arrival 
in Greenburg, Pa., the trucks 
were placed under the direction 
of the Red Cross and the Health 
Department. One of the Atlan- 
tic trucks going into the Pitts- 
burgh district carried a load of 
candles. Four others brought 
clothing and food. 

From the Pittsburgh district 


come more evidences of havoc. 
In Bridgewater on the Beaver 
river, a Pennsylvania Highway 
Department plant lost its entire 
storage of tar and road oils, 
with the result that when the 
water receded everything in the 
vicinity was coated with a slimy 
mixture of tar and oil. It took 
100 men and 12 trucks two days 
to remove the debris. 

In the Pittsburgh area most 
stations in the normal flood dis- 
trict had taken precautions to 
meet a 35-foot flood stage which 
had been predicted by the 
Weather Bureau, but the wate! 





exceeded that prediction by 11 
feet with the result that many 
stations lost their underground 
storage by water coming in 
through the vent lines. Station 
losses were the greatest in lo- 
cations set back from the river. 
These stations, pinning their 
faith on the weather bureau’s 
prediction, had taken no pre- 
cautions. 

One station operator had 
sealed in all of his fill lines to 
his underground tanks’ with 
paraffin, but the water went 
over his vent lines and flooded 
the tanks. Meter pumps that 
were under water appeared to 
be none the worse for their ex- 
perience insofar as the meters 
themselves were concerned. 
Motors all had to be removed, 
cleaned and _ dried. Several 
companies equipped stations 
with portable power generating 
units in order to serve their cus- 
tomers during the _ city-wide 
power shut-down. 


In evidence at a number of 
stations were old hand operated 
pumps brought from ware- 
houses to do temporary duty 
until such time as power was 
again turned on to drive the 
electric pumps. 

Service stations which had 
been under water seemed little 
harmed except for the dirt and 
mud. Metal buildings appeared 
in the best condition. Little can 
be determined of the extent of 
the damage to building interiors 
until the plaster dries out. 
Anchored equipment, such as 
pumps, compressors, and lifts 
seemed in good condition, al- 





Gilbert and Barker Mfg. Co. plant at Springfield, Mass., after the ice and wate 


had receded more than 


two feet from the crest 
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Lynchburg, Va., 


though flooded motors had to be 
dried out and baked before they 
could be used again. Many sta- 
tions lost their lube stocks and 
other packaged goods. 

There was no evidence in this 
section of underground tanks 
coming to the surface. This 
was probably due to the fact 
that the ground was frozen to a 
depth of about three feet. 

The big company supply de- 
pots were the worst hit. Waverly 
lost practically its entire stor- 
age by fire, as did the Richfield 
plant on the Monongahela river. 
At the Canfield plant a 25,000- 
gallon tank was lifted over an 
&§-foot fence and deposited in the 
next yard. 

The plant of the Republic Oil 
Co. was in the center of an eddy 
current which uprooted prac- 
tically all of its tanks. One 
35,000 barrel tank containing 
eight feet of gasoline was 
picked up and carried 75 feet, 
snapping the 6-inch connecting 
lines as though they were 
thread. Two 10,000-barrel 
tanks were dislodged, one com- 
ing to rest on top of a pump 
house and the other on a con- 
crete mixer. 

Operations of 
Equitable Meter Co. 
affected by the flood. 

A NATIONAL PETROLEUM NEWS 
staff man, on an investigation 
trip through the _ Pittsburgh 
area, found that few, if any 


Pittsburgh 
were not 
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bulk plant of Standard Oil Co. of New Jersey on March 18 


storage tanks were lost where 
the companies had taken the 
precaution to fill them to the top 
with water. Many tanks, it is 
believed, did not have water 
connections. 

At Marietta, O., National Re- 
fining Co. had its plant all ship- 
shape before the flood arrived 
and suffered little damage. 

Considerable work had to be 
done to get the Canfield Oil 
Co.’s plant at Coraopolis, Pa., in 
running order, but every depart- 
ment of the refinery was operat- 
ing today. The tube still, last 
unit reconditioned, was put in 
operation late yesterday. 

Comparatively little real dam- 


age was done to the equipment, 
but a layer of silt covered every 
piece of apparatus up to 10 feet, 
the high water mark. Some 
tanks still must be straightened 
up, but there are enough in po- 
sition to take care of present 
requirements. 


Freedom Oil Works refinery 
at Freedom, Pa., was about set 
to resume full operations. The 
wax house has been operating 
for several days, as has the filter 
house. The company expects to 
get the crude unit under way to- 
morrow. 

Pennsylvania Oil Products 
Refining Co.’s plant at Eldred, 
Pa., the only plant in the upper 











Colonial Beacon Oil Co. bulk plant at Hartford, Conn., on March 24 








field which was affected by high 
water, has been in full opera- 
tion since the end of last week. 
The plant was only shut down 
about 10 days. 

Although there was plenty of 
water on Neville Island, Gulf 
Refining Co.’s refinery built on 
the highest point of the island, 
suffered little if any damage. 
Reports indicate that water 
didn’t even get to the boilers 


under the stills. Shipments, 
however, were held up a few 
days. 

Latest reports indicated that 
officials of Waverly Oil Works 
were going ahead with plans to 
rebuild their plant which was 
almost completely wrecked by 
fire. In the meantime, Waverly 
customers are being taken care 
of by other Pennsylvania refin- 
ers. 


Fourteen Indicted in Tennessee 


For Gasoline Tax Evasion 


By Teletype 


AUSTIN, March 30.—Request 
of Tennessee authorities for ex- 
tradition of J. H. Campbell, of 
Houston, facing ten indictments 
at Nashville for alleged con- 
spiracy to evade payment of the 
state gasoline tax, was granted 
by Governor Allred at a closed 
hearing here March 28. Press 
correspondents were excluded 
from the hearing at the request 
of Tennessee authorities. 

Tennessee authorities now 
anticipate Campbell’s attorneys 
will attempt to seek a writ of 
habeas corpus to prevent extra- 
dition. 


TULSA, March 29 


HE indictment of 14 indi- 
viduals by a Nashville, 


Tenn., grand jury on charg- 
es of conspiracy to evade the 
state gasoline tax is ‘‘just the 
beginning’’, declare special at- 
torneys appointed by Governor 
McAlester to make a thorough 
investigation of Tennessee’s re- 
cently exposed tax dodging 
scandal. 

Thirteen of the 14 individu- 
als named in the 10 indictments 
have been placed under bond or 
arrest. Twelve of them were 
Tennesseans, and the thirteenth 
formerly was affiliated with an 
East Texas refinery but more 
recently has been living in 
Houston. Bonds for the Tennes- 
seans were fixed at $3000 each 
but the one for the Houston man 
was $10,000. 

Those placed under bond in 
‘Tennessee were: 


26 


Erle Hudson, operator of a 
Maplewood suburban station in 
Nashville; Mrs. Dora Dillard o1 
the Hammett Oil Co., James W. 
Perkins, president of the Red 
Ace Oil Co., and J. L. Fossick, 
Dixie Oil Co., all of Nashville: 
W. H. Land, Land Oil Co., 
Memphis; John H. Latta and 
B. B. Baylor, Independent Oil 
Co., Dyersburg; Frank Preston 
and Phillip E. Jones, Consum- 
ers Oil Co., Knoxville; W. H. 
Watson of Hartsville, G. G. 
Gean, of Halls, and W. B. 
Teeves of Murfreesboro. 


The alleged conspirator ar- 
rested at Houston was J. H. 
Campbell, formerly with the 


Gilliland Refining Co. at Glade- 
water, Texas. The identity of 
the fourteenth person indicted 
has not been revealed, other 
than that he was supposed to 
have been an East Texas re- 
finer. 

The indictments charge 
Campbell with being a _ princi- 
pal in the alleged tax fraud 
ring, and he, accordingly, was 
named in each of the 10 indict- 
ments. 

Robert M. Dudley Jr., for- 
merly a state gasoline tax in- 
spector, and J. V. Beasley, also 
of Nashville, have been revealed 
as the two persons who have 
confessed their participation in 
the scheme, and are reported to 
have been granted immunity be- 
cause of their appearance be- 
fore the grand jury. They are 
expected to be star witnesses 
for the state. 

Campbell is said to have 
formed the tax evasion ring 
while he was employed as sales- 





manager for the Gilliland plant 
at Gladewater, and to have 
made several trips to Nashville 
to confer with Dudley. 


According to the charges, 
Dudley, while still an employe 
of the state, served as middle- 
man between the dealers in- 
volved and the refinery sources 
of supply. He and Beasley so- 
licited orders from the dealers 
and phoned or wired them to 
Campbell, according to the in- 
dictments. 


Campbell billed the cars from 
the refinery at Gladewater as 
‘“‘kerosine’’, although the 1-cent 
federal gasoline tax was paid 
on the contents of the tank cars. 
it is alleged. Campbell then no- 
tified Dudley of the car num- 
bers and to whom shipped, The 
railroads reported to the gas 
tax division the shipment of the 
cars of ‘‘kerosine’’, and the 
dealer, upon receipt of the cars 
filed a report that he had re- 
ceived the kerosine, and paid 
the inspection fee for kerosine. 


Campbell is alleged to have 
sold the gasoline direct to the 
dealers at 3.5 cents above the 
going tank car market. The 
dealers paid Campbell, who is 
then alleged to have ‘‘remitted”’ 
to Dudley and Beasley and 
others involved in the scheme. 


With Tennessee’s state tax 7 
cents a gallon, the dealers who 
bought the ‘‘kerosine”’’ and the 
other conspirators were merely 
splitting the ‘‘tax take.’’ 


A spokesman for the special 
attorneys, in commenting on the 
statement that the indictments 
were only the beginning, was 
quoted as saying other indict- 
ments involving slightly differ- 
ent conspiracies would be re- 
turned as soon as all the evi- 
dence has been compiled for 
presentation to the grand jury. 
The indictments already re- 
turned were reported to cover 
the operations in 1935, while 
the others will cover the slight- 
ly different forms used for de- 
frauding the state prior to the 
“perfected system”’ in 1935. 


In the meantime Dancey Fort, 
commissioner of finance and 
taxation has tightened up the 
regulations governing surety 
bonds of gasoline dealers. 
Henceforth the department will 
demand two solvent securities 
on each bond, with annual re- 
newal of that security. 
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Congressional Committee Begins Hearings 


On Bill to Foster Alky-Gas Output 


By Teletype 

WASHINGTON, March 31 

i j YWO prospective members 

of the Fuel Research Com- 

mission, proposed in the 

bill (HR 11398) of Congress- 

man Lea, California, do not 

wish to serve, it was disclosed at 

hearings March 26 before a sub- 

committee of the House Inter- 
state Commerce Committee. 

The proposed fuel commis- 
sion would develop and promote 
“renewable sources of supply” 
tor motor fuel. Blending of al- 
cohol with gasoline is regarded 
as one of the most important 
phases of the proposed fuel in- 
vestigation. 

Should Congress fail to pass 
the Lea bill at this session it is 
quite likely that the Republican 
party will make capital of it in 
the farm belt, according to 
friends of the measure. 

At the second Dearborn con- 
ference, to be held May 12, 13, 
and 14, by the Farm Chemurgic 
Council and the Chemical 
Foundation, Ine., plans prob- 
ably will be discussed _ for 
furthering the alky-gas_ pro- 
gram—or ‘‘argoline,”’ as its ad- 
vocates prefer to call the alco- 
hol-gasoline blend. 

There are reports that cer- 
tain influential republicans are 
hopeful of inserting in the polit- 
ical platform of the Republican 
party a plank endorsing ‘‘che- 
murgic”’ principles which, gen- 
erally speaking, look to the de- 
velopment of a non-edible mar- 
ket for farm products, includ- 
ing alky-gas. 

At the March 26 hearings it 
was revealed that two prospec- 
tive members of the proposed 
fuel cesearch commission do not 
wish to serve. 

Director Finch of the Bureau 
of Mines said he and Director 
Mendenhall of the Geological 
Survey feel that they do not 
belong on such a commission. 
Both agencies, he pointed out, 
deal with petroleum, coal and 
other ‘‘exhaustible’’ sources of 
fuel; neither has anything to 
do with fuels from vegetative 
matter. 

The aim of the Lea Bill is ex- 
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cellent, Finch said. The time 
will soon come when investiga- 
tion of new fuels for the inter- 
nal-combustion engine will be 
needed. Petroleum resources 
are being exhausted rapidly and 
the time will come before many 
years when sources will have to 
be supplemented, according to 
Finch, 

Our Known petroleum §re- 
serves will last 15 years, Finch 
estimated, but pointed out that 
new production methods, re- 
fining processes and technolog- 
ical developments, as well as 
discoveries of new oil fields, 
would probably extend that pe- 
riod; but diminution must be 
foreseen, he added. 


HERE is a ‘reasonable 

probability” that motor fuel 
could be developed from coal at 
no great increase in cost over 
gasoline from petroleum, Finch 
stated. 

Congressman Cole said he was 
informed that gasoline from 
coal could be made for about 
12 cents a gallon ‘‘and if the 
present gasoline taxes are re- 
moved, the difference would not 
be great”’. 

Mr. Cole tried, but with little 
success, to find out ‘‘who gave 
birth to this bill’. Director 
Finch said the Bureau of Mines 
was not consulted until after 
the measure was drafted, add- 





Builds Alky-Gas Plant 


The Chemical F'oundation has 
made a grant of $200,000. for 
the erection of an alcohol plant 
at Atchison, Kans., to try out the 
commercial production of power 
aleohol from corn or other farm 
produce. The Foundation is ar- 
ranging an outlet for the anhy 
drous alcohol to be produced. 

The new plant now is in course 
of construction and will be in op- 
eration by about April 25, before 
the Foundation calls its second 
Farm Chemurgie Council at Dear- 
born, Mich. Turn to page 99 for 
more details about this new ex 
periment—Editor. 











ing that he did not know where 
it came from. 

Congressman Lea said that he 
regarded the question of blend- 
ing alcohol with gasoline as 
one of the most important 
phases of developing ‘‘renew- 
able’? sources of motor fuel and 
that the Bureau of Mines should 
be included on the commission. 
He said that 22 or more nations 
are now using an alcohol-gaso- 
line blend. 

“From the consumers’ stand- 
point,”’ Cole interposed, ‘no 
motor fuel can compete wit, 
gasoline, ‘an it? And the 
chances are there never will be. 
Are we to understand that the 
purpose of this commission 
would be to promote the use of 
alcohol in place of existing 
fuels —— 5 

“It would have a hard time 
doing that at present prices,” 
interrupted Congressman Mer- 
ritt, Connecticut, who cited low 
prices of gasoline during recent 
years. 

Congressman Lea defended 
the provisions of the bill which 
would permit the fuel commis- 
sion, not only to acquire demon- 
stration plants and conduct ex- 
periments, but to sell directly 
to the general public in compe- 
tition with motor fuel distribu- 
tors. 

“That’s only a method of dis- 
posing of the product,’’ Lea ex- 
plained. 

“It looks a Department of Ag- 
riculture bill,’’ said Cole. 

“No, I wouldn’t say that,’ 
Lea replied. ‘‘I suppose I am 
as much responsible for it as 
any one. I can assure you that 
it doesn’t arise out of any gov- 
ernment department’s desire for 
more jobs. It is a measure to 
secure information which will 
be valuable to millions of farm- 
ers.”’ 

Continuing, Cole said: 

‘“‘Conceding — and there are 
some who won’t concede it 
that our petroleum resources 
will last only 15 years, plus an 
indefinite period due to new 
technological developments and 
new discoveries, don’t you 
think the oil companies realize 
that? The oil companies, I have 
found, are working on the de- 
velopment of fuels from _ oil- 
shale, coal and every other con- 
ceivable source of supply.” 

“That is true,’ replied Di- 
rector Finch. 

“Tt shouldn’t be difficult for 
some existing governmental 
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agency to co-ordinate the re- 
sults of the industry’s research 
work with similar efforts of the 
Bureau of Mines, the Bureau of 
Standards, and other agencies.” 

Mr. Cole stated emphatically 
that the Lea Bill would not re- 
ceive his support until it was 
shown that the proposed com- 
mission would not duplicate the 
work of existing agencies. 

Dr. H. CGC. Dickinson, of the 
Bureau of Standard’s heat and 
power division, was wary of tak- 
ing a stand on the bill, saying 
“The attitude of the President 
has not been determined, so we 
will confine our discussion to 
the technical phases.’’ 

Opening his testimony, Dr. 
Dickinson said the oil com- 
panies are spending $10,000,000 
a year on the problem of ad- 
justing motor fuel to changing 
designs in the automotive en- 
gine. He agreed with Cole and 
Finch that the oil industry i 
self was doing much research 
work on motor fuels. 

While not endorsing the Lea 
Bill, he said that Director 
Briggs of the National Bureau 
of Standards was in accord with 
the desirability of the research 
proposed in the Lea Bill. 

Dr. Dickinson said there were 
many problems in connection 
with even a 10 per cent blend 
of alcohol with gasoline, There 
is the question of volatility 
which affects the ability of an 
engine to start, although, he 
said, this might be adjusted by 
adjusting the gasoline’ with 
which the alcohol is blended. 

Another angle to be consid- 
ered, he said, is the problem of 
the alcohol separating from the 
gasoline: it must be handled so 
as to avoid the tendency of al- 
cohol to absorb water. The rela- 
tive anti-knock ratings of dif 
ferent grades of gasoline would 
be changed also by the addition 
of alcohol, he added. 

“From a cost standpoint, the 
aleohol-gasoline blend is not an 
economical motor fuel in any 
part of this country today,’ he 
said. 

Congressman Lea called 
tention to a letter from a 
dle West distributor 
said, is marketing an alcohol- 
blend through 200 stations in 
competition with gasoline. ‘‘And 
the customers are buying it,”’ 
Lea said. 

Dr. Dickinson remarked that 
other advantages or personal 
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interests involved might over- 
shadow the cost item. 

The Bureau of Standards’ of- 
ficial believes that the question 
is much broader than develop- 
ing ethyl alcohol as a motor 
fuel. Any place where carbon 
and hydrogen atoms are found 
may be a possible source of mo- 
tor fuel, he added. 

“Very likely, it would be 
found that ethyl alcohol is by 
no means the most feasible or 
economical source of a renew- 
able motor fuel,’’ Dr. Dickinson 
said. 

The Lea Bill was strongly en- 
dorsed by Chester Gray, repre- 
senting the American Farm Bu- 
reau Federation, which, he said, 
comprises 1800 county bureaus 
and 38 state organizations. 

While ‘“‘sympathizing a _ bit’’ 
with the ‘‘fears’’ of the oil in- 
dustry, Gray said it was not a 
question of blending alcohol 
with gasoline but the problem 





of developing a bigger market 
for farm products. He reiterated 
the contention of an approach- 
ing ‘‘exhaustion’’ of our petrole- 
um reserves. 

Mr. Gray apparently regards 
the alky-gas project as a “‘cure- 
all’ for the ills of agriculture. 
He thinks it would provide an 
emergency outlet for farm sur- 
pluses as they develop. This 
year it may be raisins; next year 
it may be some fruit or grain. 
By providing an outlet also for 
cull potatoes, low-grade wheat, 
rye, corn, barley and other 
grains, it will help keep up the 
market price for these commodi- 
ties, according to Gray’s reason- 
ing. 

There is also the possibility 
that some new product might 
be developed for the farmer to 
raise — such as the Jerusalem 
artichoke — which might prove 
to be a better source of ‘‘Spower 
alcohol’? than any commodity 
now generally produced. 


National Petroleum Association Gears 


Program to Trend of Times 


CLEVELAND, March 31 

MANY - SIDED” program 

A rencine from current po- 
litical trends to technical 
subjects has been planned for 
the 33rd semi-annual meeting 
of the National Petroleum As- 
sociation, to be held April 16 
and 17 at Hotel Cleveland here. 


What the future holds for 
high speed automotive Diesels 
in industrial and transporta- 
tion equipment will lead off the 
program with Joseph Geschelin, 
Detroit technical editor, of Au- 
tomotive Industries and Chilton 
publications, as the speaker. 

The Social Security Law, 
probably the most far-reaching 
legislation coming out of Wash- 
ington currently, will be discus- 
sed by John G. Winant, chair- 
man of the Social Security 
Board. These two talks will be 


followed by discussions from 
the floor. 
W. T. Holliday, president, 


Standard Oil Co. of Ohio, wil! 
speak on ‘‘Petroleum Market- 
ing.”’ 

“Business by the Gallon” is 
the title of a talk to be given 


by Arthur Gow, of the Curtis 
Publishing Co., publisher of the 
Saturday Evening Post. 

John H. Geisse, director, 
Aeronautics Development Sec- 
tion, U. S. Bureau of Air Com- 
merce, will talk on ‘‘Progress ii 
Aviation,’ and Elsworth C. Al- 
vord, formerly assistant legisla- 
tive counsel at the U. S. Capitol 
and special assistant to the 
secretary of the treasury, will 
talk on ‘‘Federal Finances and 
Taxation.”’ 

The annual fellowship supper 
will take place at the Hermit 
Club, April 16. Some home 
talent is promised for this sup- 
per, in addition to the usual en- 
tertainment, Not much is being 
revealed in advance as to what 
this home talent will be, but 
M. C. Mallon, of the Washing- 
ton office, mentions G. B. 
Hunter, James B. Berry Sons 
Co., as a reciter extraordinary 
of an English sailor’s activities; 
Harry Schmidt, United Refining 
Co., who works magically with 
rabbits and cards; and Jerry 
Lyons, Conewango Refining Co., 
who is busy rehearsing a three- 
man quartet. 
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Railroads Plan to Battle Barge Lines 


And Trucks to Regain Tonnage 


WASHINGTON, March 31 

ESTORATION of freer com- 
R petition in the making of 

railroad rates is in prospect 
as a result of passage last week 
of the Pettengill bill in the 
House of Representatives. This 
bill would repeal the long and 
short haul clause of the Inter- 
state Commerce Act which has 
hobbled the _ railroads since 
1910. 

The bill passed the House by 
a vote of 215 to 41. It is claimed 
that 55 or 56 senators will vote 
for it when it comes on the floor 
of the Senate. 

As it stands now the long and 
short haul formula forbids a 
carrier by railroad to make a 
higher rate for a shorter haul 
than for a longer haul over the 
same route in the same direc- 
tion, except by and to the ex- 
tent permitted by the Interstate 
Commerce Commission. Such 
permits are called relief or- 
ders. Most relief orders mere- 
ly permit railroads having long 
routes between A and B to make 
rates between such points as 
low as the rates over the short 
or direct route. 

The long and short haul part 
of the law has done great dam- 
age to the petroleum industry 
as well as to other industries. 
It has furnished railroads with 
an excuse, if not a reason, for 
putting rates on petroleum and 
its products so high as to force 
the industries to invest their 
money in forms of transporta- 
tion other than the railroads. 

Following the line of least re- 
sistance, the railroads, since the 
enactment in 1910, have made 
or consented to rates on many 
commodities so high that traffic 
has not been able to move. They 
were slow in realizing that the 
truck was a challenge to their 
monopoly of transportation. 
They were equally slow in real- 
izing that the high rates either 
forced on them or accepted by 
them with a shrug of the 
shoulders was bringing back 
transportation by water. The 
rates they made or agreed to, 
so as to avoid long and-short 
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haul formula terrors, invited 
other forms of transportation to 
come and take their business. 


Advocates of the repeal of the 
long and short haul part of Sec- 
tion 4 of the Interstate Com- 
merce Act do not admit that its 
repeal will restore the old- 
fashioned way of making 
freight rates. They are right 
inthat. The thing restored will 
not be the old-fashioned meth- 
od at all. The old-fashioned 
method was for a traffic man- 
ager to make a rate that would 
get the business at competitive 
points. Points where there was 
no competition were asked to 
pay, and did pay higher rates. 


ANY men think that even if 
the Pettengill bill is 
passed the railroad traffic man- 
agers will proceed with great 
caution in the direction of the 
old-fashioned way of making 
freight rates. Every rate made 
in violation of the old rule will 
be open to challenge by ship- 
pers. In the event a rate is found 
unreasonable the railroad must 
make refunds to the basis of a 
reasonable rate. 


Even if the rule is abrogated, 
the shipper will have a weapon 
with which to halt a rate, not 
in conformity with the former 
rule, that of protesting to the 
Commission and naving the rate 
suspended until the railroad 
vroves that the proposed rate 
made to meet competition at a 
point where it exists is not un- 
reasonable or unduly prejudi- 
cial. 

Predicting what repeal of the 
long and short haul part of the 
fourth section will do to rates 
on petroleum and its products 
is like predicting anything else. 
The prediction is likely to go 
sour. But it is a fact that can 
be shown from the books that 
rates on petroleum and its prod- 
ucts in the lower Mississippi val- 
ley and other parts of the coun- 
try are much higher than they 
would otherwise be but for the 


enforcement of the long and 
short haul formula. 

In the old days while steam- 
boats plied the river the rail- 
roads made rates to and from 
river landing points just as low 
as necessary to get a share of 
the traffic. At points between 
the landings they were much 
higher. That was the rule with 
respect to rates on all com- 
modities susceptible to trans- 
portation by water. The rail- 
roads made their rates to meet 
the competition and get what 
they thought was their share of 
the business. 

About 15 years ago the In- 
terstate Commerce Commission 
began forcing the railroads to 
observe the long and short haul 
rule in their rates in the val- 
ley. The railroads thereupon 
took out their competitive rates 
and put all of them on what was 
called a “dry land’’ basis; that 
is, the rates were made as if the 
river could not possibly take 
business from them. 

In the latter part of 1932 the 
regulating body in what were 
known as Hoch-Smith cases set 
levels of petroleum rates that 
looked nice to a man of the 
brain-truster sort because they 
were symmetrical and in ac- 
cordance with a mileage scale. 
The level was so high that Com- 
missioner Eastman, now Feder- 
al Coordinator of Transporta- 
tion, laughed at what his col- 
leagues had prescribed and sug- 
gested that the railroads would 
get precious little petroleum to 
carry. 

He wasright. Ina short time 
the railroads began obtaining 
permission to cut the rates. 
They asked permission to disre- 
gard the long and short haul 
rule in making rates from New 
Orleans-Baton Rouge group of 
refineries to Memphis and put 
in a rate of about 15 cents a 
hundred pounds’ instead of 
about double that, as prescribed 
by the Commission. They want- 
ed to meet barge-line competi- 
tion at Memphis and other river 
ports. They got permission to 
do something, but not much, to 
regain traffic from the barges 
the petroleum industry had put 
in the river. 

That Memphis instance is 
merely illustrative. Situations 
similar to that exist throughout 
the country, wherever barge or 
truck competition has been in- 
vited by the high but pleasing- 
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ly symmetrical rates forced by 
worship of the long and short 
haul part of the law. 

If and when the Pettengill re- 
peal bill is passed, bold traffic 
men, it is believed, will be will- 
ing to take the risk of having to 


make refunds by publishing 
rates they deem necessary to 
get business for themselves in 


competition with lines 


and trucks. 


barge 


TULSA, March 28.—The 
elimination of the so-called 
long-short haul clause of the 
Transportation Act through en- 
actment of the Pettengill bill 
now before Congress would af- 
fect only slightly, if at all, the 
present methods of transporting 
petroleum and its products from 
the Mid-Continent’s producing 
und refining centers. 

Particularly would it fail to 
bring back to the railroads any 
appreciable amount of petrole- 
im and its products now being 
transported by pipe lines and 
trucks. That, in substance, is 
the opinion of oil company and 
railroad traffic men in this area. 

In the Mid-Continent the Pet- 
tengill bill is looked upon by 
traffic men as a proposal de- 
signed to give the rail carriers 
help in competing with water 
and truck transportation on 
transcontinental, coastwise and 
inland waterways commodity 
shipments. 

Gasoline pipelines out of the 
Mid-Continent field charge the 
same rate as the railroads. 
Even if a lower rate’ were 
charged by the _ railroads it 
would be difficult to win ton- 
nages back to the rails now that 
the investment has been made. 

If railroads operating in the 
Mississippi valley in competi- 
tion with barge carriers reduce 
their rates to such points as 
Memphis, Louisville, Cincinnati 
and Pittsburgh it was thought 
by some traffic managers that 
carriers serving the Mid-Conti- 
nent might also lower their 
rates to such points thus widen- 
ing the normal market for Mid- 
Continent gasoline. 





Not to Resign 


WASHINGTON, March 31. 
Secretary Ickes today laughed 
off reports that he would resign 
shortly. ‘A resignation is a vol- 
untary matter, and presumably 
I would know something about 
it,’” he said. 
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Indiana Standard Profit 
About 30 Millions 


CHICAGO, March 30.—The 
Standard Oil Co. of Indiana’s 
consolidated net profit for 1935 
was approximately $30,179,000, 
Edward G. Seubert, president of 
the company, announced here 
today in a preliminary state- 
ment on earnings. 

The earning is equivalent to 
$1.98 a share on the 15,215,677 
shares outstanding. Account- 
ing practice on drilling and de- 
velopment costs was changed 
last year, but if 1935 earnings 
were computed on the 193 
basis a comparison of earnings 
would show an increase of 38 
cents a share in 1935 over 1934. 

The estimated $30,179,000 
profit is after depreciation, de- 
pletion, amortization, all taxes 
including federal income taxes, 
and includes the Indiana Stand- 
ard’s share of profits and losses 
of subsidiary companies. 

The announcement is prelimi- 
nary to exact and final figures 
on earnings and comments on 
1935 activities which will be 
made on April 15. 


A. P. I. Committee Revises 
Federal Tax Manual 


NEW YORK—The American 
Petroleum Industries Commit- 
tee has announced that a new 
‘Manual of Interpretations of 
Federal Regulations 44, Re 
vised’’ has been published in an 
effort to render less difficult and 
complicated the approved meth- 
ods of complying with federal 
laws governing excise taxes on 
rasoline and lubricating oil. A 
similar manual was published 
in 1935. The new edition has 
been revised to conform to 
amendments to the law and the 
provisions of Treasury Decision 
4604 of Nov. 12, 1935. 

The manual, which is the 
work of the Manual Committee 
of the Sub-committee on Taxa- 
tion, outlines administrative 
features of the regulations in- 
volved in various types of sales, 
shows classifications of products 
and presents registration and 
bonding requirements, _inter- 
est and penalty provisions, etc. 
An appendix provides samples 
of forms of exemption certifi- 
cates, affidavits, and endorse- 





ments for the use of the petro- 


leum industry, and also sum- 
mary charts outlining  pro- 
cedure in connection with tax- 


free sales. A comprehensive in- 
dex facilitates use. Copies are 
available at committee head- 
quarters, 50 West 50th St., New 
York. 

The preface explains that 
while the industry and the com- 
mittee are opposed to federal 
taxation of motor fuels and lu- 
bricants, attention should be 
given, pending their repeal, to 
simplifying methods of compli- 
ance with the provisions of the 
law and the administrative reg- 
ulations. It is explained also 
that effort is being made to as- 
sure complete tax collection. 


South Dakota Jobbers 
Approve Oil Code 


MADISON, S. D., March 31.- 
Approval of the proposed re- 
gional oil marketing code was 
given by the South Dakota In- 
dependent Oil Men’s Association 
at its annual meeting March 26 
and 27 at Watertown, S. D., ac- 
cording to F. H. Buehler, secre- 
tary-treasurer. Incidentally, Mr. 
Buehler was re-elected for the 
17th consecutive term to that 
post. He is president of the Da- 
cotah Oil Co., Madison. 


J. H. Cumbow, Cumbow-Lan- 
ning Oil Co., Sioux Falls, 


Was 
elected president, and J. A. 


Burns, West River Oil Co., Ken- 
nebec, vice-president. 

Resolutions adopted at the 
meeting were for the repeal of 
the federal gasoline tax and 
against tax diversion and fed- 
eral oil taxes; reduction in the 
state gasoline tax to 3 cents 
(present tax 4 cents per gallon) 
and in inspection fees to one- 
half of their present fee (pres- 
ent fee 5 cents per 50-gallon 
barrel). 


Ryerson Heads Sales 


NEW YORK—R. E. Ryerson, 
export manager of Tide Water 
Oil Co., for the past 11 years 
has been made general sales 
manager of the company. A. J. 
DuPont has been appointed as- 
sistant export manager, D. E. 
Hoffman manager of wholesale 
marketing and H. G. Mullen of 
industrial products. 


NATIONAL PETROLEUM NEWS 








at 
mi - 
‘al 
u- 
be 
to 
li- 
he 


SO 
LS- 


1e 
of 
1d 
d- 
ne 
ts 
1) 


tj. 
yn 


Pr 
rs 
PS 


s- 


le 
of 





Action on Pollution Bill Postponed 


By Resources Committee Survey 


WASHINGTON, March 27 


ECRETARY ICKES has 
& moved to postpone a de- 

cision on which federal 
agency, if any, will control wa- 
ter pollution and the discharge 
of industrial wastes into navi- 
gable streams. His action has 
dimmed what little chance re- 
mained for final action on the 
Lonergan bills at this session of 
Congress. 


It came about this way. 


On March 26, Senator Bark- 
ley, Kentucky, dropped three 
new anti-pollution bills into the 
Senate bill basket. One _ (S- 
4349) calls for a study and 
preparation of plans by the 
Chief of Army Engineers for 
handling the pollution problem. 
Another bill (S-4350) author- 
izes a similar study by the Pub- 
lic Health Service and an an- 
nual appropriation of $750,000 
to aid the states in this matter. 
The third bill (S-4351)_ pro- 
poses an interstate compact on 
water pollution between states 
in the Ohio River Valley. 


Like the Copeland Bill (S- 
4342) introduced March 24, the 
Barkley Bills apparently pro- 
vide for federal co-operation 
with the states in an advisory 
capacity only, leaving to the 
individual states or groups of 
states the task of regulation. 


A few hours after the Bark- 
ley bills were introduced, Sec- 
retary Ickes came out with the 
announcement of a_ pollution 
study ‘“‘which has already been 
begun by the National Resourc- 
es Committee.”’ Director of this 
special study is Frederick H. 
Fowler, San Francisco civil en- 
gineer. A report, including a 
“National Water Plan’’ cover- 
ing flood control, erosion and 
water pollution, and drainage, 
will be made to the President 
by Dec. 1, it was stated. Secre- 
tary Ickes is chairman of the 
resources committee. 


Last week the chairman of 
the water resources subcommit 
tee of Ickes’ organization told 
the Senate Commerce Commit- 
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tee that the National Resources 
Committee had no wish to regu- 
late water pollution, as pro- 
vided in the first Lonergan Bill. 

Representatives of various in- 
dustries appeared this week be- 
fore the Senate subcommittee, 
headed by Senator Carraway, 
Arkansas, to oppose the Loner- 
gan Bills. One (S-3958) would 
authorize the National ke- 
sources Committee to set up 
sanitary water districts and 
take steps to prevent water pol- 
lution. The other (S-3959) 
would broaden existing federal 
laws. 

The oil industry's opposition 
was presented by Edward M. 
Freeman, Houston, in a joint 
statement on behalf of the Mid- 
Continent Oil & Gas Association, 
the Independent Petroleum As- 
sociation of America, the Na- 
tional Petroleum Association 
and the Western Petroleum Re- 
finers Association. 


7HILE the industry aware of 
the pollution problem and 
sympathetic with their general 
objectives, Freeman said the 
Lonergan Bills left the way 
open for fixing of standards so 
rigid that oil refineries and pro- 
ducers could not comply without 
shutting down operations. 
Disposal of refinery wastes 
presents a different problem at 
each plant, he explained. In re- 
cent years, refining technolo- 
gists have worked together de- 
veloping good practices and 
their recommendations are 
gradually being adopted. Acti- 
vities of the oil companies in 
this regard have received fa- 
vorable comment from. state 
sanitary engineers, he added. 


While the oil industry has 
practically climinated the wast- 
age of oil in production, the 
problem of salt water is one that 
cannot be avoided, he contin- 
ued. 


“Frequently, ten or a hun- 
dred times more water is pro- 
duced than oil,’’ Freeman add- 
ed. ‘“‘You cannot produce the 


oil without the water. Unless 
great quantities of oil, other- 
wise recoverable, are to be left 
in the ground, an enormous 
volume of salt water must be 
produced and disposed of.”’ 


In most fields, no ways or 
means have yet been devised to 
dispose of salt water, except to 
allow it to escape’ through 
natural drainage, according to 
Freeman. He said that any reg- 
ulation which would prohibit 
the discharge of salt water into 
the streams could lead but to 
one result that a very sub- 
stantial part of the Nation’s re- 
coverable crude oil could never 
be produced. This country 
would be dependent upon for- 
eign oil to supplement its in- 
adequate production from wells 
not yielding any salt water, he 
pointed out. 

Mr. Freeman also opposed the 
other Lonergan Bill (S-3959), 
amending the Refuse Pollution 
Act of 1899 to add acid and 
sludge and “‘other materials” to 
those prohibited from _ being 
discharged into navigable wa- 
ters and amending the Oil Pol- 
lution Act of 1924 to include 
tributaries of coastal waters. 

Like representatives of other 
industries, Freeman urged that 
regulation of water pollution be 
left to the states or groups of 
states. However, he favors in- 
creased appropriations to fed- 
eral agencies now studying pol- 
lution problems and, possibly. 
federal loans or grants where 
it is not otherwise possible to 
finance construction of needed 
waste-treatment plants. 

He cited the report of the 
special advisory committee on 
water pollution, made to Ickes 
as chairman of the resources 
committee, and quoted from the 
report the statement: ‘“‘There is 
no appreciable demand _indi- 
cated by state agencies for ex- 
tension of federal control over 
water pollution.”’ 


Questioned by Senator Guf- 
fey, Pennsylvania, Freeman said 
he thought the Copeland Bill 
was the proper approach to the 
pollution problem. The Cope- 
land measure would set up in 
the Public Health Service a 
stream pollution division which 
would co-operate with the states 
and encourage enactment of 
uniform state laws and formu- 
lation of interstate compacts 
relating to water pollution. 
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Social Security, 


Alky-Gas To Top 


Western Refiners Program 


CLEVELAND, March 3 


OCIAL security legislation 
™ and alcohol-gasoline  ap- 

pear prominently as_ sub- 
jects of current widespread in- 
terest on the 24th annual meet- 
ing program of the Western Pe- 
troleum Refiners Association at 
Elms Hotel, Excelsior Springs, 
Mo., April 6, 7 and 8. 

Social security legislation 
will be discussed by Ralph Hor- 
ween, one-time assistant to Oil 
Administrator Ickes. Mr. Hor- 
ween returned to private law 
practice in 1935 with Topliff and 
Horween, Chicago. 

‘‘Alcohol in Motor Fuel’’ will 
be discussed by Dr. G. G. Brown, 
professor of chemical engineer- 
ing, University of Michigan, 
who has done much research on 
this subject. A report of his 
early research was published in 
the May 15, 1935 issue of this 
publication. 

C. E. Arnott, Socony-Vacuum 
Oil Co., who has been chairman 
of the committee that worked 
up the proposed oil marketing 


code will talk on ‘“Co-opera- 
tion.”’ 
“Taxation”’ is the subject of 


a paper to be presented by Wil- 
lis Crane, of the Washington of- 
fice of the Western Petroleum 
Refiners Association. This will 
be followed by remarks by Fay- 
ette B. Dow, Washington coun- 
sel of the association. 

Reports of the various com- 
mittees, followed by a discus- 
sion in each case, will take up 
the opening session the after- 
noon of April 7. These commit- 
tees are: tractor fuel; manu- 
facturers lubricants committee, 
headed by W. E. Moody, Deep 
Rock Oil Corp., as chairman; 


diesel fuel survey committee, 
with F. E. Holsten, Barnsdall 
Oil Co., as chairman; octane 


brackets, with A. E. Landsittel, 
Globe Oil & Refining Co., chair- 
man; WPRA specifications com- 
mittee, with Emby Kaye, Skelly 
Oil Co., chairman; committee on 
posting tank car prices, with R. 
W. McDowell, Mid-Continent 
Petroleum Corp. and vice-presi- 


to 


dent of the association, chair- 
man; and the road oil commit- 
tee, with L. H. Prichard, Ander- 
son-Prichard Oil Corp., as chair- 
man. 

One of the important matters 
to come up before the conven- 


tion is the resolution on the 
death Dec. 25 of Patrick M. 
Miskell, who was manager of 


refineries of the Cities Service 
interests in the west. The reso- 
lution will be presented by 
George D. Locke, Barnsdall Oil 
Co., Chicago. 


The annual address of the 
president of the association, C. 
M. Boggs, president of the 
Kanotex Refining Co., Arkan- 


sas City, Kan., will start the 
program April 8. 
Various’ sessions will be 


called to order by these vice- 
presidents of the association: 
opening session, April 7, H. T. 
Ashton, Socony-Vacuum Oil Co. 
(Lubrite Division); morning 
session, April 8, Roy B. Jones, 
Panhandle Refining Co.; after- 
noon session, April 8, R. W. Mc- 
Dowell, Mid-Continent Petro- 
leum Corp. 


A report of committees, elec- 
tion of officers and a meeting of 
the board of directors will com- 
plete the sessions on April 8. 
Committee meetings will take 
up the day April 6. 


Diesel Not Threatening 


Production Balance 


The demand for diesel fuel 
could expand to many milliors 
of horsepower before the pres- 
ent production and economic 
balance would be disturbed, ac- 
cording to Dr. R. T. Goodwin, 
manager of the fuel oil sales de- 
partment of Shell Petroleum 
Corp., in an address to the Con- 
ference on Diesel Engines and 
Transportation at Purdue Uni- 
versity, March 26-27. 

However, it is more than ever 
essential that diesel engines be 
able to operate on as wide a 
range of fuels as possible in or- 





der that this economic balance 
may be preserved, he continued. 
Dr. Goodwin placed the diesel 
horsepower total in this coun- 
try at 5,500,000 as compared 
to 2,000,000,000 horsepower in 
automobile and other mechan- 
ical vehicles. 


Speaking of the efficiency of 
the diesel engine, he called at- 
tention to the fact that it is in- 
herently our most efficient type 
of engine: With an efficiency 
of 32 to 38 per cent in railroad, 
marine, and stationary work, it 
surpasses considerably the high- 
ly developed gasoline engine 
which has an efficiency of only 
22 to 28 per cent. 

Praise was given to the Vol- 
unteer Fuel Committee of the 
American Society for Testing 
Materials in selecting a suitable 
scale for expressing ignition 
quality and the development of 
suitable reference fuels. The 
first reference fuel was made 
from Spermaceti wax (cetene) 
which is derived from whales. 
Laboratory produced synthetic 
cetene was found to have vary- 
ing ignition properties depend- 
ing upon its source. Cetane, pro- 
duced later in the laboratory 
was satisfactory but its cost, 
about $35 a gallon, was higher 
than cetene from whale’s wax. 
The reference fuel now used is 
made entirely from petroleum, 
it measures up to all require- 
ments and costs around 80 cents 
a gallon, it was said. 

The past few years have 
brought the diesel and oil in- 
dustries closer together and 
have caused the petroleum in- 
dustry to realize the importance 
of producing quality fuel oils. 
This recognition has been re- 
warded by an increase in the 
number of satisfied diesel users 
and an increased velume of pe- 
troleum sales, he oncluded. 


Heads Research Committee 


NEW YORK—E. G. Gaylord, 
of the Standard Oil Co. of Cali- 
fornia, San Francisco, has been 
appointed chairman of the 
American Petroleum Institute’s 
Advisory Committee on Funda- 
mental Research on Occurrence 
and Recovery of Petroleum, by 
George A. Hill, Jr., of the Hous- 
ton Oil Co., Houston, chairman 
of the Institute’s Division of 
Production General Committee. 
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Natural Gasoline and Bunker Fuel 


Prices Higher in California 


LOS ANGELES, March 27 

HREE important steps to- 
"ware price stabilization on 

the Pacific Coast were 
taken the past week by Califor- 
nia marketing companies. New 
plans were formulated for the 
absorption of surplus gasoline, 
higher field prices were posted 
for natural gasoline, and new 
terms were announced = for 
bunker fuel oil contracts, ac- 
companied by advances in the 
tank wagon price of domestic 
ruel oil. 

Although made independent- 
lv, each of these developments 
was logically necessary as a pre- 
liminary to price stabilization 
and was dictated by existing 
economic conditions in the in- 
dustry resulting from the re- 
cent advances in crude oil 
prices. Discussion of the vari- 
ous methods of removing dis- 
tress gasoline from the market 
progressed to the point where 
general agreement was reached 
in principle, and consideration 
had passed to the ways and 
means of carrying out the pro- 
posals in a practical and legal 
manner. 

No one questioned the need 
for an outlet for the present 
finished and unfinished stocks 
now in the hands of indepen- 
dent refiners and their distribu- 
tors, as well as for the excess 
gasoline that will probably be 
manufactured by independent 
refiners during the remainder 
of the present year. Estimates 
indicated that a market would 
have to be found for approxi- 
mately #°7.6°9° 000 gallons of 
gasoline, or about half of the 
quantity t'-at usually has \een 
consider. d excess stock. 

One plan under considera.tion 
provided an outlet for not Iess 
than 10 per cent of the surplus 
stock each calendar month of 
1936, at a price that would net 
the refiner 6 cents a gallon. An- 
other proposal would take care 
of 25 per cent of the surplus 
stock, on the same price basis, 
during the month of April and 
would absorb the remaining 75 
per cent during the year, in 
equal monthly installments. 

By a co-operative purchasing 
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plan, all gasoline currently 
manufactured by independent 
refiners in excess of demand 
through their regular outlets 
would be marked at 1.25 cents 
per gallon less than the aver- 
age tank wagon price, exclud- 
ing taxes, for third grade gaso- 
line, but the net price in no case 
would be less than 6 cents a 
gallon. 

Expectations were that 
through these arrangements 
independent refiners would 
manufacture and sell in future 
in excess of 25 per cent of the 
total gallonage of the _ state. 
This would be considerably 
more than the quantity actually 
sold by them during the last 
half of 1935, and would corre- 
spond fairly closely with the 
percentages they secured dur- 
ing the existence of the Pacific 
Coast Petroleum Agency. 


N THE meantime, bulk prices 
of third grade and competi- 
tive brands of gasoline became 
firmer in the Los Angeles Basin 
area. 

Advances in natural gasoline 
prices, initiated by Standard Oil 
Co. of California, March 19, but 
first officially posted early this 
week by Union Oil Co., repre- 
sented an increase of about 0.75 
cent a gallon in the field price 
of this product. Prices quoted 
for Brea field started at the 
lowest figure in Union’s sched- 
ule. They ranged from 3.64 
cents a gallon for a_ product 
with a vapor pressure of 64 - 
65.9 pounds per sq. in. at 100° 
F. to 7.19 cents a gallon for 15 - 
'5 % pounds pressure. Starting 
at 25 - 25.9 pounds pressure and 
continuing to 15-15.9 pounds, 
in all Basin fields quotations 
uniformly increased by approxi- 
mately 0.1 cent for each de- 
crease of one pound in the va- 
por. pressure. At 25- 25.9 
pounds, the quotation was 6.11 
cents a gallon and rose to 7.19 
cents of 15-15.9 pounds pres- 
sure. The effective average 
price for these fields was 6.5 
cents a gallon. 

In the San Joaquin Valley 


fields, quotations in Union’s 
schedule were everywhere rel- 
atively lower than in the Basin 
fields, the average price rang- 
ing from 6.11 cents a gallon at 
Midway-Sunset and North Bel- 
ridge to 6.32 cents at Santa 
Maria. 

These advances reflected the 
recent increase in crude oil 
quotations and were, in part, 
prompted by the desire of pro- 
ducing companies to prevent 
royalty owners from. taking 
royalties out in natural gaso- 
line and, thus, being in a posi- 
tion to break the market. The 
advances were also an antici- 
pation of the increased demand 
that will come for natural gaso- 
line for blending purposes when 
attempts are made to use the 
surplus gasoline now held by in- 
dependent refiners. Much of 
this gasoline has been in stor- 
age for a considerable time and 
will require pepping up. 

Standard’s change of policy 
regarding terms of bunker oil 
contracts had been long ex- 
pected. It provides that in the 
future all contracts for various 
grades of fuel oils and diesel 
oil for ship’s bunkers will be 
written on the basis of the com- 
pany’s current posted price, 
with a provision that in the 
event of an advance in prices, 
the advance to buyers then un- 
der contract will not be greater 
than 25 cents per barrel. The 
result, therefore, will be that 
holders of such contracts will 
no longer be given the advan- 
tage of declines in posted prices 
and also that they must pay all 
advances in prices up to 25 
cents a barrel. The maximum 
contract period remains one 
year. No changes were made 
in present posted prices. 

For diesel and stove oils, as 
well as for fuel oil delivered at 
refineries, no changes were 
made in contract terms. These 
contracts will continue to be 
written at the company’s posted 
market price at time, place and 
for method of delivery specified, 
but not to exceed price posted 
on date of contract. 

Effective March 25, Standard 
announced an advance of 10 
cents a barrel in the price of 
domestie grade fuel oil, a prod- 
uct generally used for hotel and 
apartment house heating and 
by industries requiring a special 
low viscosity fuel oil. This prod- 
uct is usually sold for delivery 








by tank wagon, and the advance 
made the new tank wagon price 
$1.17 per barrel at Los Angeles, 
$1.22 at San Francisco, and 
$1.40 at Portland. At Seattle 
the price advanced to $1.475 a 
barrel, including 10.5 cents 
state fuel oil tax. 

At a meeting of the central 
committee of California oil pro- 
ducers, held March 26, a sug- 
gestion that the state quota 
should be increased to 551,500 
barrels daily was negatived and 


“Operating Kink” 


the March quota of 538,500 bar- 
rels was continued in effect. 
Most producers approved this 
action, which was taken in the 
face of the U. S. Bureau of 
Mines estimate of demand for 
the state would be approximate- 
ly 13,000 barrels daily more 
than the present allowable. Oil 
Umpire Pemberton pointed out 
that the production of the state 
was still about 560,000 barrels 
daily, or approximately 20,000 
barrels more than the quota. 


Session Scheduled 


For Gasoline Plant Field Men 


TULSA, March 28 


HE field men are going to 
have their day at the 15tn 


annual convention of the 
Natural Gasoline Association, 
to be held at Hotel Tulsa, May 
13 to 15. 

This innovation in the associ- 
ation’s usual type of program 
will take the form of a session 
devoted exclusively to _ field 
men’s ‘‘operating kinks.” It 
will be held the morning of the 
15th. 

Prizes totaling $125 will be 
awarded for the most practical 
ideas presented. A committee of 
gasoline plant operators will 
award prizes of $15 and $10 in 
each of four classifications, and 
a grand prize of $25 will be 
awarded for the most practical 
and valuable idea of all classes. 
F. E. Fisher, plant superintend- 
ent, Skelly Oil Co., Skellytown, 
Texas, is chairman of the 
awards committee. 

The convention program com- 
mittee, consisting of George P. 
Bunn, Phillips Petroleum Co., 
Bartlesville, chairman; R. FE 
Baker, Shell Petroleum Corp., 
Tulsa; W. E. Fulton, United 
Gas Public Service Co, Houston; 
R. D. Gibbs, Union Oil Co. of 
California, Los Angeles; W. B. 
Moran, J. E: Crosbie, Inc., 
Tulsa, and J. W. Vaiden, Skelly 
Oil Co., Tulsa, has announced 
the following rules and regula- 
tions for the submission of ideas 
for the field men’s session. 

1. Any employe of a natural gaso- 
line manufacturer may submit 
one or more “operating kink’’ 
ideas. 


» 


Permission of the employer must 
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be secured before any idea is sub 
mitted. 

3. Each idea must be submitted in 
writing and three copies of each 
must be presented in the form 
designated on the ‘operating 
kink”? blanks which may be se- 
cured from the Natural Gasoline 


Association, 819 Wright Bldg., 
Tulsa. 

4. One clear drawing or distinet 
photograph may be submitted 


with each kink and wherever pos- 
sible the association will make 
slides therefrom. 

5. Five minutes time will be al- 
lotted to an employe, at the 
round table discussion, for the 
explanation of each of his kinks. 

6. The originator of the kink, al- 

though urged to do so, need not 

be present to explain his idea. 

Any employe of a natural gaso- 

line manufacturer may explain 

the idea of any other employe of 
the same concern. 

Prize awards are to be made by 

a committee of gasoline plant 


operators and their decisions 
will be final. 
8. All ‘“foperating kink’ entries 


must be in the N.G.A.A. offices 

by May 19, 1936, in order that 

the judges may have ample time 
to study and classify the entries 
before the meeting date. 

9. Any “operating kink’? entry may 
be made within the following 
classifications: 

A. Operation or maintenance of 
engines, compressors; pumps; 
turbines; electric motors; 
electric generators; or boil- 
ers, 

B. Metering or other volumetric 
measuring; temperature con- 
trolling, pressure controlling: 
volume controlling, liquid 
level controlling; laboratory 
equipping or operating meth- 
ods. 


C. Gasoline or oil distillation; 





fractionation; gasoline  ab- 
sorption, condensation or 
cooling, gasoline or gas treat- 
ing. 

D. Field pipe line and other field 
operation and maintenance; 
gasoline _ storing; gasolin« 
loading; special tools, labor 
saving or safety devices; ac 
counting or record keeping 
methods; or any other phas 
of natural gasoline manufac 
ture not covered within th: 
preceding classifications. 


Union to Build Tankers 


LOS ANGELES, March 26.— 
Union Oil Co. was reported to 
be planning construction of two 
turbine-driven tankers as part 
of an extensive replacement and 
construction program. Whether 
the vessels would be built on the 
Atlantic or Pacific coast was un- 
decided at present. Three other 
Pacific Coast companies were 
said to be considering similar 
expansion programs. 


Continue Fight Against 
Gasoline Tax Evasion 


NEW YORK, March 28. 
Governor Hugh A. White and 
State Senator Stewart Watson, 
head of the committee investi- 
gating gasoline tax evasion in 
Mississippi, have proposed to lay 
before the grand jury the evi- 
dence so far uncovered of al- 
leged graft on the part of some 
tax officials and of illegal re- 
funds and gasoline bootlegging 
on the part of operators, 

Mississippi authorities say 
they have uncovered evidences 
of forgery, misbilling, adultera- 
tion, blending, perjury and con- 
spiracy to obtain illegal re- 
funds, and estimate that the 
state is losing about $2,000,000 
annually. The present state 
gasoline tax is 6 cents a gallon. 

New Jersey officials are con- 
tinuing their drive against al- 
leged tax evaders, according t») 
reports received. The latest 
move was a conviction in the 
case against Joseph Augustine, 
Trenton, New Jersey, who was 
arrested last November on 30 
charges of alleged evasion. 
Representatives of the state 
told the court that Augustine 
had imported more than 1,000,- 
000 gallons of gasoline without 
a license and without payment 
of taxes, 
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, In Safety Lubrication Week 


? ITH the idea that the all wheel bearings can result in dent. Automatically lubricated 
and W irovricated Car is the wear or breakage that may af- front universals have been 
son, Safe Car,” oil companies fect steering control. The prop- Known, in cases where lubrica- 
Sti- are girding themselves for a _ er grade of lubricant at this tion was lacking because of too 
1 in drive to encourage the motor- point isimportant,asisthe prop- low a level in the transmission, 
lay ists to have all chassis parts er amount. Too much lubricant to have caused seizure of the 
evi- thoroughly lubricated and all will work its way ontothe brake transmission main shaft rear 
al- gear lubricants drained and re- bands with the result that bearings, shearing off the front 
yme placed every 1000 miles, at brakes will not stop the car universal joint, and dropping 
re service stations. quickly. Then, too, the point the drive shaft to the ground. 
ring While many groups and or- may be made to the customer Improper lubrication of 
ganizations over the country that improperly lubricated brake cables may cause all 
Say are talking safe driving, the wheel bearings set up a friction braking effort to be applied to 
ances local oil company can not only that wastes engine power. one wheel, with little effect on 
era- talk about it, but do something Another important safety stopping the car, but a major 
con- about it as well. With its lubri- point affecting the control of the’ effect on starting a skid. Brake 
re- cation equipment and facilities, car on the road is the lubrica- experts report a large propor 
the its trained attendants, and its’ tion of the steering mechanism. tion of brake failures is due to 
,000 specialized assortment of lubri- The steering gear, king pins, grease on the linings caused by 
tate cants, the oil company station and tie rod joints should be lub- the use of the wrong lubricant, 
on. can render the motorist a great ricated regularly so that steer- and to the use of too much lub 
con- safety service by regularly serv- ing will respond quickly and ricant in rear axles or rear axle 
al- icing his car to keep it in a safe easily. City driving, particular- bearings, and to worn grease re- 
& to driving condition. ly, requires instant response of tainers. 
itest There are many vital points the steering mechanism, and Lubrication of springs and 
the of lubrication, from a_ safety women drivers, especially, like shackles, too, is important from 
tine, angle, that the oil company can a car that steers easily and has a safety standpoint. Lack of 
we feature in selling the customer a high safety factor. lubrication of spring bearing: 
Jove a periodic lubrication service. Lack of lubrication may be and shackles has led to the 
BrOn. One of the most important of responsible for failures of front breakage of springs near the 
= these, in most stations an extra universal joints. Such failures eye, particularly when shackles 
7 price service, and oddly enough sometimes permit’ the drive are frozen and the car strikes a 
ian a too-often | overlooked profit shaft to fall to the road while bump. Occasionally, as a result, 
aust possibility, is the front wheel the car is in motion, causing a axles turn over under the car. 


bearing. Lack of lubrication in possible loss of control or acci- Lack of lubrication at these 
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points also causes hard 
and driving fatigue, a 
cause of many accidents. 
These are some of the argu- 
ments for an oil company to use 
in selling lubrication from a 
safety appeal. It should be 
pointed out to the customer 
that, while regular and periodic 
lubrication is essential to the 
safety of both the vehicle and 
the occupants, it is equally im- 
portant that the lubrication job 
be properly done. The lubrica- 
tion of cars has been developed 
into a specialized operation. It 
requires an understanding of 
the car and the job and it re- 
quires the proper equipment, 
and the correct lubricants. The 
days of the grease cup and the 
all-purpose grease are gone, and 
also of makeshift equipment for 
lubrication purposes. 


riding 
direct 


In stressing to its customers 
the safety argument for a cor- 
rect and periodic lubrication 
job, the oil company should 
mention the importance of prop- 
er lubrication of rear axles. At 
this point shafts sometimes 
shear off at the bearings be- 
cause of seizure resulting from 
lack of lubrication, with the re- 
sult that a wheel comes 
pletely off. 

Emphasis should also be 
placed on the use of the correct 
crankcase oil and that main- 
tenance of the proper level is 
essential to the safety of the 
financial investment in the car. 
Lack of lubrication in the igni- 
tion distributor may cause seiz- 
ure of the shaft or bearings and 
breakage of the gears, causing 


com- 


the motor to stop instantly. 
Lack of lubrication in the fan 
hub, water pump, timing chain 
and gears, and other working 
parts, may lead to breakage and 
a repair bill, and sometimes to 
accidents. 

The oil industry’s safe driv- 
ing program suggests that each 
oil company work out its own 
plan in connection with its own 
established advertising and 
sales promotion policies, but 
that it follow the basic safety 
principles set up by an oil com- 
pany committee which, early in 


March, prepared the original 
plan. These basic principles 
are : 


First, encouraging motor ve- 
hicle operators to learn and to 
use approved principles and 
practices of safe-driving. 

Second, making it possible for 
operators to maintain their mo- 
tor vehicles in safe-operating 
condition through regular and 
effective lubrication at service 
stations. 

Third, reporting to operators 
any mechanical difficulties tend- 
ing to make operation unsafe 
which may be revealed while 
their vehicles are being lubri- 
cated. 

Fourth, advocating the im- 
position of gasoline taxes, and 
other automotive levies, at rates 
sufficiently low to permit opera- 
tors to maintain their vehicles 
in safe-operating condition, and 
supporting the use of revenues 
for the exclusive purpose of fi- 
nancing the construction, im- 
provement, and maintenance of 
safe highways. 





corporate in its present 


of thorough lubrication 
Suggested draft of a 


Suggested copy for use on A 


with emphasis on the lubrication 
steering gear and so on. 





A Safety Lubrication Program For the 
Local Oil Company 


A proposed campaign for the local oil company’s participation in 
the oil industry’s Lubricate for Safety program will be presented in 
next week’s Narionan Perroteum News. This will include: 


Samples of newspaper advertising 
advertising campaign. 
local oil 
or in 
Suggested solicitation talks for its salesmen, in which the importance 
from a safety standpoint 
be mailed 


A suggested folder which the 
its stations or use in direct mail 


letter to 
telling them of the safety reasons for 
boards, banners and posters at sta- 


announcements, 

later issues of NATIONAL PETROLEUM 
News will describe the proper methods of lubricating the car for safety, 
of wheel 
These articles will also contain selling points 
to be used in a Lubricate for Safety program. 


tions. 
Suggestions for radio spot 
Other articles to be carried in 


the oil company can readily in- 


company can 


other ways. 


pass out at 


is brought out. 
customers and prospects 
a regular lubrication job, 


bearings, universal joints, 











The oil industry’s 


program 
Will officially get under way dur- 
ing the period from May 23 to 
30, 19386, which will be known 


as “National Lubricate for 
Safety Week’. The various oii 
companies will use in their ad- 
vertising and sales promotion 
material the idea and the slogan 
—‘‘Lubricate For Safety’’—and 
will explain to the motoring 
public how regular and periodic 
lubrication and checking of mo- 
tor vehicles will promote safety 
by assuring their maintenance 
in a safe-operating condition. 

A committee of oil company 
executives which drafted the 
plan has approved an emblem 
which is available to all oil com- 
panies for use in their adver- 
tising of ‘‘National Lubricate 
For Safety Week’’. A reproduc- 
tion of this emblem accompanies 
this article. A copy of the em- 
blem in black and white is 
available to all oil companies 
through writing to NATIONAL 
PETROLEUM NEws. This copy 
also contains an emblem _ in 
color for the oil company to use 
as a guide in case it desires to 
reproduce the colors which the 
committee approved. 

In the opinion of the oil in- 
dustry’s own safety experts, the 
practical promotion of highway 
safety is a matter of driver edu- 
cation rather than of ballyhoo, 
“scare”? messages, or regulatory 
or restrictive legislation. It is 
their belief that virtually all ac- 
cidents can be prevented by 
courteous, considerate, and cor- 


rect driving, since traffie acci- 
dents are chiefly driver acci- 
dents. 

To promote safe driving 


among the car owners who turn 
into the oil company’s service 


stations, there is available for 
its use an adaptation of the 


“Manual on Safe Driving of 
Automobiles,” prepared by the 
American Petroleum Institute 
and available from that source 
at 50 West 50th St., New York 
City. Oil companies can use 
this adapted text as a basis for 
a booklet in which they can in- 
sert specific promotional mate- 
rial, distributing the booklet at 
service stations, through the 
mail or by other convenient 
media. 

The “Lubricate For Safety” 
movement is by no means a 
large company project. The in- 
dependent oil company, because 
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of its concentrated territorial 
operations and its acceptance in 
the community, is in an excel- 
lent position to participate in 
the drive. NATIONAL PETROLEUM 
NEWS has planned a complete 
selling campaign, expressly for 
the local oil company to use in 
promoting the “‘Lubricate For 
Safety’? program in its own be- 
half. An article describing this 
campaign will appear in a fol- 
lowing issue of NATIONAL PE- 
TROLEUM NEws. 

The NATIONAL PETROLEUM 
NEws ‘‘Lubricate For Safety” 
campaign as it has been pre- 
pared contains only a few of the 
many copy ideas that are pos- 
sible. Here are a few more that 
have been suggested by the oil 
industry’s safet y-lubrication 
committee: 


A. Traffic accidents are really 
“driver accidents,” and the 
responsibility for highway 
safety is chiefly the driver's. 

B. Courteous, considerate, and 
correct driving is safe driv- 
ing. 

“Drive courteously and you 
will drive safely.” 

“Tt is never too soon to avoid 
an accident.’’ 

“Accidents can happen, but 
usually are caused.”’ 

C. Mechanical failures caused 
by lack of lubrication lead 
to accidents. 

D. Regular lubrication of the 
motor vehicle prevents acci- 
dents and costly repairs. 

EK. Driver fatigue, a large cause 
of accidents, results from 
lack of lubrication. 

I. “Lubricate for Safety.” 
“Take care of your car and 
your car will take care of 
you.”’ 

“Lubrication costs less than 
hospitalization.” 

“If your car could speak, it 
wouldn’t squeak.” 

“Make your car lubrisafe.”’ 
“The safe car is the lubri- 
cated car.” 

“You really ride on grease.” 
“Lack of lubrication; that’s 
why junkheaps were born.” 
“Lubrication is the incident 


which prevents the acci- 
dent.”’ 

“Spare the oil and spoil the 
car.” 


“Make sure of lubrication 
and insure your safety.” 
“Lubrication is cheaper than 
repairs.” 


April 1, 1936 


“It is never too soon to lub- 
ricate.”’ 

“Keep the car well oiled al- 
ways; the driver never.” 
“One drop of oil on the bear- 
ing is worth a dozen in the 
can.” 

“Nothing is more expensive 
than ‘cheap’ oil.” 

“Your car has many good 
points. Keep them lubri- 
cated!”’ 

Lubrication is a specialized 
undertaking requiring the 
services of trained men, 
complete equipment, and 
lubricants adapted to spe- 
cific uses. 








OFFICIAL EMBLEM 





The official emblem for “Nation- 
al Lubricate For Safety Week.” 
Proofs of this emblem in black 
and white, and in color, and 
suitable for reproduction, may 
be obtained by writing Na- 
TIONAL PETROLEUM News, 1213 
West Third Street, Cleveland, 
Ohio 
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The cost of lubrication is 
cheap insurance against loss 
of time, loss of money, loss 
of car, and loss of life. 

Oil companies have spent 
millions of dollars equipping 
service stations for complete 
lubrication of motor vehi- 
cles. The equipment should 
be used regularly by the 
publie. 

A motor vehicle really trav- 
els on the film of 
which keeps. the 
surfaces apart. 

The cost of lubrication rep- 
resents a small part of the 
cost of upkeep. 

Money spent for lubrication 
is an investment against ac- 
cidents, repairs, loss of time, 
and trouble. 

The average motor vehicle 
has more than 40 different 
points requiring periodic 
lubrication and the use of 
five to seven different types 
of lubricants. 


grease 
bearing 


N. It is estimated that the aver- 

age car owner spends $80 
‘per year on repairs that 
could have been eliminated 
by lubrication. 

O. The motor vehicle’ stops 
temporarily when it runs out 
of fuel; it stops permanent- 
ly when it runs out of oil. 

P. A motor vehicle operates on 
gasoline and oil. Gasoline 
makes it go, but oil enables 
it to keep going. 

Q. Every bit of scientific knowl- 
edge available goes into the 
manufacture of a motor 
vehicle, but the finest car 
must have regular attention 
and lubrication. 

R. Lubrication is not an ex- 
pense. It is a saving in time. 
trouble, worry, expense 
and accidents. 

S. Proper lubrication of a mo- 
tor vehicle requires satisfac- 
tory lubricants, complete 
equipment, trained person- 
nel. 

T. Every working part of a mo- 
tor vehicle must be lubri- 
cated regularly. To neglect 
one leaves a weak link in the 
chain. 

U. The service station is just 
what the name implies—a 
place to have your car serv- 
iced, which means fueled 
and lubricated. 

V. Never buy gasoline without 
having the oil checked. 

W. The manufacturer of youl 
car wants you to get the 
maximum use from it. That 
means regular lubrication. 

X. The “get out” days are gone, 
but the “get under’ days 
still are here. Trained 
lubricating specialists at 
completely equipped service 
stations are ready to do your 
“cetting under.’ 

Y. Experience shows that only 
one of every 20 motor ve- 
hicle drivers are willing to 
“take a chance” on lubrica- 
tion. And one out of every 
20 drivers is killed or in- 
jured in highway accidents! 

Z. Lack of lubrication. That’s 
why junkheaps were born! 

While the feature of the 
“Lubricate For Safety’ pro- 
gram is centered around the 
chassis lubrication, this service 
is only a springboard to the 
many profit possibilities that 
surround a ear once it is on the 
lift. A service station’s duty in 
making a car safe to drive is by 















This station in Brooklyn displays its, equipment effectively to 


ment itself in a similar manner can de 
no means complete when the 
lubrication job is finished. The 


bald tires 
, or the tires 


car may have worn or 
that need replacing 


may have cuts or bruises that 
should be brought to the own- 
er’'s attention. Keeping the 


tires properly inflated is a part 
of the station’s obligation to its 
customer. Generally a close in- 
spection of tires will uncover 
some first-class leads for new 
tire sales. Tires are very defi- 
nitely a safety item. A careful 


inspection may also indicate 
the need of new valve cores, 
also an important safety item. 


A safety program at any sta- 
tion should include a check-up 
of the lights. From a safe driv- 
ing standpoint they take a posi- 
tion of equal importance to tires 
in the opinion of many safety 
men. It is estimated that light- 
ing is more or less defective in 
65 per cent of the cars now on 
the road. The need for prope! 
lighting on automobiles is fur- 
ther proven by the estimates 
that state per cent of all 
fatal auto accidents occur after 
dark, in spite of the fact that 
only 20 per cent of the daytime 
traffic is on the road at night. 

One prominent lamp manu- 
facturer the station 
offer this lamp service as a safe- 
ty feature. 
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help 


made an important part of a Lubricate 

1. Check all lamps, interior 
and exterior, by turning on 
switches. 

2. Check the stop lights. 

3. Check both headlight fila- 
ments. 

4. Replace burned out and 


blackened lamps. 

5. Clean headlamp lenses and 
reflectors. 

6. Clean tail light and stop- 
light lenses and reflectors 


7. Use the manufacturer’s 
headlight adjustment chart to 
focus and adjust headlamps. 

While on the subject of 
vision, the windows, rear view 
mirror and windshield wiper 


should be given a thorough in- 
spection by the station attend- 
ant. The safety service should 
include a thorough cleaning of 
windshield and windows, a sug- 
gestion that the wiper blade be 
replaced if it is worn, and an 
effort to sell the motorist a rear 
view mirror in case none is pro- 
vided on the car. A box of fuses 


can also legitimately come 
under the heading of safety 
items. 

The severe winter in many 


parts of the country has provid- 
ed many battery prospects. The 
hard usage to which many bat- 
teries have been put during the 
last few months has left them 
in a weakened condition and 


ae 
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service, The display of the equip- 


for Safety program by the local oil company 


that fact, coupled with a safety 
appeal, will sell many batteries 
for oil companies. From a safe- 
ty standpoint, a battery in good 
condition has frequently been 
the motive power which motor- 
ists have relied upon to pull 
them out of danger when mo- 
tors have failed suddenly. 

As a part of its safety service 
to the car owner, the station at- 
tendant should report to the 
owner any broken or defective 
parts that come to his attention 
when the car is on the lift, with 
the suggestion that the motorist 
have the repair made immedi- 
ately for his own precaution and 
safety. 

Good advice comes from th» 
oil company committee which 
planned the ‘Lubricate’ For 
Safety” program. This group 
recommends that the entire 
program of the local company 
be primarily concerned with the 
safety of the individual and his 
investment. Any open attempt 
or indication of an effort to sell 
services or products under the 
guise of safety will brand the 
program as a racket in the 
minds of the motorists and will 
destroy its effect. The oil com- 
pany’s program must be pri- 
marily in the public’s interest. 

A number of selling helps and 
suggestions tieing in with the 
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Here are 6 good reasons why 


you should use the Wheaton 
TYPE 126 LOADING VALVE 


\ It Opens Easily 

\ It Closes Quickly 

\ It Prevents Shocks 

\ It Tops Off Perfectly 
\ It Prevents Spillage 
\ Jt Lasts Longer 


@ This Wheaton Type 126 Loading Valve, 
designed especially for pressure systems, opens 
easily and closes quickly without hammer, 
chatter or shock. 


The piston in a closely-fit bonnet slows down 
the closing action. This prevents the shock 
which usually occurs when valves close in- 
stantaneously in piping systems where either 
vacuum, centrifugal, or piston pumps are 
used. This protects pump casings and meters 
against strain, fracture or leaking gaskets 
and joints, and reduces the wear on moving 
parts and the disc to a minimum. 


The cam operates in a slot in the plunger, 
securing even and perfect seating. The op- 
erator can close the valve manually, should 
an obstruction cause it to stick open, thus 
preventing loss of product and fire hazard. 


Easy opening is assured by the thrust of the cam 
against the monel metal roller, in conjunction with 
the by-pass of liquid (contained within the piston and 
the bonnet) through the ball check of the piston. An 
adjustment on the bonnet permits easy external ad- 
justment to regulate the closing time. A locking device 
is provided to prevent theft. 


Type 126 is made in 2, 214, 3 and 4-inch sizes. Let us 
send you a sample now for your own testsmwith the 
Wheaton money-back guarantee. 


A. W. Wheaton Brass Works, Newark, N. J. 


Wheaton 


FAUCETS - VALVES - JOINTS - 
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i ‘Wheaton Vacuum Breaker. 
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Wheaton Sliding Tube Unit. 
heaton Type 126 Loading Valve. 




























The Type 126 Loading Valve 
I can also be installed in a vertical 
riser or at the effluent end of 
the line. 
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Factory Representatives 


William A. Knapp Co., 1626 Walnut St., Kansas City, Mo. 
Earl F. Sayers, 1838 W. 33rd St., Chicago, III. 


Mechanical Products Corp., Los Angeles and San Francisco, Cal. 


Canadian Mfrs. and Distributors 
Empire Brass Mfg. Co., Ltd., London, Ont. 


COUPLINGS - FILLERS - NOZZLES - FITTINGS 
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A neat and efficient appearing lubritorium gives the customer confidence in the 


oil company’s ability to do a thorough 


worked into a Lubricate 


safety program can be obtained 
from the manufacturers’. of 
tires, batteries, lamp bulbs, and 
other accessory items. In using 
such material the thought must 
be kept in mind that the whole 
program is in the driver’s inter- 
est, not that of the oil company. 

Handled properly, a ‘‘Lubri- 
cate For Safety” campaign con- 
ducted by a local oil company 
has tremendous good-will possi- 
bilities which can be trans- 
formed into a profitable list of 
regular customers. It has been 
estimated that a car owner 
spends about $170 per year for 
service station items. Broken 
down into individual items, the 


list looks like this: 

Gasoline (18 cents” per 

gallon) Ses STOR LO0 
Oil (25 cents per quart) .. 18.75 
Tires (114 per car per 

WORLD | Msvvactecesccas 16.60 
Lubrication ......... ’ 7.50 
Battery (1 each 2 years) f.00) 
Vuleanizing sites 2.00 
SPATK PUMRS: o...csescccsevcsss ; 1.50 
Anti-freeze ........ $.00 
Polish errr : 1.50 
Light Bulbs ........ a a 
Radiator Hose 1.00 
tel re . 50 
Windshield Wipers 25 
Miscellaneous - seaeiha 1.00 

TOTAL. $169.35 


From this list can be seen the 
dollars and cents value of new 
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and can be effectively 


for Safety program 


lubrication job 


regular customers. A little 
simple multiplication will re- 
veal that the addition of only 
25 regular customers will in- 
crease the gross income of a 
station by over $4000. The local 
oil company should not enter 
into a safety lubrication pro- 
gram on a one week or a one 
month basis. It is a year-round 
campaign, and as such, properly 
handled, it will do much to de- 
velop new and regular business. 


Ickes Reinstates Examiners 


WASHINGTON, March 26.— 
Secretary Ickes said today that 
the two examiners of the Fed- 
eral Tender Board in East Tex- 
who were suspended last 
fall on undisclosed charges, 
have been reinstated. Asked if 
this meant they had been exon- 
erated, Ickes replied that he 
felt the suspensions were justi- 
fied by the facts. He indicated 
the men would not regain their 
pay which, it is understood, was 
withheld during period of their 
suspension, although they 
might be permitted to offset 
against it any leave due them. 
Their reinstatement is regard- 
ed as the outcome of an investi- 
gation by J. G. Latimer, whom 
Ickes sent to East Texas. 


as, 





Gasoline Tax Receipts 


Issued in lowa 


DES MOINES, March 28 


The gasoline tax continues to 
be collected in Iowa, following 
the district court’s decision 
March 20 at Sioux City, holding 
the gasoline tax law unconstitu- 
tional, although marketers have 
taken steps to protect their cus- 
tomers in case the Iowa Su- 
preme court should uphold the 
district court. 

Detailed records of all moto; 
fuel sales are being kept, for 
the issuing of refunds in case 
the final decision should go 
against the tax law making col- 
lections since March 20 illegal! 
No checks from the oil industry 
for February payments, that 
were due March 20, have been 
held up. 

Opinion prevails that the 
present gasoline tax law, enact- 
ed in 1934, will be upheld in the 
Supreme court. The industry 
does not seem perturbed by 
the district court’s decision. 

The industry’s move to keep 
tab of sales is a precaution in 
case a refund should be _ re- 
quired. Transactions between 
bulk plants to retailers are on 
record as usual, and_ there 
would be no difficulty in an ad- 
justment between supplier and 
reseller. Retailers are reported 
to be protecting sales by issuing 
tax payment receipts on cash 
sales at service stations, to pro- 
vide cash customers with a rec- 
ord of purchases such as charge 
account customers have. 


Iowa’s current gasoline tax 
law was enacted in 1934. The 
3-cent rate was not changed, 
but the old law was strenegth- 
ened by more stringent report- 
ing and_ collecting require- 
ments. This law eliminated re- 
funds on motor fuel consumed 
by counties and cities. 


2assage of the law in the 
house was held defective by Dis- 
trict Judge F. H. Rice in the 
Sioux City case. The judge held 
that the house concurred in the 
senate’s amendments, instead 
of taking a separate vote, and 
was thereby in error. 

Quick action by the Supreme 
court, with a decision probably 
within a month, is anticipated. 
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None too small 


Single coil or multiple coil cracking— 
every refiner can take his choice under 
Dubbs license—and either way it is 
Dubbscracking 


Dubbscracking always gives you the 
highest yield of the best anti-knock 
gasoline from any kind of charging 
stock—and at lowest manufacturing 
cost—royalty and all 


Universal engineers will tell you 
which type of operation best fits your 
needs and Dubbs results always back 
them up 


Ask any Dubbs refiner 


Universal Oil Products Co 


4 A Dubbs Cracking Process 
Chicago, Illinois (FAP 


Owner and Licensor 
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STEEL 


and 


GLASS 


UTHORITIES on 
stations have called this 
station of the National Re- 

fining Co. at Indianapolis the 
ultimate as a merchandising 
unit, according to E. D. Pierre, 
Pierre and Wright, Indianapo- 
lis architect who designed it. 
Mr. Pierre states it was de- 
signed to be a credit to a fine 
section of the city and yet does 
not imitate the fine architecture 
of surrounding large buildings: 
its architecture suggests what 
it is, a gasoline station: it at- 
tracts the class of people in the 
neighborhood as well as the 
class who would be motoring on 
the important highway on which 


service 


it is located; and it advertises 
the company through the im- 
pression it creates, first by its 


appearance and 
service. 


The 


then by its 
sparkling 
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brightness of 





Office 


the station, in addition to its de- 
sign, on which a patent has 
been applied for, is responsible 
for much of its attraction. The 
exterior is entirely of glass and 
trimmed with stainless steel and 
aluminum. The V-shaped steel 
piers reflect the horizontal lines 
in the lubritorium doors, so that 
the horizontal sweep is unbrok- 
en. Inside, cream colored tile 
walls heighten the lightness of 








be 


‘ON -D>Y- 2M: 


é 








and waiting room of new National Refining Co. station at Indianapolis on 
opening night 


the lubritorium. An unusual 
feature of the lubritorium is its 
leather-upholstered doub1e- 
width chair provided for the 
comfort of customers who care 
to watch the lubrication work. 
All interior lighting is recessed 
so that no fixtures are visible 
and even the lights for the low- 
er exterior walls are recessed in 
the concrete curbing around the 
outside. 
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service stations has been 

traditionally linked in de- 
sign with requirements of the 
company’s’ sales department. 
However, this year and prob- 
ably for some years to come 
construction will be shaped to 
a great extent by economic 
forces now affecting the operat- 
ing of company owned outlets. 

These economic forces are 
concerned only with the method 
of operating company retail 
marketing properties but the 
influence of these forces no 
doubt will be reflected in the 
construction department’s lay- 
out as the sales department 
meets new problems in connec- 
tion with the company’s retail 
facilities, 

When an oil company, wheth- 
er jobber, integrated, or major, 
formerly constructed new sta- 
tions the range of merchandise 
and services to be offered by the 
company was a major influence 
on the size and layout of the 
building. Now that chain store 


‘A } HE building of oil company 


A modernistic can- 
opy Station of a 
type now being 
built by Associated 
Oil Co. on the west 
coast 
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More Space for Selling and Service 


Is Trend in Station Design 


By E. L. BARRINGER 
N. P.N. Staff Writer 


tax laws, social security legis- 
lation, and other factors in the 
economic life of retailing are 
affecting the operation of sta- 
tions the importance of what a 
company itself expects to sell 
in a new station fades, while the 
requirements of the retailer who 
will operate the property as- 
sume much importance. 

Oil company officials foresee 
many changes in the develop- 
ment of retail marketing prop- 
erties on account of these new 
economic factors, and in the 
building of oil company sta- 
tions two major changes are on 
the horizon. The first regards 
layout, and the recognition that 
provisions will have to be made 
for the retailer to handle more 
lines of merchandise and serv- 
ices than would be offered if the 
company operated the station. 
Second, is the ‘‘rental value”’ of 








the appearance, equipment, and 
facilities of the station in com- 
petition with what is offered by 
other companies. 


Both points are closely allied. 
Oil company officials are well 
aware that there have not been, 
and probably will not be, suffi- 
cient high caliber merchants 
available to lease all service 
stations, and that to obtain the 
highest type retailer, the indi- 
vidual company will have to of- 
fer attractive, well equipped 
places of business. 


Changes in the design and 
layout of stations to meet these 
new economic factors of course 
are not abrupt. In fact, such 
changes are in Keeping with the 
trend in one-stop service sta- 
tions. The practice of leasing 
out company owned stations, as 
a company marketing policy or 
to meet new legislation, only 
hastens the process, and brings 
on new developments faster. 

The changes that are quite 
evidently in the making now in 


























station construction are in the 
providing of adequate space in 
the service department and in 
more and better display facili- 
ties for merchandise. A retail- 
er operating a single place of 
business is in a_ position to 
branch out into more lines of 
merchandise than are larger or- 
ganizations, and to add more 
technical lines of automotive 
servicing. 

At first glance an oil company 
functioning as a landlord in con- 
structing a new station to be 
leased to an operator seems to 
be in the hazardous position of 
guessing what the prospective 
tenant will desire in the line of 
equipment and floor space. Yet, 
a sales department may deter- 
mine quite accurately the poten 
tial facilities required in a given 
location before any ground 
plans are started, without re- 
sorting to crystal gazing. 

A survey of servicing facili- 
ties available to motorists in the 
normal marketing territory of a 
prospective station will indicate 
what merchandise and 


services 
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Vuch of the paraphernalia of a Holly- 

wood premier was used at the opening 

night of this Los Angeles Station of As- 
sociated Oil Co. 


can most profitably be offered. 
The practice of making surveys 
to determine what services and 
merchandise should be offered 
at a new station is not new to 
the industry, but the trend is 
foreseen as being towards more 
extensive surveys of all lines of 
automotive servicing. 

Market surveys cover the flow 


of automotive traffic, not be- 
tween cities, but in the com- 
munity surrounding the _ loca- 
tion to determine the favorite 
routes traveled to reach the 
nearby arterial highways. The 


surveys also vield information 
on the quantity of establish- 
ments offering automotive serv- 
as a guide to the needs of 
the community and what depart- 
ments could be incorporated in 
a new station, 


ices 


Executives of one company, 


which has had experience in the 
leasing of company owned sta- 
tions under the new economic 
order, are sensitive to the trend 
and need for such market sur- 
veys as a basis for building of 
new stations to be operated by 
retailers. ‘‘We are conscious 
of the need to fit our stations to 
the requirements of the men 
who will operate them,” one of- 
ficial commented. 


To meet the potential require- 
ments of an operator the trend 
in new station design is to pro- 
vide definitely allotted space for 
the display of merchandise, and 
to have an adequate number of 
bays in the service department. 


Frankly, there is considerable 
difference of opinion among 
sales executives on the question 
of merchandise display. One 
official commented that there is 
little point to a display in a 
neighborhood station where cus- 


tomers generally do not 
browse around. In a large 
one-stop station in the 
business district, however, 


customers do wait around for 
their cars, hence displays have 
value, Another executive points 
to the large number of custom- 
ers just stopping at the gasoline 
pumps, and to the value of pump 
island displays. 

The trend, as judged by sta- 
tions the oil companies have re- 
cently constructed, shows that 
considerable importance is at- 
tached to merchandise displays. 
Merchandise is on view on pump 
islands, as well as in the sta- 
tion building. One company 
has gone to the point of includ- 
ing a small room in its one-stop 
stations, between the station of- 
fice and the service department, 
for accessory merchandise. 

Newer. stations also have 
plenty of glass in the front of 
the building, along the drives, 
for display of merchandise. In- 
side the building, in the station 
office or service department, 
shelves are being placed along 
the walls for accessories. These 
shelves usually are enclosed in 
glass, so the customers may 
look at the merchandise, yet 
petty thefts are discouraged. 

With large glass windows in 
the building walls, pump island 
facilities, and numerous shelves 
inside, a company or retailer op- 
erating the station has ample 
NEWS 
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Dad> THE HANDY CLEANER THAT 
y Beushes Spots AWAY! 


100,000 SOLD ON PACIFIC 
COAST SINCE DECEMBER Ist 


Exclusive distributorships now available in 
mid-western and eastern areas. 


TOP-SPOT is the most attractively packaged dry 
cleaner on the market. (Recent winner in na- 
tional packaging competition). The container is 
glossy black with red composition cap, cellophane 


wrapped. The cap slips off, exposing a special mo- 
hair brush which is moistened with the fluid when 
container is upturned. 

Stop-Spot brushes spots away easily and quickly, when 
used as shown in the illustration. 


A FAST SELLER 
100,000 units have been sold on the Pacific Coast 
since its introduction less than 4 months ago! 


This same profit opportunity is now open to mid- 
western and eastern petroleum marketers or jobbers 
who can add Stop-Spot to their specialty line. 
Selected distributorships are open in exclusive territories for 
those who act now! 


STOP-SPOT PRICES: 
RETAIL .. . . . 50c each 
WHOLESALE . . $4.00 dozen 
JOBBERS PRICE . $3.20 dozen 
(freight prepaid ) 
WRITE TODAY FOR COMPLETE DETAILS 
ABOUT HANDLING THIS PROFITABLE ITEM IN 
YOUR AREA! 


Address: Union Oil Company, 605 Union Oil Building, 
Los Angeles, Calif. 


A GUARANTEED PRODUCT OF 


UNION OIL COMPANY 


— — eet 
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opportunity to stock and display 
a wide range of accessory mer- 
chandise, especially if the man- 
agement of the station has an 
inclination to push merchandise 
sales. Executives of one com- 
pany acknowledge, that far 
as oil company operations were 
concerned, a small office space 
was satisfactory, mainly to 
house the desk and as a place 
to store outdoor equipment and 
merchandise over night, but 
with the chan; 


as 


ging times a much 





larger space will be required to 
provide adequate space for han- 
dling merchandise in leased out 
stations, 

The service department lay- 
out also is considered highly im- 
portant in modern station con- 
struction. The question of 
course no longer is whether or 
not to have enclosed facilities, 
if the location warrants a siz- 
able layout, but the extent of 
such facilities. 

Lubrication service obviously 


A Pure Oil Co. station 

adapted to two service 

wings. The window to 

the right of the central 

part of the station is in 

the merchandise display 
room 


is standard in all stations, aside 
from those generally classified 
as ‘“‘gasoline stations’’ selling 
only motor fuel, oil in quart 
sales, and possibly a few acces- 
sories. And two service bays are 
coming to be considered a mini- 
mum in facilities for lubrication 
service. 

With several bays equipped 
with lifts a station is in a posi- 
tion to offer a range of services 
to motorists. In addition to lu- 
brication and crankcase service, 





{nother Los Angeles opening night. Union Oil Co. here has moved in huge searchlights and a loud speaker system to at- 
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tract visitors 
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2 ways 


TO HELP PAY YOUR OVERHEAD WITH 


extra protits! 





From the sale of Johnson’s amazing new Auto Cleaner and Polish and Johnson’s Auto Wax— 


the fastest growing products of their kind on the market today! 





Extra Profits 


on your own Wash Rack! 





You can get more business 
in your cleaning and wax- 
ing department by using 
the Johnson name—known 
and respected by 9 out of 
10 of your customers. You 
can “do cars” better in less 
time and at less cost by us- 
ing Johnson’s remarkable 
combination cleaner and 
polisher—faster—easier and 
better.(Won’t hurt any finish.) 


SPECIAL 
INTRODUCTORY OFFER 


For use in your own shop 
8-oz. Can 
Johnson’s Auto Wax 
FREE 
with I Gallon 
Johnson’s Auto Cleaner 


Order through your jobber or write 
us direct for prices and discounts 


JOHNSON’S 
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Johnson’s Auto Cleaner and Polish 
Works Easier — Faster and Better 


This remarkable new Cleaner and Polish 
is the most active product of its kind on 
the market! It is new and different from 
all others. This cleaner and polish not 
only cleans but restores the luster to old 
finishes. Thousands of users let Johnson’s 
Cleaner do the complete 
job. But for lasting pro- 
tection for that finish sell 
Johnson’s easy to use 
Auto Wax. 


Cleans and Polishes Quickly 


in one operation. 


Protects the 
Finish Restored 
by Johnson's 


Cleaner. 
















Extra Profits 


from Sales to Customers 





8 out of every 10 of the car 
owners that come into your 
station now use some kind 
of Auto Cleaner. You can 
get this business at no extra 
cost. Johnson’s Auto Clean- 
er and Polish does two jobs 
easily, quickly and safely— 
actually in one operation it 
cleans and polishes. John- 
son’s Auto Wax protects the 
job the cleaner does. Both 
are easy to sell and bring a 
sweet profit. 


s 
Here’s The Best-Selling 
Auto Polish Combination: 


I Pint 
Johnson's Auto Cleaner 


I Can 
Johnson's Auto Wax 


BOTH FOR OB ¢ 


AUTO WAX and CLEANER 


S.C. JOHNSON & SON, INC... RACINE, WISCONSIN 
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there is tire and battery service 
with the specialized equipment 
for these departments. 


Plans for new stations of sev- 
eral larger oil companies show 
a trend towards including a flat 
surfaced bay, along with those 
having lifts, in the service de- 
partment. One company’s plans 
quite obviously indicate the flat 
surfaced bay is primarily for 
car washing, as the floor slopes 
towards the center to a drain, 
and there is a low curb between 
this and the other bays. 


What services, aside from lu- 
brication and crankcase drain- 
ing, a retailer operating a com- 
pany owned station may desire 
to offer would depend to a large 
extent on the personal bent of 
the management and what serv- 
ices would be profitable in a giv- 
en neighborhood. One _ large 
marketing company several 
years ago took these two factors 
into account in drawing plans 
for one-stop stations, and the 
economic trend now proves the 
organization was in the van- 
guard. 

Frequently a retailer can of- 
fer services chat performed 
alone would hardly support a 


place of business, yet when 
linked with one-stop. service 
would produce an _ additional 
profit. Also, some services are 
closely allied with customary 


oil company station services. 
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Colonial Beacon Oil Co. station at Provi- 
dence, R. J. 


Car washing is a case in point. 
Reports indicate that there is 
an increasing trend for retailers 
to offer car washing, as an ad- 
ditional profit department and 
as a means of increasing lubri- 
cation sales, through offering 
motorists a combined service. 
There is no secret about car 
washing being a hazardous busi- 
ness, subject to weather condi- 
tions and _ price competition. 
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A formal touch is given this entrance 
by the architectural treatment and by 
the evergreens 


During depressed periods mo- 
torists may neglect the appear- 
ance of their car, and low price 
car washing establishments ap- 
pear. Yet for a modest invest- 
ment a one-stop station can in- 
stall such a department and pick 
up some additional revenue. 


Along the car washing line 
there is the job of touching up 
fenders and painting the under- 
side of fenders and the chassis. 
In a more elaborate car wash- 
ing department a_ reduction 
valve can be installed on an air 
line, and with the spray equip- 
ment the station is in a position 
to offer an additional service. 

Electrical service for the 
automobile is a next door neigh- 
bor to selling batteries and lamp 
bulbs. Some jobbers, in their 
company operated stations, have 
installed the equipment, em- 
ployed a competent electrician, 
and blossomed the station into a 
complete automotive electrical 
shop, along with the other de- 
partments. 

Such services, as well as oth- 
ers involving mechanical repair- 
ing of the automobile, are all 
within the scope of a mechan- 
ically inclined operator. Some 
of the recently constructed sta- 
tions indicate that a flat sur- 
faced bay will undoubtedly be- 
come more popular, so the op- 
erator may expand the station’s 
facilities beyond the customary 
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motor fuel, motor oil, lubrica- 
tion, and accessory. depart- 
ments. The station with such a 
bay, in addition to lifts, mer- 
chandise facilities, and the gas- 
oline pump island, can offer a 
wide range of services and at- 
tract a bigger share of the mo- 
torist’s dollars. 

A layout sufficiently large to 
provide space for so many de- 
partments need not be incor- 
porated in the original plans of a 
new station. If the size of the 
lot permits, a station may be 
enlarged as the need rises for 
more space. 


In fact, several oil companies 
have standard designs for sta- 
tions that permit such additions. 
The central unit, providing 
space for an office and for mer- 
chandise, is suitable for just a 
“gasoline station’’, or it may be 
flanked on one or both sides by 
the service departments in the 
original ground plans to meet 
the individual requirements of 
the real estate. The same unit 
also may be the beginning of a 
larger station later on, through 
enlarging the ‘gasoline sta- 
tion”? into a one-stop station, or 
the addition of more service 
bays to an original one-stop out- 
let. 

The cost of building a large 
station, over that of a smaller 
outlet and then making the ad- 
ditions, of course is less. A sta- 
tion built originally with three 
service bays costs less than the 
same station with two bays at 
first, and the third added some 
years later. But the trend is in 


the direction, where the size of 


property permits, of planning 
for expansion as business war- 
rants more departments. 


While the operation of com- 
pany owned service stations is 
uncertain at present, it is ap- 
parent that the oil companies 
will continue to build and equip 
the outlets or at least, through 
their construction departments, 
provide the plans by which cap- 
ital from outside the industry 
will improve real estate for long 
term leasing to oil companies. 


The building of service sta- 
tions in the past has been from 
within the industry, because of 
the peculiarities of design and 
the relationship between layout 
and the successful management 
of the outlet. Unlike other 
types of commercial buildings, 


in which space may be leased 
for a number of different retail 
enterprises through altering in- 
terior walls and plumbing, the 
service station building can be 
used only for one purpose. 

The designing of stations, 
consequently, has been closely 
connected with the operation of 
the finished outlet, and the per- 
sonnel most familiar with the 
requirements of a service sta- 
tion is within the industry. The 
difficulties encountered in de- 
signing a station without knowl- 
edge of operating conditions is 
illustrated by an example cited 
by an oil company official. 

In this particular station, not 
designed by a company, the en- 
tire layout was centered around 
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Dome of the Rhode Island state capitol 
is seen at night from this Colonial Bea- 
con pump island 

















































This 
company 


itself. 
oil 
tice of first thinking about the 
location of the pump island and 
the drives, to insure the easiest 
approach, and then about locat- 


the building 
contrary to 


was 
prac- 


ing 
that 


the building in the space 
remains. At this station 
the building was located first, 
then the gasoline pumps, and 
when the station was completed 
the pump island blocked en- 
trance to the service bays. The 
only way to get a car onto the 
lift was to swing the rear end 
around with a jack. Naturally 
the service department failed 
to produce its potential rev- 
enues until the pump island was 
moved, to permit ease in driving 
into the building. 


Even where capital from out- 
side the industry is invested in 
marketing property the oil 
the 
layouts. 


oil 
companies 
source of 


considered 
and 


are 
plans 
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Some of the recent construction 
of stations has been through 
this method. 

The owner of the real estate 
comes to the oil company with 
an arrangement to improve the 
property, the oil company to 
take over the improved property 
on a long term, usually ten 
years lease, and then to handle 
the actual operation of the sta- 
tion through employes or 
through leasing to an operator. 
After the usual surveys of traf- 
fic and available automotive 
services in the neighborhood, 
the oil company draws up the 
plans for the prospective serv- 


ice station. The real estate 
owner then constructs the sta- 
tion and installs the under- 











This two-canopy station developed by 
Union Oil Co. for use in highly restrict- 
ed residential areas is particularly flez- 
ible in that with slight variations the 
design can be altered to fit any site 
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ground equipment, on the oil 
company’s specifications, while 
the oil company’ inspects’ the 
work. When the station is com- 
pleted the oil company installs 
the above ground equipment 
and proceeds to the operation of 
the outlet. 
That the building by oil 


@ ® 

Large display windows are feature in 

this modern Shell Petroleum Corp. sta- 
tion in Indianapolis 








companies of stations has con- 
tinued in the past year or so in 
the face of uncertain economic 
trends as to their operation, is 
shown by a government report 
on building construction from 
811 cities. More stations were 
constructed in 1935 than in 
1934. 

The report, from the depart- 


ment of labor, shows that in 
1935 permits were issued in 


these cities for 3642 service sta- 
tions at an estimated cost of 
$11,098,439. In 1934 permits 


in the same cities were issued 
for 3002 service stations at an 


estimated cost of $9,487,350. In 
1935 the number of permits in- 
creased 21.3 per cent, the esti- 
mated cost 17 per cent. 
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‘THE ERIE cee 70 





Horse Guards, Whitehall, London 
H. Armstron g Roberts Photo 





like the King’s Horse Guard, 

Cream of British Mounted Units, 
this Erie Guardsman 70° Cash 
Computer combines all that is 
modern in appearance and per- 
formance ... Guards you against 
gallonage losses and mistakes in 
making change .. . increases your 
sales and protects your profits . . . 
For full description and specifica- 
tions write for Bulletin A. 


ERIE METER SYSTEMS, INC. 


1801 Wagner Avenue 
ERIE, PA. 
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Short canopies over pump islands located at some distance and at vari- 


ous angles with the 


construction on 


CANOPIES 


For Service and Beauty 


‘ERVICE station design, con- 
ey struction and operation, for 
that matter, on the Pacific 
Coast, particularly in Califor- 
nia, continue to be outstanding 
in the manner in which they 
are at variance with accepted 
ideas on these subjects in other 
sections of the country. 

Sheet steel covering, over an 
all-steel framework, together 
with a lavish use of glass, con- 
stitutes the building materials 
of most California stations. In 
the northwest, and other terri- 
tories experiencing extremes of 
temperature, brick has been 
used with considerable success. 
However the latter is more cost- 
ly and does not lend _ itself 
quite as well to types of archi- 
tecture developed by the west- 
ern companies, particularly in 
the matter of color combina- 
tions. The steel sheeting may be 
painted as often as necessary to 
give the station a fresh and 
clean appearance. 


California Companies Have 
Found This Architectural 
Feature of Stations Lends 
Itself Well to Modernistic 


Designs 
2 ® 2 
Another factor governing 


construction and design of serv- 
ice station facilities on the west 
coast includes the difference in 


operating policies among the 
important marketing compan- 


ies. Although this area has been 
threatened with chain - store 
taxation, preliminary drafts of 
such taxation measures exempt- 
ed service stations. For this rea- 
son, the direct company opera- 
tion of retail outlets continues 
and also has a_ considerable 
bearing on new station design 
and construction. 


Standard, 
Shell 


Union 
continue 


Oil and 
to operate the 


sales room have been used by Shell Oil Co. in its 


the Pacific Coast 


By JACK N. WESTSMITH 
N. P. N. Staff Writer 


majority of their stations on a 
salary plus commission basis. 
These companies have found it 
expedient to either purchase 
their ground site or to carry 
them on long term leases and 


for this reason have built 
rather elaborate and perma- 
nent service structures. Over a 


period of years, and particular- 
ly during the depression era, 
modernization of existing facil- 
ities afforded them an oppor- 
tunity for experimental work 
with design and construction. 
This ultimately resulted in a 
standardized type of building, 
which could still be varied to 
meet any condition peculiar to 
the location and yet remain a 
recognized part of the individ- 
ual chain. 

With the evolution of this 
standardization program these 
companies were able to weed 
out those stations not having 
sufficient future possibilities to 
warrant modernization. This 
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SELL MORE GASOLINE! 


Use 
Southwest Gasoline 


Business Machines 


BUILD CONFIDENCE 
VOLUME—-AND 
PROFITS! 


Today’s trend in merchandising is toward 
greater beauty and greater efficiency. Modern- 
ize your stations. . . install Southwest Gasoline 
Business Machines—they have both beauty 
and efficiency! The modern classic beauty 







$10.00) 


AMOUNT 
THIS PURCHASE 
FOR 


“01101 F)- 


GALLONS 


ct IAS 
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of these fine pumps attracts customers and 
their fool-proof mechanism wins their con- 


fidence. 








Southwest Gasoline Business Machines not 
only attract more customers—they sell each 
customer more! And they stop shortages and 
prevent losses. Greater beauty, increased 
confidence and maximum efficiency of these 





fine pumps insure more volume and greater 


profits. 
WRITE TODAY! 


Get the facts about Southwest Gasoline Business Machines— 








the pumps that are correctly designed . . . with modern beauty 


that will not soon become obsolete. There is a model for every 





purpose. The one illustrated has an illuminated glass panel 


for trade name built into quick price change door. Southwests 








create business—and pay for themselves! Get the facts— 


write today! 


SOUTHWEST PUMP COMPANY 


MANUFACTURERS and DESIGNERS SINCE 1491 6 
BONHAM, TEXAS 
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was accomplished either by let- 
ting the lease lapse or by sub- 
letting the unit under a lease 
and agency agreement. This lat- 
ter policy had its advantages in 
that the station could be taken 


back under direct company oOp- 
eration if this became desir- 
able. 


In contrast to this system of 
operation, other important mar- 
keting companies on the west 
coast control their retail outlets 
under a form of: lease and 
agency. The companies’ sub- 
scribing to this plan include 
Richfield, Texaco, Associated, 
General Petroleum, Associated 
and Gilmore. Most of these com- 
panies also operate a few key 
stations on a salary plus com- 
mission basis, which can be used 
in training new personnel and 
in experimenting with merchan- 


dising ideas that may later be 
extended to their controlled 


units. 


This alternate system of oper- 
ation also has its direct influ- 
ence on design and construction, 
in that each company has stand- 
ardized on its layout and ar- 
rangement to preserve institu- 
tional identification in the eye 
of the public but on the whole 
1as not gone in for the elaborate 
type of building common to 
companies operating their own 
stations. A common form of op- 
eration among these companies 
provides for the lessor building 
the station. The landowner of 
a desirable site pays for the 
building construction and then 
leases the station back to the oil 
company on a monthly rental 
Here the cost and type of 
construction will depend largely 
upon the amount of cash the 
landowner has to put into the 
station. However, if analysis of 
the site indicates a_ potential 
business for a larger unit than 
the lessor has capital to build 


basis. 














the company will not, as a rule, 
build the smaller unit. 

Costs of service station con- 
struction under this setup vary 
between $4000 for a three-pump 
unit with gravel yard and no 
lift to upwards of $12,000 fora 
six-pump, super station with an 
asphalt yard and perhaps two 
enclosed lifts. In between these 
extremes there are any number 
of different combinations to 
meet the demands of price and 
a particular location. 

All except the very smallest 
units will be equipped with me- 
tered, calculating pumps and 
larger lubricating equipment. In 
the matter of equipment for 
these stations, the oil company 
purchases it, as far as it is nec- 
essary to conform with its plan 
of standardization, and then it 
rents it to the operator on a 
depreciation basis—generally in 
the neighborhood of two per 
cent per month. Other equip- 
ment the operator may think 
necessary to improve his serv- 
ice is purchased by him and then 
sold direct to the next tenant. 

Perhaps the one single archi- 


Modernization of its Pacific 
Coast service stations to conform 
with a highly developed standard 
of design and construction, fea- 
tures the building program of 
Standard Oil Co. of California. 
Exramples of typical oil and new 
construction design are shown 
here, Standard has been promi- 
nent in the use of black-top, or 
asphalt for paving the station 
yards, with cement around § the 
islands and lifts 
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If it’s increased gallonage you want— 
the good-looking, quick-calculating 


Gilbarco pump will give it to you. 











GILBARCO ISLANDS ARE TREASURE ISLANDS TO YOU 


CALCO-M ETER 


Model 80 
GILBERT & BARKER MANUFACTURING COMPANY, SPRINGFIELD, MASSACHUSETTS 
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tectural. feature about Pacific 
Coast service stations that make 
them most unlike retail outlets 
in other parts of the country is 
the continued and almost uni- 
versal use of the canopy over 
the pumps and driveways. This 
detail of design, when used with 
the straight lined service sta- 
tion building, has resulted in a 
harmonious” structure that 
blends with practically any resi- 
dential district in this western 
country. With very slight modi- 
fication the same structure can 
be made to fit in with Spanish, 
Monterey, or even the modernis- 
tic designs and yet not lose its 
usefulness as a means of com- 
pany identification. 


The canopy also provides an 
appreciated shelter from the hot 
sun of the summer and the very 
wet rains in winter. Figures 
show that customers approach- 
ing a station with one drive cov- 
ered and the other open —both 
on the same side—will take the 
covered drive, provided both 
are unoccupied. 

In the matter of design cano- 
pies easily adapt themselves to 
meet the demands of any loca- 
tion or ground. space. They 
may be shortened or lengthened 
and may be placed at almost 
any angle to the station build- 
ing. The most common arrange- 
ment provides for the canopy to 
extend from the station build- 
ing to the pump island, where 
it may be supported by either 
square or tubular columns. 
There is alSo some use of the 
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Compactness, resulting in increased effi- 

ciency of operation is achieved in this 

“ensemble type” steel station. The lubri- 

torium is constructed as a part of the 

main station building and enhances the 
value of equipment display 


cantilever canopy which 
quires no external support. 

Either of these layouts re- 
sults in one drive covered and 
the other open. A modification 
provides for the canopy to be 
extended across one pump is- 
land to a second. This gives 
two covered drives and a third 
uncovered. Still others extend 
the canopy over two drives with 
columns supporting the canopy 
at the end and in the middle at 
either end of the pump island. 
Examples of these are shown in 
accompanying photographs. 

The double canopy with two 
pump islands and three drive- 
ways is particularly efficient in 
handling a heavy flow of traffic 
along one street. A case in point 
is the recent installation of 
General Petroleum Corp. at the 
intersection of Wilshire Blvd. 
and Crenshaw Ave. in Los An- 
geles. Here the heaviest flow of 
traffic is east along Wilshire. 
Crenshaw ends at Wilshire, on 
the north, and the _ greatest 
share of its traffic turns east in- 
to Wilshire past this station. 

A wide approach on Cren- 
shaw permits a motorist to en- 
ter the station yard with ease 
and after receiving service at 
the pumps enter the east-bound 
traffic on Wilshire without the 
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GENERAL 
PETROLEUM 


LRELED Meobilubrication SERVICE 


slightest difficulty. An accom- 
panying photograph, taken 


looking east, illustrates this ar- 
rangement. 

This particular station is a 
good example of the large yet 
compact type of retail outlet be- 
ing built on the Pacific Coast. 
This is one of the stations con- 
trolled by General Petroleum 
that is operated with salaried 
employes. The canopy is built 
at right angles to the two-lift 
lubritorium. Both join up with 
the main building, which is ap- 
proximately 20 x 30 feet and 
contains the sales room, rest 
rooms, and a 10 x 20-foot stor- 
age space. 

There are three doors into 
the sales room, one from the 
corner between the lube room 
and the pump canopy, one di- 
rectly from the lube room and 
one from the back near the rest 
rooms. This location of the door 
at the corner, rather than in 
the middle of the side facing 
the pump island, is a compara- 
tively new innovation and one 
now generally used. It was a 
happy thought, because in its 
new place it no longer breaks 
into the ideal display space 
offered by a large unobstructed 
window facing the driveway. 

The lubritorium in this Gen- 
eral Petroleum station is 
worthy of particular attention 
as an example of the extent to 
which a compact arrangement 
of modern facilities and equip- 
ment, in full view of every mo- 
torist driving into the yard, can 
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be utilized in advertising the 
extent of the station’s services. 

Two lifts, with ample ap- 
proach room from either side, 
give assurance of prompt atten- 
tion. Between the lifts is a bat- 
tery of four of the newest type 
grease dispensers and lubricat- 
ing equipment. Each dispenser 
is equipped with a meter so that 
it is possible for the station 
manager to keep an accurate 
check of the cost of materials 
supplied in lubricating each car. 

Another unique arrangement 
in this lube room is the manner 
in which air is supplied through 
a swivel-joint suspended above 
each lift. A short extension of 
pipe connects the swivel to the 
hose, which hangs down for use 
with the lubricating equipment, 
for inflating tires of a car on the 
lift or for any other need for air 
in this service department. Sus- 
pension of the hose is expected 
to add to its life and promote 
cleanliness of the cement floor 
in the lube room. 

Illumination for night lubri- 
cation is provided by six 150- 
watt covered bulbs located over- 
head in the corners and in the 
middle of the two sides. These 
are direct connected to a violet 
ray lamp that is hung over the 
metered greasing equipment. 
When the lifts are not in use 
at night the overhead lights are 
turned off and the violet ray 
lamp gives a soft yet effective 
illumination of the equipment 
that shows it up to good advan- 
tage for the benefit of passing 
motorists, 

Lighting in the station yard 
consists of seven 1000-watt open 
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type flood lights. This is slight- 
ly above the average for sta- 
tions of its size but strong lights 
are necessary at this location to 
give sufficient contrast with il- 
lumination at the prominent 
street intersection. 

Another example of the ex- 
tent to which this station has 
gone in display of its service 
equipment is demonstrated by 
the provision made in the cen- 
ter support—on the street side 
—of the lube room for a spark 
plug cleaner and tester. Elec- 
tricity and air are supplied to 
the recess in this support and 
quick couplings make it a sim- 
ple matter to move the equip- 
ment into the store room when 
the station is closed at night. 

Service stations constructed 
by General Petroleum are built 
to a standard design following 
the colonial motif, which lends 
itself particularly well to the 
green and white color scheme 
used on their retail outlets, 
wherever possible. In some in- 
stances, where a station is lo- 
cated in an area where Spanish 
or Monterey architecture pre- 
dominates in the surrounding 
buildings, a special type of con- 
struction that will harmonious- 
ly blend with the neighborhood 
dwellings is used. 

Prevailing traffic conditions, 


Typical service station construction by 


Signal Oil Co, for lease and agency 
management on the Pacific Coast. Er- 
tensive use of glass with an all-steel 


building reduces bulky corners and in- 
creases visibility and display advantages 





the topography of the site, as 
well as the dimensions of the 
property, govern the manner in 
which the facilities are to be 
located. General’s standard de- 
sign calls for a three-pump is- 
land with a driveway on each 
side and a double canopy ex- 
tending over both driveways. If 
the station is located on a cor- 
ner formed by the intersection 
of two important arterials, then 
a six-pump station is installed, 
three pumps to. serve each 
street. 

In some instances this com- 
pany place the lubricating facil- 
ities in a building separate from 
the sales room and canopies. 
However, it has quite extensive- 
ly used what is termed an ‘“‘En- 
semble Type,” illustrated in the 
accompanying photograph of 
the new unit at Wilshire and 
Crenshaw. This combination 
type usuclly includes a sizable 
storage room, which is accessi- 
ble to the lubrication depart- 
ment and used for storing mis- 
cellaneous tools and merchan- 
dise and where the air compres- 
sor is installed. The rest rooms 
are either incorporated in the 
station building or in a separate 
structure at the back of the lot. 
For the sake of compactness 
and economy of constuction, the 
trend in the newer design of 
super units is to include rest 
rooms and lubritorium with th: 
sales room in one building. 

Considerable thought has 
been given by General to the 
display of merchandise. A con- 
crete platform outside the 
building under the front win- 
dows is ideal for display 


pur- 












poses. The space under the dis- 
play counters or bulkheads in 
the larger windows is available 
as cupboard space for the stor 
age of stocks of materials, sup- 
plies and other paraphernalia 
that would otherwise clutter up 
the sales room. A counter is 
provided on the side of the 
building facing the lubrication 
room for use as a desk by the 
station attendant. This counter 
is equipped with 

drawers and shelving. 


necessary 


California oil companies are 
showing an increasing tendency 
to use asphaltic concrete on a 
decomposed granite base’ to 
solve their paving problems at 


their stations. ‘This is particu- 
larly true where the stations 
are located on property owned 
in fee or held on a long term 
lease. This type of yard sur- 
facing has many advantages 


over the ordinary gravel spread 


which has been so cOmmon on 
California stat‘on grounds in 
the past. The black surface 


makes a splendid contrast with 
the light colored station build- 
ing, requires less maintenance 
and eliminates dust. This lat- 
ter distinction is highly impor 
tant in view of the increasing 
amount of open display of mer- 
chandise and equipment, which 
is not improved by a coating of 
dust. 

Cost records kept by Califor- 
nia companies indicate the aver 
age expenditure for asphalt sur- 
facing of station yards in me't- 
ropolitan areas at between 12 
and 15 cents per square foot 
as compared with 6 to 8 cents 
for a good gravel surface. This 
includes a cost of from 5 to 6 
cents per square foot for a de- 


os 


composed granite base laid for 


four inches below either the 
black top or the gravel surface. 
These figures are nominal and 
will vary considerably with the 
distance of the station from the 
point of supply of either ma- 
terial. 

Dxpeiience with asphalt sur- 
face has shown the need for an 
absolutely settled subsurface 
and for this reason it is com- 
mon practice to put in a gravel 
yard on a new station, particu- 
larly where the ground is un- 
settled, and let it weather for 
six months to a year before pav- 
ing with the black top. Where 
asphalt is laid in'a new station, 
a four-inch thickness is recom- 
mened to prevent uneveneness 
in the final surface. However, 
when the subsurface is thor- 
oughly settled it has been found 
possible to put in two or two and 
a half inches of asphalt, at a 
saving of about 3 cents a square 
foot over the greater thickness. 

A sealing coat is usually ap- 
plied to the asphaltic concrete 
paving to prevent weathering, 
at a cost of about two cents per 
square foot, and, as a final touch 
before the station is opened for 
business, a fine grade of sand 
is brushed into the surface. This 
makes the asphalt practically 
skid-proof, even in wet weather. 
Because the asphalt is affected 
by gasoline, the islands, drive- 
ways, and floors in the lubrica- 
tion departments are paved with 
cement. 

The problem of illumination 
for service stations is one that 
is not yet completely solved to 
the satisfaction of all concern- 
ed. It is highly desirable that 
sufficient light be provided and 





This station of Gen- 
eral Petroleum Corp. 
at Tuscon, Arizona, 
is an example of the 
extent to which Pa- 
cific Coast oil 
companies are build- 
ing their marketing 
units to fit in with 
architecture of the 
surroundings. An old 
wooden building was 
replaced by one built 
of adobe brick with 
a stone roof, simu- 
lating the architec- 
ture of early Arizona 
and yet meeting pres- 
ent standards of de- 
sign 


still, from an economical stand- 
point, it is necessary that the 
facilities be properly located to 
assure maximum illumination 
with the minimum wattage. 

Candle power recommenda- 
tions for stations of one com- 
pany on the west coast range 
from six tenths of a watt to one 
watt per square foot of yard 
area and from four to five watts 
per square foot under the can- 
cpy of 12 by 12 or 12 by 14- 
foot dimensions. The canopy 
lights for this size canopy would 
bo four 150-watt lights plus 
spill from floodlights in the 
yard. 

This problem of illumination 
is further complicated if the 
station is to be operated on a 
lease and agency plan where 
the operator pays the electric 
bill. If a station with 5000 to 
6000 watts of bulb capacity is 
open for five hours of night 
business it will burn upward of 
$1.50 of electricity per night or 


about $45 a month, over and 
above the power consumption. 
‘Experience has shown that 


lessees will not turn on flood- 
lights of 1000-watt capacity as 
soon as they should, whereas 
they will adhere to a recom- 
mended schedule if the bulbs 
are 300 to 500 wattage. Com- 
panies operating leased stations 
have found a_ suitable flood- 
light setup for a moderate sta- 
tion in a not too well lighted 
neighborhood is two 750 watt 
and two 300, or two 500-watt 
lamps on standards 20 to 25 feet 
above the yard. A study of the 
problem has indicated a broad 
band between the efficiency of 


a 2000-watt and a 50006-watt 
total capacity for a_ station 
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UNIT READY 


Here is everything it takes to suc- 
cessfully out-meter at bulk plants. 
Meter, sediment trap, strainer, 
condensate tank and two special 
air eliminators of Butler design— 
all connected and protected in the 
sturdy steel cabinet—at less than 
it costs to buy the separate units 
and get them properly installed. 

Simply make two inlet connec- 
tions and attach loading arm line to 
outlet. That’s all. From then on 
every load is accurately measured 








BUTLER MANUFACTURING COMPANY 


1241 Eastern Ave. 
Kansas City, Mo. 


Send Special Butler Bulk Meter System Folder, prices and pay-as-it-saves proposal. 
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State 
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A COMPLETE, COMPACT 


All] 


BULK METER 
SYSTEM 





TO CONNECT 


TO YOUR LOADING LINE 


out. The Butler Bulk Meter System 
handles two grades of gasoline with- 
out mixing. It puts a damper on 
carelessness, smothers all temptation 
to cheat and clocks up an efficient rec- 
ord of sales to check against stocks. 

You can cut your light oil losses 
enough to pay for a Butler. You 
can buy a Butler on six to ten 
month terms. Write today for 
special folder and proposal. Pre- 
pare now to accurately meter out 
the big spring haul. 


941 Sixth Ave., 
Minneapolis, Minn 








where the increased light does 
not necessarily mean greater 
business. 

This matter of illumination 
necessitates individual study at 
each station with particular 
consideration of such factors as 
location, amount of night traffic 
passing the station, hours of 
night the station is open, and 
among other variable conditions 
the intensity of street lighting. 
It is not uncommon to find the 
illumination at street level in 
California cities as high as three 
or four foot-candles and to pro- 
vide an attractive contrast the 
stations operating under these 
conditions will need greater il- 
lumination than is common. 

Individual switches on flood 
lights permit a schedule of yard 
illumination to be worked out 
for each station and certain 
lights turned on or off depend- 
ing upon the season of the year 
and to suit individual condi- 
tions. 

Proper maintenance of light- 
ing equipment is necessary for 
good performance. Reflectors 
lose a great deal of their effici- 
ency if they are not thoroughly 
cleaned at regular intervals. 
Lamps, likewise, lose their effi- 
ciency after a certain period of 
burning, with the result that 
full value is not received. Peri- 
odic inspection of lighting 
equipment is followed by most 
west coast companies as a 
means of detecting faulty lamps 
before illumination is impaired. 

Directly related to this mat- 
ter of illumination is the use 9f 
the luminous type station struc- 
tures by several Pacific Coast 
marketing companies. Associ- 
ated Oil Co. has used this de- 
sign quite extensively, first in its 
modernization work and later 
in the construction of new sta- 
tion facilities. For this company 
the luminous type of structure 
is the result of the growing vol- 
ume of gasoline pumped at 
night as well as the desire to 
utilize good locations for their 
maximum advertising values. 

While figures for all Associ- 
ated stations are not available, 
a comparatively new layout in 
Los Angeles, for example, is 
pumping 40 per cent of its total 


gallonage after the lights are 
turned on. The station is open 
between the hours of 7 and 11, 


which means that more than 40 
per cent of the gasoline is sold 
in less than one third of the time 


60 


the station is open. 

Another indication of a grow- 
ing volume of night business is 
demonstrated by the fact that, 
during the tourist season of 
1935, Associated maintained 
1038 all night stations through- 
out the Pacific Coast territory, 
as cmpared to only 60 in the 
previous year. 


\ SSOCIATED has also devel- 
oped as a part of its stand- 
ardization 


program for con- 
struction and modernization a 


design that includes the lubri- 
torium as part of the main sta- 
tion building. More than 90 
per cent of this company’s new 
construction includes this fea- 
ture. Lower construction costs 
when all facilities are included 
in one unit, compactness from a 
merchandising standpoint, and 
greater visibility from the serv- 
ice angle, are among the rea- 
sons advanced by the company 
for its selection of this style of 
layout. 

Compactness has been found 
particularly desirable in_ sta- 
tions to be operated under some 
form of lease and agency, or un- 
der any plan of individual oper- 
ation where the tendency may 
be to get by with a minimum of 
man power. Inclusion of the 
lubritorium as a part of the sta- 
tion building will enable one 
man working on the lift of a 
station doing a moderate busi- 
ness to also handle traffic at 
the pumps. 

Bulky corners on the station 
buildings and blank partitions 
between the sales room, or the 
lubritorium and important ap- 
proaches to the station are be- 
ing eliminated in constructing 
many Pacific Coast retail out- 
lets. This development has 
been made possible through the 
increased use of glass to give 
much greater visibility from 
within and to improve the dis- 
play possibilities of merchan- 
dise on shelves or counters of 
the sales room. 

The Texas Co. is now round- 
ing out a comparatively exten- 
sive program of equipping its 
stations with shelving and dis- 
play counters, aimed at giving 
the sales room interior the ap- 
pearance of a_ well stocked 
store. Merchandise on display is 
clearly marked with celluloid 
price tags placed in metal strip- 
ping on the face of each shelf. 
This has proven a very effective 





means of standardizing 


the 
company’s merchandising pro- 
gram of accessory items and a 


survey of stations indicated a 
very satisfactory response on 
the part of the buying public. 

Uniformity of design has long 
been the rule with Standard Oil 
Co. of California and it is now 
in the last lap of a moderniza- 
tion program in which it has 
taken stations of the obsolete 
type shown in an accompanying 
photograph and remodeled 
them—generally with business 
going on as usual—into modern 
units. Those stations selected 
for modernization are located in 
areas having high potential gal- 
lonage that cannot be developed 
with existing facilities. The im- 
provements consist of the pur- 
chase and installation of new 
modern equipment in addition 
to remodeling the buildings. 

Although the design of the 
Standard stations may be al- 
tered to include the lubritorium 
with the main station building, 
this layout is not common with 
the company. Preferred design 
calls for either one, two, or pos- 
sibly three canopies and an at- 
tractive station building. The 
lube and rest rooms are then lo- 
cated in separate buildings at 
the back or side of the lot, with 
a possible modification of this to 
include the rest rooms in the 
station building. The company 
has made a great improvement 
in its stations through the use 
of black top, asphaltic paving, 
which provided an_ excellent 
contrast against the _ white 
buildings. Neon tubing as a trim 
for its stations is also used 
quite extensively and with con- 
siderable success by the com- 
pany. 

Union Oil Co. is now stand- 
ardizing on a very attractive 
super unit developed for use in 
highly restrictive neighbor- 
hoods, where construction of 
an ordinary’ service station 
would bring down the wrath of 
residents, who might otherwise 
become customers. The design 
was extremely successful in 
meeting the problems presented 
by this situation and is now re- 
ceiving general use. 

The company really pioneer- 
ed the development of the 
ensemble type of station which 
includes the lubritorium and 
rest rooms in the single build- 
ing, flanked by the canopies. An 
accompanying photograph _ il- 


NATIONAL PETROLEUM NEWS 





FOR A FEW DOLLARS A MONTH... 





This picture 
Portland, Ind., 
catch the eve of passing motorists 


business and increase 
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uses a new Pittco Front to 
» invite 


Could 
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better 
and quality pro- 
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You can make your Station Front 


a Permanent Advertisement! 


HAT is the best advertise- 
ment your station can have 
to the motorist driving swiftly 
down the road? Its exterior 


ap- 
vsearance! if it attracts the eve 
I att 

of car owners, if it stands out 
from the hundreds of other 


stations along the way, if it’s 
modern and attractive looking 


Listen to the Music 
distinguished guest artists every 


to motorists while still some 
distance away .. . customers 
turn in to your station for gas, 
oil and accessories instead of 
your competitor’s! And the 
best way to make that exterior 
appearance a sure-fire, paying 
advertisement is to remodel your 
station with a new Pittco Front! 


You Love superbly rendered by the Pittsburgh Symphony Orchestra and 
Thursday at 8:00 P. M., E. S. T., 


over NBC-WJZ Network and 


associated stations. 


CARRARA STRUCTURAL 


Pri CoO 


PITTSBURGH PAINT 


GLASS PRODUCTS 
PITTCO STORE FRONT LISHED PLAT 
aoe STORE TRONT 6" = 


PITTSBURGH MIRRORS 


4 lass...metal. fea 
4 ah 


TAPESTRY GLASS 


PRODUCTS OF 


Print 
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PITTSBURGH 
PLATE GLASS COMPANY 


Our staff of experts will gladly 
cooperate with your architect in 
building you an effective one. 
Then you'll know that’ your 
station will stand out from the 
crowd! ... and you'll find your 
gallonage growing by leaps and 
bounds! 

Pittsburgh 


You can 


Time Payment Plan 
now take 2 years to pay 
for your new Pittco Front! Merely 
make a 20% down payment, and 
then pay the balance in easy monthly 
instalments at low F. H. A. rates! 
Send the coupon below for complete 
information, and for our valuable book 
on store fronts and interior painting. 


r 
| Pittsburgh Plate Glass Company, | 
1 2138A Grant Bldg., Pittsburgh, Pa. | 
1 Please send me, without obli- | 
i gation, your new book entitled *“‘How 
Modern Store Fronts Work Profit ! 
1 Magic.”’ | 
1 Name | 
1 Street | 
! City State | 
] lam am not interested in the | 
le Pittsburgh Time Payment Plan. «| 
ee ee 4 








lustrates the layout of facilities 
as far as the relation of the 
canopies to the sales room is 
concerned. Actually, the lubri- 
torium is just another canopy. 
closed at the outer end to in- 
clude the rest rooms. In this 
photograph it extends directly) 
back of the sales room in line 
with the door to the sales room, 
between the two canopies. This 
arrangement is particularly 
flexible when it comes to keep- 
ing the design within the pre 
scribed range of standardiza 
tion and yet allowing it to con 
form to any peculiarities of the 
ground site or traffic flow. Th 
canopies and the _ lubritoriun 
can be lengthened or shortened, 
or tied in with the sales roo:.i 
at practically any desired angle 
with each other. One canopy 
may be entirely’ eliminated 
without disrupting construction 
details or disturbing company 
identification. 

Location of the door to the 
station office at the front of the 


Safety Lighting Is Feature of New 


NEW YORK 


ETERMINED efforts are 
being made by the Shell 


Eastern Petroleum Corp. 
to make the night operation of 
their trucks on the highways no 
more of a bother to motorists 
than the ordinary passenger car. 

One of the new safety meas- 
ures on the trucks is two arrow 
shaped lights at the rear and on 


building, between the two can- 
opies, is a new feature of 
Union’s most recent design and 
resulted from a desire for un- 
broken window space for dis 
play purposes on the sides fac- 
ing the pump islands. 

Additional room in the lubri- 
torium is provided by hanging 
the compressor from the ceiling 
against the back wall. A tend- 
ency of this installation toward 
excessive vibration was elimi- 
nated by additional trussing 
and rubber padding. 

Richfield Oil Co. has devel- 
oped a comprehensive program 
of service station construction 
designed to fit almost any kind 
of ground site, neighborhood 
architecture, or volume of busi- 
ness. It has a three-pump 
(visible) unit without a lift and 
with a gravel yard that can be 
completed at a cost of about 
$4000. Improvements on_ this 
are to include a lift, then to 
cover it; next to install metered, 
calculating pumps with a lift in 


the front fenders to. signify 
which way the driver intends to 
turn. They are operated from 
the dashboard and are flashed 
about 100 feet ahead of the 
turn. The arrows are green in 
front and red in the rear. 


Another novel lighting fea- 
ture is the combination blinker 
stop and flood lights on the rear. 
These lights have a top of white 








CAUTION 
i POWER BRAKES 
— 





the open and then to cover it. 
The final arrangement is a six 
metered pump arrangement 
with the lift covered and black 
top paving on the yard, that will 
cost upward of $12,000. 

One item of construction 
that has received very favor- 
able consideration by Pacific 
Coast marketing companies is 
the handling of air and water 
hoses at the pump islands. In- 
mediate public response to the 
more rapid and efficient offered 
by this arrangement has made 
air and water connections at 
the islands practically standard. 
The old practice of coiling the 
hose on a peg was both unsight- 
ly and hard on the hose. Speci- 
fications now call for a metal 
box sunk into the ground at 
each end of the island and 
brought up flush with the con- 
crete. Running weights on the 
hose draw it down into the well 
when not in use and make a 
very attractive method of dis- 
posing of the hose problem. 


Shell Truck 


glass and a front of red glass. 
The bulbs are of 32 candlepow- 
er and when lighted’ give 
enough illumination to _ flood- 
light the rear end of the truck. 
One light is just above the 
license plate at the left rear 
side and the other in the same 
approximate position on the 
right side. These lights are of 
the blinker variety, turning on 
and off 110 times a minute. 

Other lighting equipment in 
the rear includes two red re- 
flectors and two. clearance 
lights. 

The truck also has reflectors 
on each side, just under the 
arrow lights. 

All trucks are equipped with 
electric flares to use when it is 
forced to stop on the road. 

Another noticeable feature of 
the new trucks is the large door 
in the rear, which gives access 
to the faucets. These doors are 
36 inches by 48 inches and 
when opened are six feet three 
inches above the ground. The 
purpose of the large size is to 
give protection to the driver 
when making a fill on a snowy 
or rainy day, and is expected to 
climinate the dangerous prac- 
tice of leaving the truck while 
making a delivery. 


NATIONAL PETROLEUM NEWS 














Liiaaieoen nt cmvoneatiaas 























Oil Companies 


Are Selling Burners 


Trend is toward selling auto- 
matic heat-burner, oil and serv- 
ice—and marketers are taking 
on burners to protect their fuel 


oil gallonage 


By JOHN W. THOMPSON 
N. P. N. Staff Writer 


Los prospect for an _ oil 
burner for heating today is 
being sold, not an _ oil 
burner, not fuel oil, but auto- 
matic heat. The company that 
is in the best position to sell 
automatic heat is the one that 
sells the burner, installs and 
services it, and supplies the fuel 


oil. Ber. 


Surveys show that a prospect 
decides on oil heat for the sake 
of convenience more than for 
any other reason. It is only 
natural that he should turn to 
the company that can offer*htm 
the greatest convenience’ in 
the purchase of oil heat for his 
home. 

The time is rapidly passing 
when the prospect will buy his 
burner from one source and his 
fuel oii from another. This 
practice resulted in many un- 
happy situations. Under that 
plan, when a burner failed to 
function, the burner dealer usu- 
ally placed the blame on the 
fuel oil, and the oil company 
retaliated by saying the burner 
was at fault. The result fre- 
quently was a headache for the 
customer and a feeling of dis- 
satisfaction toward oil heat. 

Today, however, that condi- 
tion has been overcome by a 
growing list of companies that 
offer the prospect a _ one-re- 
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The coal bin 
are less frequent when oil heat is sold. Here a gun- 


type conversion 


sponsibility service. This in- 
cludes the sale and installation 
of the burner, regular servicing 
throughout the year, and a sys- 
tem of fuel oil delivery which 
Keeps the tank full without at- 
tention from the owner. The 
householder has only to manip- 
ulate a thermostat dial for the 
desired temperature and to pay 
his bills for fuel oil as they 
come in. 

In the early days of oil burn- 
er distribution, dealers were 
taken on in an effort to get dis- 
tribution, These were often in- 
experienced and in many cases 
wholly unqualified for the work. 
Later, in a determined effort to 
maintain sales volume, burner 
manufacturers resorted to the 
opening of factory branches in 
the larger centers of population 
to augment the work of the 
dealers. This evolution thrived 
for a time and was instrumental 
in establishing some successful 
burner retail outlets through- 
out the country. 

This method of distribution 
went along until the beginning 
of the depression, when burner 
sales began to lag. Reduced 
prices did not bring a sufficient 
increase in business and so the 
oil burner dealer turned to his 
burner installations to see if he 
could not also sell them their 





disappears and trips to the basement 


burner is installed in a warm air 
furnace 


oil. In the past these users had 
been receiving fuel oil from a 
local oil company or from the 
local agency of one of the large 
oil companies. 

The burner dealer began to 
realize he was creating a siz- 
able fuel oil business for some 
one through the sale of his 
burners. His next step was to 
go into the fuel oil business 
himself, in many cases. And by 
announcing the fact to his past 
customers he was able to gather 
an impressive gallonage in ad- 
dition to that which he could 
obtain through the sale of new 
installations. 

The oil burner dealer who 
does not handle fuel oil or con- 
trol its distribution to his cus- 
tomers is fast fading from the 
picture today. While this type 
is still the largest in numbers, 
the greatest sales volume now 
comes from the dealer who has 
also gone into the fuel oil busi- 
ness and from the oil company 
which has gone into the burner 
business, according to some of 
the larger burner manufactur- 
ers. 

Another factor in the sale of 
burners is the coal company. 
Especially noticeable through- 
out the east, the majority of 
coal companies have turned to 
the distribution of fuel oil and 
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JENKINS permanently drop-tight FOOT VALVES 


end a common cause of pump failure and expense 


Incorrect delivery of gasoline...pumps “out of order’...lost sales...costly digging to 
make a costly repair or replacement. Those are the troubles that are ended by Jenkins 
Gasoline Foot Valves and Vertical and Angle Check Valves. Hundreds of stations 
and long service records show that you can put a “Jenkins” in the ground and forget it. 

A “Jenkins” stays drop tight, not for a year or two, but for many years. There are 
good reasons. The patented design enforces alignment of seating parts...provides a 
single poppet fitted with a special gasoline resisting disc...a phosphor bronze spring 
to assist seating...and an exceptionally strong bronze body. Ask for descriptive folder 
on Fig. 880-A Foot Valves. A sample will be furnished to responsible executives. 





On LIQUID-HAMMER 


You can overcome the destructiveness of liquid shock by 
specifying this specially designed Jenkins Loading Rack Valve 


Bia plant engineers don’t need to be told 


about the destructiveness of liquid-ham- 
mer. Too often they find it responsible for main- 
tenance bills covering damaged pump casings, 
inaccurate meters, and leaky fittings. A cure for 
the trouble is what they want! And that is what 
Jenkins has provided through a specially de- 
signed Loading Rack Valve. 


Three major oil companies have proved it, 
and now use “Jenkins” exclusively. On scores 
of loading racks the destructive effect of liquid- 
hammer has been eliminated by use of this valve 
whichemploysa unique plunger arrangementthat 


retards closing sufficiently to check liquid shock. 


With this important feature Jenkins has com- 
bined all of the other advantages you seek in 
Loading Rack Valves: Instantaneous opening 
and closing action for speedy, mark-splitting 
tank truck filling. Simplicity and great strength 
for long, trouble-free service. A specially com- 


JENKINS BROS., 80 White Street, New York; 510 Main Street, Bridgeport; 


Street, Philadelphia; 822 Washington Boulevard, Chicago; 


JENKINS BROS., Ltd., Montreal, Canada; 


pounded renewable disc for drop-tight closing. 
An adjustable yoke which allows the operating 
lever to be set in the most convenient position, 
on either a vertical or horizontal line. Variations 
in lever styles and installations. These and other 
fine features are explained in a special Folder 
which is yours for the asking. 


To responsible officials, Jenkins will gladly 
furnish a Fig. 712-L Quick-Opening, Self-Closing 
Valve for examination and trial. A request brings 
it...no obligation attached. 


This Catalog-Data Book Covers Every Valve Need 


Every man concerned with valves will find the Jenkins Cata- 
log-Data Book helpful. It gives unusually 
complete details on more than 500 different 


Jenkins Valves ...a line that meets all of 


your requirements, in Bronze Renewable Disc 
Valves, Bronze Gate Valves, Iron Body Gate 
Valves, Regrind-Renew Valves... all com- 
mon types and patterns and many “specials” 
are included. In addition, this Book contains 
a section devoted to helpful data that is more 
comprehensive than an engineering manual. 
A copy will be sent upon request. 


; 524 Atlantic Avenue, Boston; 133 North Seventh 


London, England 


Jenkins Valves 


BRONZE — IRON — STEEL 


SINCE 1864 


Revere, Mass., bulk station of TIDE WATER OIL Company 
has 82 Loading Rack Valves——all “Jenkins” 

















The entrance to the oil burner show 


room of the Major Petroleum Co. in 


Philadelphia 


burners to offset a continually 
decreasing market for coal. 

This brings us to the question 
of whether or not the oil com- 
pany should go into the burner 
business. If the oil company 
has any intention of holding its 
aomestic heating oil business 
or of increasing it, many believe 
it will now have to take on the 
sale of burners. 

Unlike the difficult question 
of which came first, the chicken 
or the egg, the oil burner very 
definitely comes before the fuel 
oil. With the oil burner con- 
trolling the fuel oil sale, ordi- 
nary logic would indicate that 
whoever controls the burner 
sale might well be expected to 
control the fuel oil sale also. 

Actual conditions support 
that logic. In the east, from 
Boston to Washington, practi- 
cally every burner sold has a 
fuel oil contract attached to it 
The fuel oil distributor without 
a burner franchise or without a 
burner dealer agreement, has 
no opportunity to build his oil 
business and stands a_ good 
chance to lose what he now has. 
according to present experience. 

Moving west across the coun- 
try, especially in the smaller 
towns, the shoe has not yet be- 
gun to pinch the fuel oil dis- 
tributor to that extent. How- 
ever the condition throughout 
the east is so definitely a trend 
that sales analysts are in agree- 
ment that the middle-west oil 
companies will soon be taking 
on the sale of oil burners in or- 


der to maintain and build their 
fuel oil gallonage. 

Many oil companies not han- 
dling burners, but depending 
upon a burner dealer or distrib- 
utor to recommend their oil to 
his burner customers in return 
for a half cent per gallon com- 
mission, often find themselves in 
midstream without any oars 
when the burner dealer decides 
to shift his recommendation to 
some other brand of oil. This 
arrangement leaves the oil com- 
pany entirely at the mercy of 
the burner dealer, which is an- 
other factor that has prompted 
oil companies to go into the 
burner business. 





In some cases oil companies 
have been retarded in their fuel} 
oil business because of a burner 
dealer in their community who 
lacks the aggressiveness to go 
out after business. Here the 
only chance for the oil com- 
pany to build up fuel oil sales 
is to go into the burner busi- 
ness itself. This has happened 
in a number of cases. 

Oil companies that have en- 
tered the burner business will 
tell you they are not selling 
burners from choice, but were 
forced into it in order to main- 
tain and build up their fuel oil 
gallonage. 

In fact the profit in the sale 
of burners alone is too small to 
make the venture worth while 
for the oil company, except for 
the fact that the burner is the 
controlling factor in obtaining 
fuel oil contracts. The growing 
attitude seems to indicate that 
the money lies in the fuel oil, 
and that the oil company han- 
dling a burner uses it simply as 
a sales tool, in obtaining a con- 
tinuous flow of fuel oil business 
year after year. 

Oil burner manufacturers to- 
day cannot understand the 
backward attitude of oil com- 
panies in taking on burners. 
They cannot understand the 
reasoning behind the actions of 
some oil companies who will 
spend thousands of dollars to 
publicize a brand of gasoline 
which will not create any new 
gasoline business, but at best 
can only shift the gallonage 
until such time as a competitor 
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The stock room of the Arrow Oil Burner Co., of Oak Park, Ill. A room of this 
sort for the storage of burner parts is a necessary part of the burner organization 
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TELETYPEWRITER 
at Kimberly-Clark 


THE general office of Kimberly-Clark Corporation at Neenah, Wisconsin, is connected 





with the Chicago sales office by Bell System Private Line Teletypewriter Service—and 
with the Niagara Falls mills by Teletypewriter Exchange Service. 


To show how the various departments depend upon the speed and accuracy of 


“typing-by-wire,” here are lists of subjects comprising part of a typical day’s flow of 
communications between Chicago and Neenah —the Diary of a Teletypewriter. 


SALES DEPARTMENT 
Book Paper Group 


1. Quick delivery requests. 
Car number requests. 


2. 

3. Instructions on special orders. 
4. Customer inquiry on products. 
5. 


Demurrage charge inquiries. 


Specialty Paper Group 
1. Orders — ship today. 


2. Requests for rulings on trade 
customers. 


3. Customer inquiries on deliv- 
ery dates, 


4. Items to be added to orders. 


5. Salesmen’s route changes. 


Crepe Wadding Group 


1. Specifications. 
2. Stock on hand at mill. 


3. Asking Niagara ship special 
orders. 


4. When specific carload ready. 


5. Passing rush orders. 


PURCHASING DEPARTMENT 


1. Ordering repair parts. 

2. Purchase of operating 
supplies. 

3. Change in production meth- 
ods and equipment. 


4. Asking date repair parts will 
be shipped. 


5. Specifications for mainte- 
nance part. 


TRAFFIC DEPARTMENT 


1. Car route and freight 
charges. 


2. Checking shipments leaving 
mill. 


3. Locating cars en route. 


ADVERTISING DEPARTMENT 


1. Checking delivery of paper 
stock for advertising. 


2. Miscellaneous information. 


Tidewater, Shell, Sinclair and other oil companies use Bell System Teletypewriter Ser- 

vice. It speeds up communication, helps to prevent errors with accurate written 

records of every message, and assures better, faster customer service. 
business can probably use it profitably. Call the local Bell Company. 


Your 
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Low-Cost air SERVICE 


with 
URTIS COMPRESSORS 


, * will have a more dependable air 
supply —and at ower cost—with a Curtis 
Compressor. You pay no more for Curtis 
equipment, and the final cost 1s lower 
because of greater efficiency, lower cur- 
rent consumption, longer life, and free- 
dom from trouble. 

These important advantages are the 
result of Curtis’ 42 years’ experience in 
building fine compressors—ad vanced 
design—high-grade materials—and 
precision methods of manufacture. 


e Positive Centrifugal Unloader 
(No starting load) 


Timken Bearings (Less frictton— adjustable) 
Centro-ring Oiling (Positive lubrication) 
“V" Belt Drive ( Quiet — more efficient) 
Simplified Assembly (Less chance for leakage) 
Pressed Steel Base (Strong, reduced weight) 
Precision Workmanship 

Full four ton capacity. (Insures efficiency —long life) 


CURTIS PNEUMATIC MACHINERY CO. 
1965 Kienlen Ave., St. Louis, Mo. 
NEW YORK « CHICAGO « SAN FRANCISCO 








Curtis Oil-locked 
Lifts safely handle all 
cars. Complete accessi- 
bility. Self-leveling plat- 
form can’t stick. Drop- 


away wheel guides 


automatically locate car. 


ARE YOU ONE OF THE 


1000 OIL MEN-~ 


WHO GET 


LOWER RATES 


FROM 
national PETROLEUM MUTUAL FRE 


INSURANCE COMPANY 





225 SO. 1STH ST. PHILADELPHIA 








makes another drive to again 
transfer the gallonage. 


Then, say the burner manu- 
facturers, these same oil com- 
panies will hesitate about 
spending half as much money 
to promote the sale of a burner 
which will not only create new 
users of oil but will make 
regular customers of those 
users for years to come. 


As one large oil burner 
manufacturer points out, few 
people, even among those in- 
timately acquainted with the 
marketing of petroleum prod- 
ucts, fully appreciate the tre- 
mendous potentiality of the 
fuel oil market. He states the 
present demand for fuel oil is 
already nearly one-fifth of the 
total demand for gasoline. 

With the average annual con- 
sumption of fuel oil by an oil 
burner about 2000 gallons and 
that of gasoline by an automo- 
bile approximately 550 gallons, 
the burner maker’ estimates 
that one-fourth as many oil 
burners in this country as auto- 
mobiles would create a market 
for fuel oil as great as the 
present gasoline market. 

Oil burner sales+ authorities 
believe the next 5 years will see 
the greatest increase in the sale 
of oil burners. As far back as 
1921 the number of domestic 
burners in use was 21,500. This 
figure has grown consistently 
and at the end of 1935 over 1,- 
160,000 domestic burners were 
in use. Consistent with those 
figures are those on domestic 
fuel oil consumption as_ pub- 
lished by the U. S. Bureau of 
Mines. These show that the 
domestic demand for fuel oil in 
1926 was 8,906,000 barrels and 





Demand for Fuel Oil for 
Domestic Heating Has 
Increased Consistently 

Grades 1 Through 6 


(U. S. Bureau of Mines Figures) 
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that, by the end of 1935, the 
annual demand was estimated 
to have advanced to 50,000,000 
barrels. Some estimators be- 
lieve that figure will be doubled 
by the end of 1940. 

With 14,000,000 homes in 
the United States heated by a 
furnace, less than 1,500,000 
are heated automatically, that 
is, by gas, coal stoker, or oil 
burner. Of the group having 
automatic heat, 79 per cent, or 
1,164,000 have oil heat; 11 pei 
cent, or 165,847 homes, are 
heated by gas; and 10 per cent, 
or 134,767, are equipped with 
coal stokers. 

While gas-fired equipment 
slumped 27 per cent in 1935, it 
is interesting to note from a 
competitive standpoint that 
coal stoker sales jumped 84 per 
cent in the same year. An ac- 
companying chart shows the re- 
lationship over the last four 
years of the annual sales of 
automatic heat appliances, 
bringing out the commanding 
position occupied by oil burners 
in this field. 

In 1931 the American Oil 
Burner Association, now the 
Oil Burner Institute, made a 
survey in which it determined 
the percentage of the total oil 
burner market that each sec- 
tion of the country would 
absorb if the market were en- 
tirely saturated. Using those 
percentages, and assuming that 
the total saturated burner mar- 
ket is approximately 6,000,000, 
which is the burner manufac- 
turers’ figure, a computation 
was made showing the potential 
number of burners that could 
be sold in each section of the 
country. 

An accompanying map shows 
the potential burner market by 
sections. According to this 
study the north middle Atlantic 
states contain the greatest po- 
tential burner prospects. Next 
comes the New England section, 
followed by the east north 
central states. While these po- 
tential sales are only approx- 
imate, they indicate the lo- 
calities in which the greatest 
future activity in burner sales 
may be expected to lie. Another 
chart in connection with this 
article shows the future po- 
tential burner’ business’ by 
localities, taking into account 
the number of burners that 
have already been sold in those 
territories. Here again we 
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MODERNIZE FOR PROFITS 
WITH GOODRICH STAND-LIGHTS 


GOODRICH STAND-LIGHTS ARE THE SIMPLEST 
AND MOST ECONOMICAL MEANS OF 
MODERNIZING THE GASOLINE SERVICE 
STATION. OLD STYLE STATIONS PAY FOR 
GOOD ILLUMINATION WHETHER THEY GET 
IT OR NOT. LET US HELP YOU MODERNIZE 
YOUR WAY TO GREATER PROFITS. 


WRITE FOR CATALOG 61 


MEET US AT THE INTERNATIONAL PETROLEUM EXPOSITION 
BOOTHS 41 & 42 REFINERS AND MARKETERS BUILDING 


BOOORIG 


GENERAL OFFICES & FACTORY — 2901-35 NORTH OAKLEY AVENUE, CHICAGO 
OFFICES IN ALL PRINCIPAL CITIES 
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Each column on the 
sales in the designated districts of 
North Middle Atlantic states 

districts also have the 


find the leading sections in the 
same order as indicated above. 

In figures supplied by the Oil 
Burner Institute of oil burner 
sales by states during 1935, it 
is seen that New York was the 
most fertile sales field, buying 
24,750 domestic burners. This 
was followed by Illinois, with 
19,150 unit sales, and Pennsyl- 


vania with 18,375 burners. A 


chart represents the 
the 
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However, figures from the 
look for future sales. J. B. 
Kineer, chief of the division of 


climate and crop weather, U.S. 
Weather Bureau, Washington, 
states, ‘‘an exhaustive study of 
past records gives climatolo- 
gists reasons to believe that the 
warm and dry trends have 
reached their natural limits, so 
that we may reasonably expect 
a reversal of conditions, with a 
general run of colder and 
wetter weather in prospect for 
a good many years to come.” 


There are those who believe 
that a certain period of the 
year for selling burners is a 
myth. This group feels that oil 
burners can be sold at any 
time—that the result depends 
upon the effort expended, re- 
gardless of the season. 


Bureau of the Census show con- 
clusively that new orders for 
domestic burners are placed 
largely in the fall of the year, 
usually during August, Septem- 
ber, and October, with a slight 
spurt coming in the spring, 
generally in May. In 1935, for 
example, census figures from 
152 burner manufacturers show 
that the greatest number of 
orders were received in Sep- 
tember. Following in order of 
volume were October, August, 
























































chart shows the relationship of tion, the weather, is also on the July, and May. 
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contracts are renewed in April 
or May, at the end of the heat- 
ing season. 

In practically every instance, 
especially in the larger centers, 
where an oil company has been 
successful in selling burners in 
connection with its fuel oil 
business, a separate operating 
division for burners has been 
set up. 


Although the oil company is 
ideally set up to. efficiently 
handle the fuel oil end of the 
business with its storage and 
truck equipment, one of the 
greatest pitfalls in 
with the sale of burners is re- 
ported to be the failure to 
realize the need of experienced 
burner men to operate that di- 
vision. 

One combination oil com- 
pany-burner dealer expressed 
the idea when he said that the 


average oil company is not 
properly organized to sell oil 
burners. He pointed out that 
the selling of oil heat is a 


specialized business and should 
be handled by thoroughly 
trained men. In other words, 
aun oil company considering en- 
tering the burner’ business 
should figure on providing a 
separate division manned by 
people who are familiar with 
the fundamentals of burner 
selling servicing and installing. 
of a 
selling 


executive 
company 


One sales 
suceessful oil 
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connection | 


burners pointed out there 
secret about selling oil 
His formula states that a com- 
pany must have a progressive 
merchandising and selling plan, 
a knowledge of heating and oil 
heat, a Knowledge of installing 
and servicing burners, and an 
efficient fuel oil delivery serv- 
ice. 

The experience of other com- 
panies indicates that those rules 
are both practical and neces- 


is no 
heat. 


sary. In other words, the oil 
company that thinks it can go 
into the burner business and 


cut corners on personnel is apt 
to give up in disgust after a 
year or two of losing money. 
Having set up the burner and 
fuel oil division of the company, 
the general practice is to em- 
ploy an experienced burner 
sales manager and a qualified 
service man. The size of the 
organization and the prospects 





This photograph shows quite vividly the equipment necessary in the installation 
of an oil burner 
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The figures on this map 
represent the number of 
heating oil burners each 
territory will have ab- 
sorbed when the market 
becomes completely sat- 
urated, The figures are 
based on a survey made 


by the American Oil 
Burner Association in 
1931 to determine the 
relative potential mar: 


ket for burners in dif- 


ferent sections of the 
country. The total po- 
tential market is esti- 
mated as 6,000,000 burn- 
ers 
72 
“Nd e 





in the territory will determine 
the number of salesmen and 
service men that will be needed. 

Having obtained a_ dealer 
franchise from a_ reputable 
burner manufacturer, the oil 
company will find that manu- 
facturer prepared to assist in 
organizing its burner division, 
even to suggestions for  per- 
sonnel, training of sales and 
service men, and providing sell- 
ing campaigns, and surveys of 
the sales territory. 

Incidentally, the 
franchise leads to many im- 
mediate fuel oil contracts in 
many cases. As soon an oil 
company takes on a burner, it 
can go to the users of that 
burner in its territory and 
solicit them on _ the_ unified 
responsibility plan in which the 
one company handles all ele- 
ments of the heating system 
burner, service, and oil. Quite a 
few oil companies have taken 
on the distribution of four or 
five different makes of burners, 
with the result that they have 
an inside track in the solicita- 
tion of fuel oil contract re- 
newals from those burner users, 
aside from the opportunities 
among the users for burner 
replacement business, 

While the form of fuel oil 
contracts vary, in general they 
stipulate that the price of oil 
to the customer shall in no case 
exceed a predetermined amount 
for that season. A typical fuel 
oil contract is published in con- 


burner 


as 


nection with this article. 

Many burner manufacturers 
offer their dealers a time pay- 
ment plan for the convenience 
of the dealers’ customers. Un- 
der such a plan, which is 
handled through a finance com- 
pany, the dealer must assume 
the risk on his customer’s pay- 
ments. 

It is estimated that about 75 
per cent of the burners bought 
on time payments are pur- 
chased under the Federal Hous- 
ing Administration plan. This 
plan has been a happy one for 





ample, on a $360 burner, $10 
per month for three years plus 


a small monthly interest 
charge. Nothing down is re- 
quired, and the burner com- 


pany receives immediately from 
the bank a check for $360. 
Thus the company which sells 
the burner under this plan gets 
its money at Once and does not 
enter into the agreement in any 


way. The bank receives the 
payments and assumes. the 
risk, which is backed by the 


FHA up to 20 per cent of the 
purchase price. Losses on such 























the company selling burners. Paper so far are reported to 
When a burner is sold, the have been only about one- 
salesman takes the order to a twentieth of one per cent. 
bank which takes FHA loans. Banks consider FHA loans on 
The customer signs a contract oil burner purchases a sound in- 
with the bank to pay, for ex- vestment because of the _ per- 
1932 1935 1934 1935 
200000 97 ? 
| 80000 scesninnenetmiinssainiais 
190000 Oi. BURNERS 
140000} DD GAS BURNERS 
| | Stoke S 
120000} — OKERS | 
100000} V7 
80000}-7, | a 
60000}—1/- - --- 
//// 
40000}—V//TT ; 
///\\\\\| 
20000}—7///\\\\|||-—— ——_— 
OL V/A | 


















































The sale of oil burners is far ahead of other automatic heat appliances, as shown 


in this comparative chart of 


four 


sales of these competitive 


items over the last 


years 
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manent nature of the burner 
installation in the home. 


The installation of the burner 
is important and should be done 
by an experienced hand. The 
type and size of installation 
will depend upon a heating sur- 
vey which is made of the house 
either during or following the 
sales solicitation. 

Aside from the burner and 
the controls, the installation 
«costs run from $60 to $100. A 
storage tank, usually 275 gal- 
lons, costs about $20. Tubing, 
piping for fill and vent lines, 
including the fill box vent cap, 
valves, and fittings will total 
$25. The conduit pipe, wire, 
switch, and fuse box will add 
another $12, with fire box mate- 
rial running about $6. In ad- 
dition to this, there is a labor 
cost, which is about the equiva- 
lent of two men working for 
two days. 

Once installed, the cost of 
servicing burners begins. It is 
customary to offer one year’s 
free service with each new 
burner installation, and in lo- 
calities where competition is 
keen, the concession of 5 years 
free service is given with a new 
burner provided the customer 
does not change his source of 
fuel oil. Under normal condi- 
tions it is the practice to charge 
for burner service after the first 
year. This is done on a basis of 
flat charge of from $10 to $25 
each year, billed at the begin- 
ning of the heating season, or 
on a basis of a definite amount 
per eall, usually $2. The oil 
company usually has two or 
three types of burner service 
agreements from which the 
customer may choose. These in- 
clude a service involving only 
a spring and fall cleaning, the 
same service with one emer- 
geney call, and a spring and 
fall inspection and cleaning, 
together with monthly inspec- 
tion, regardless of the condi- 
tion of the burner. 

The fuel oil delivery service 
itself should be on a 24-hour 
basis during the heating season. 
That is becoming an accepted 
type of service by the customer, 
just as are clean metered trucks 
and courteous and uniformed 
drivers. Oil delivery service is 
usually offered to the customer 
in three forms, from which he 
may choose the one which he 
desires. These include’ the 
scheduled delivery method, in 
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which the oil company is given 
the entire responsibility of 
keeping the tank full without 
call from the customer; the 
periodic delivery, in which the 
oil company is instructed to 
make delivery at a certain time 
each week; and the ‘on call” 
type of delivery service, where 
the customer calls when he 
wants a delivery made. 


This writer has personally in- 
terviewed a number of oil 
companies, large and small and 
of various types, who sell the 
oil, the burner, and the service. 
Following are some facts con- 
cerning some of these com- 
panies’ selling methods which 
point out a number of ways in 
which burners are being suc- 
cessfully sold today. 


How Oil Burners Are Being Sold 


Quincy Oil Co. 


Quincy. Mass. 


For the past 10 years this 
company has been selling a 
burner which it markets under 
its own brand name, preferring 
to rely on the acceptance of its 
own name over that of any 
popular make of burner in the 
territory they have been serv- 
ing for many years. 

This company sells oil heat 
on an undivided responsibility 
plan, advertising their complete 
service as follows—‘we know 
and sell oil burners; we supply 
highest quality fuel obtainable; 
we operate a 24-hour repair and 
delivery service.” 

selieving that the oil com- 


pany must be in the burner 
business in order to maintain 
and develop a steady fuel oil 
gallonage, this company is 
firmly of the opinion that tie 
independent oil company in the 
burner business is in an ex- 
cellent position to make money 
in fuel oil because of its in- 
timate contact with the com- 
munity and a service flexibility 
with which large companies 
cannot compete. 

An important point to con- 
sider, according to this com- 
pany is the servicing of burners. 
Finding that there are at least 
3’ service calls per year to be 
made on a burner, the company 
cautions that it is easy to lose 
money on this operation. Con- 
sequently a flat service charge 











An oil burner showroom at a Standard Oil Co. of N. J. station in Baltimore, Md. 
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of from $10 to $15 per year is 
made for burner service, after 
the first year. 

Quincy Oil Co. believes that 
the oil company should be pre- 
pared toa give 24-hour fuel oil 
delivery service, as the cus- 
tomers demand and expect it. 


Metered trucks, as well as 
prompt delivery, are important 
to customer service. 

The most recent development 
in Quinecy’s burner division is 
the opening of a Boston office 
and salesroom. A salaried man- 
ager is in charge of this office, 
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with commission salesmen 
working for him. 
Last fall the company 


worked out a plan with a Bos- 
ton department store, whereby 
the store displays the burners 
in its appliance department. All 
burners which the store sells 


are installed and serviced by 
Quincy, and all fuel oil busi- 


ness obtained through burner 
sales goes to Quincy. The store 
pays the commission to the 
salesman for the sale of the 
burner and Quincy pays him a 
commission on the fuel oil con- 
tract. After making the burner 
installation, Quincy bills the 
store for the installation 
charge. Quincy hires a burner 
service crew to make installa- 
tions on all burners. sold 
through the store. 


The Quincy Oil Co. has ob- 


tained over 500 burner and 
fuel oil accounts through its 


plan of selling through the de- 
partment store. 


Buckley & Scott 


Providence, R.I. 


This company also has a sepa- 
rate department for handling 
burners and fuel oil. There are 
42 commission and_ salaried 
salesmen out selling ‘‘automatic 
heat” under the one responsi- 
bility plan of burner-oil-service. 
This company sells about 1200 
burners a year, which, in terms 
of fuel oil, represents an_ in- 
crease each year of about 2,- 
400,000 gallons. The company’s 
1935 burner business was great- 
er than that of 1933 and 1934 
combined. 

Buckley & Scott have been in 
the burner business for 10 years 
and are selling in a territory 
where 57 other makes of burn- 
ers are also being sold. They 
admit that they make no money 
in the sale of burners, but that 
the fuel oil contracts resulting 
are profitable. This company 
claims to be selling more burn- 
ers in its territory than all 
other makes combined. 

Aggressive selling methods 
and a knowledge of where to 
look for prospects has been an 
important factor in the burner 


sales record. For example, a 
sales contest, starting Nov. 1 


and ending Feb. 15, was held to 
promote the sale of burners and 
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oil contracts. The prizes, trips 
to Bermuda, were given to those 
salesmen who passed a certain 
quota during that period. As a 
result 24 men made the trip at 
a cost to the company of about 
$3000. Burner sales incidental- 
ly tripled over the same period 
last year. 


This company believes the 
day of canvassing and door bell 
1inging to uncover prospects is 
past. Instead, leads are obtained 
by regular check-ups of archi- 
tects, plumbers, heating con- 
tractors, electricians, and by a 
careful watch of building per- 
mits. Also the entire city is di- 


vided into blocks on the com- 
pany’s sales map, and each 
salesman is responsible for po- 
tential business that those 


blocks offer. Many leads are ob- 
tained from present customers, 
and an effort is made to keep in 
touch with users just for that 
purpose. 


During the course of a sales 
interview, the salesman makes 
an effort to get the prospect to 
submit to a heating survey of 
his house. Then the company 
‘an give the prospect the exact 
amount it will cost him to have 
a burner installed, It is pointed 
out to the prospect that a defi- 
nite price cannot be given until 
such a survey is made. 

This company also has a tie- 
up with some other local oil 
companies whereby, if they sell 
a burner, they get the fuel oil 
contract for one year, and Buck- 
ley and Scott do the installing 
and servicing. After the first 
year is up, however, Buckley 
and Scott is free to go to these 
burner users and solicit the fuel 
oil business, stressing the point 
that they can offer a complete 
service with undivided respon- 
sibility. 

Service is more than just a 
high-sounding word to Buckley 
and Scott. Dependable fuel oil 


delivery service is practiced 
with a vengeance and has 
brought many customers into 


the fold. A shining example oc- 
curred during a severe snow 
storm last winter when roads 
were impassable. It was impos- 
sible for trucks to get through 
to make deliveries. Fuel oil 
customers had to be served, so 
this company pressed all hands 
into service, and, using their 
automobiles, they proceeded to 
transport 5, 10, and 25-gallon 
April 1, 
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containers of fuel oil to their 
customers so they could have 
heat. Many times it was neces- 
sary to carry these cans a thou- 
sand feet or more on foot to 


make the dump due to the con- 
dition of the roads and drives. 
This demonstration of service 
brought comments from many 
neighborhoods, which were fol- 
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This Service Agreement 


any parts of the equipment, the 
notify 
such replacements 
required therefor. 

This 
other 


without further 


not valid 
Company's 


Agreement is 
than 


hauling and adjusting as may 
Service calls resulting 
by Company 
ply of oil in the storage tank; 
or thermostat not calling for 
will be billed at regular hourly 
For service rendered under 
price shall be payable within 
hereof, and the balance on or before 


] PLAN NO. 1. to be 


rates. 
the 


Burner 


Agreement. The 


Service 


this 
any 


Not more than one burner 


Location of Equipment 





SERVICE AGREEMENT 


agrees to 
the plans contained herein from date to May 31, 193 
covers only 
burner and controls which are a part of the oil burner installation. 
Whenever, due to ordinary usage and wear, it shall be necessary to replace 


the Owner of such condition and at 
charge, 


unless 
employees 
making any adjustments or changes to the equipment, except as instructed 


by the Company. The ; Company will not be 
responsible for any failure of burner and/or equipment. The Company 
undertakes under the terms outlined in this Agreement to do such over- 


from time 
from failure 
scheduled delivery) to maintain a sufficient sup- 
power interruptions; 
heat are 


following 
thirty 
January 


cleaned 


September 15, 19 one start up in the Fall and emergency service. 
Price $ : 

PLAN NO. 2. Same as Plan No. 1, and in addition to include, without 
call by the Owner, one inspection each month from November to May 
inclusive. Price $ 

|} PLAN NO. 3. (Equipment not manufactured by the 
Company.) Either of the above Plans may apply, but the 
Company does not guarantee the availability of any repair or replacement 
parts which may become necessary for any reason during the duration of 


Company 
Agreement after inspection of the burner or burners involved. 
Price same as above given after each Plan. 

In addition to the Service Plans described, the Company will carefully 
and thoroughly clean the smokepipe and the combustion spaces of the boiler 
when the burner is cleaned and inspected. 
will be 
under the above plans for the price stipulated. 

A second burner at the same address will be serviced under Plan number 
as the 


one for the same additional price 
Under Plans number two and three 
will be serviced at $ additional. 
This Agreement is for servicing 


Service on these Plans will be available twenty-four hours a day from 
October 1st to May 31st. From May 3ist to October Ist, service hours 
will be from 7 A. M. until 12 Midnight. 

This agreement may be terminated On written notice by either the 
Owner or the Company, provided payments have been made 
as agreed and the Service Agreement has been in effect four months. Any 
unearned sum shall be refunded at the rate of 1/12 of the agreed price 
for each full. month remaining between the date of the written notice and 
the Service Agreement completion date. 

The Company will not be responsible for damuges resulting from fires 
accident and delavs unavoidable or vevonad its control 
Accepted Date 
Ownet! 


, 193 
City Date 
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labor required directly on the oil 


Company shall immediately 
the Owner's request shall make 
except for parts and material 
the Owner 
from 


prohibits any 
rendering service or 


persons 


to time be 
of the 


necessary. 


Owner (except When supplied 
in the basement 
Agreement and 


waiter 
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the agreed 
ieceptance 


plans, one half of 
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days 


and carefully inspected before 
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Price $ 
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first burner. 
a second burner at the same address 


Burner(s) for $ 


COMPANY 








13 
Model Burner 
Make of Burnet 
A form of burner service agreement betiveen the householder and the burner 
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lowed by new oil business when 
the contract season started. 
Buckley and Scott maintains 
a large show room conveniently 
located in Providence. In addi- 
tion to displaying burners, the 
company also sells and displays 
its other specialty products, in- 
cluding electric refrigerators, 
insulating material for homes, 
and air conditioning equipment 
Each division has its own sales- 
men, and quite often one fur- 
nishes the other with leads. 


Major Petroleum Co. 
Philadelphia 

This company has been hand- 
ling burners less than a year. 
Forced into the burner business 
in order to hold its fuel oil gal- 
lonage, it sells an assembled 
type of burner which is market- 
ed under the Major name. The 
burner is sold only through 


commission salesmen, It is felt 
that to sell the burner through 
the company’s service stations 
would simply add another mar- 
gin to the selling price of the 
burner, so this method of sell- 
ing has been eliminated to hold 
down the price. 


The burner is exhibited in a 
novel display room, which is 
fashioned after a remodeled 
basement room. The effect is to 
show how oil heat can make a 
recreation room possible in the 
basement. The walls are all 
paneled, the floor covered with 
linoleum, and in the corner is 
a bar complete with counter and 
shelves stocked with empty but 
nevertheless impressive looking 
bottles. Only one burner is on 
display in the room, and it is 
installed in a furnace and op- 
erating. A large display of burn- 
ers was deliberately avoided on 
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This is the form used by Buckley € 


Scott salesmen, in Providence, R. I., for 
making a heating survey of a prospect's 


price on an oil burner. On the reverse 
the listing of all radiators and coils, the 


home before quoting him a definite 
side of the card spacé is provided for 
number and diameter of flues, and the 


sizes and kinds of air intakes 





the belief that it would merely 
add to the prospect’s confusion 
in his choice of a model. 


Loughborough Oil Co. 


Washington 


In the fuel oil business since 
1921, this company went into 
the burner business in 1933 — 
forced into it in order to hold 
its fuel oil gallonage, Faced 
with a competitive situation in 
the form of a low priced burner 
coming into the local field, 
Loughborough was forced to of- 
fer some special inducement to 
its prospects to offset the differ- 
ence in price between its burner 
and the low priced competing 
unit. As a result the company 
gives 5 years free service with 
each new burner. This service 
clause is based on the buyer us- 
ing the company’s oil for the 
period of the service contract, 
a feature which ties up the 
burner with the oil in an effec- 
tive manner. The plan is work- 
ing successfully, and Lough- 
borough is now competing fa- 
vorably with the lower priced 
burner. 

In 1933 the company sold 175 
burners, in 1934 it sold 250, in 
1935 400 units were sold, and it 
is estimated that, by the end of 
1936, the orders for the year 
will amount to 900. 

The company employs 5 good 
burner salesmen, believing that 
the best plan is to have a few 
good men rather than a large 
staff of fair salesmen. One man 
sold close to 100 burners in 
1935. 

According to Loughborough, 
a company contemplating enter- 
ing the burner field should be 
able to sell 250 units a year to 
make the venture profitable 
from the burner standpoint. 

Just as there is now a premi- 
um gasoline, lubricating oil, and 
coal, this company believes that 
the next step in the fuel oil 
market will be a branded pre- 
mium fuel oil, Fuel oil at pres- 
ent is a standard item and diffi- 
cult to sell except on the basis 
of service and the integrity of 
the company. For the oil com- 
pany that does not sell burners, 
it is felt that this premium oil 
would be the only means of 
building fuel oil gallonage. 
However, the cost of promoting 
and educating the public to the 
value of a premium fuel oil 
might easily be greater than 
the cost of selling burners in 
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an effort to capture regular Barker Mfg. Co. use this method of ap- Customers on a permanent basis. 


fuel oil business. 


Sherwood Bros. 
Baltimore 


Forced into the burner busi- 
ness in 1932 in order to main- 
tain its fuel oil gallonage, this 
oil company took over the op- 
eration of local burner distrib- 
utors in both Baltimore and 
Washington, D. C. The follow- 
ing figures concern Baltimore 
only, though the policies are 
generally the same in both 
cities. Marketing policies are 
adjusted to market conditions 
from time to time. 

Since entering this branch of 
the business, the company has 
sold over 2000 burners, 800 of 
which were sold last year. 
Twenty salesmen are employed. 


who are shooting at ae sales 
mark of 1000 units for 1936. 
The company is now serving 
about 6000 customers who are 
using more than 50 makes of 
burners. Because of the com- 


petitive situation in Baltimore. 
Sherwood sells burners on a 
5-year free service plan. 
Believing that the time is 
now here when burners and fuel 
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proximating oil consumption for a pros- 

pect. The chart is based on degree-days 

and upon an average fuel oil with 141,- 

000 B.t.u. per gallon. An example in 

the upper right corner explains the op- 
eration of the chart 


oil should be sold by the same 


company, Sherwood sells auto- 
matic heat on a one-responsi- 
bility basis burner-service- 
oil. 


There is no secret about sell- 
ing burners, according to this 
company. The formula involves 
a progressive merchandising 
and selling plan, a knowledge 
of heating and oil heat, and of 
installing and servicing burn- 
ers. 

Sherwood Bros. believes that 
a successful fuel oil business is 
built on satisfied customers, 
which evolves around selling a 
good burner at a fair price and 
guarantee, properly installed 
and serviced, and giving good 
fuel oil at a competitive price 
and on a good delivery basis. 

This, in turn, is based on a 
permanent sales force with low 
turnover, which permits sales- 
men to become acquainted with 


With the high turnover of sales- 
men contributing to the high 
sales cost, Sherwood has worked 
out an attractive plan which en- 
courages its salesmen to stick 
by the company if they are 
good men. 


Under this plan salesmen are 
paid a commission on burners 
sold during their first year with 
the company. After that they 
have the option of remaining on 
a commission basis or going on 
« Salary equal to 75 per cent of 
their monthly commission aver- 
age the year before, plus sea- 
sonal adjustment with commis- 
sions. 

In addition, when salesmen 
obtain a fuel oil contract, either 
with or without a burner sale. 
they are paid a commission 
equal to !y-cent per gallon on 
the sale. This commission con- 
tinues as long as the customer 
buys Sherwood fuel oil, making 
it to the interest of the sales- 
man to contact that account 
regularly. This makes a good 
yearly income for the salesmen 
who have built up a number of 
such oil accounts and it serves 
to keep the customer on the oil 
company’s books. One salesman 
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makes about $800 per year on 
his fuel oil commissions alone. 
The plan is unusually successful 
in binding the sales organiza- 
tion into a contented and per- 
manent staff. 

All of the company’s 500 em- 
ployes are burner salesmen, too. 
Any sale developing as a result 
of such leads pays the employe 
$10. In 1935 about 165 burners 
were sold as a result of leads 
furnished by employes. 

Burners are advertised at the 
company’s service stations by 
signs and banners. A small 4- 
page newspaper, the Home Com- 
fort News, is also passed out at 
the stations. It explains the ad- 
vantages of oil heat and Sher- 
wood automatic heat in particu- 
lar. 

Selling a commodity such as 
heating comfort takes the com- 
pany into the home on a more 
intimate basis than would other- 
wise be possible. The company 
has found it to be the case that 
a satisfied user of Sherwood au- 
tomatic heat will frequently 
geo to a Sherwood service sta- 
tion for his car needs. The lit- 
erature which the company’s 
heating customers receive 
makes it quite plain that the 
Sherwood oil heat is furnished 
by the same company that has 
served Baltimore for so many 
years through its service sta- 
tions. Also at the service sta- 
tions the car owner is reminded 
through the medium of display 
boards and literature that the 
same Sherwood that sells him 
gasoline and oil also makes the 
burner by that name. 

The company now has under 
way a spring sales campaign in 
which the burner customer may 
have his burner installed now 
upon payment of $25 down, and 
then pay no more until fall, 
when regular monthly payments 
begin, with 3 years in which to 
pay, To prospects who raise the 
objection that they have coal 
left in their bins that they do 
not want to sacrifice, the Sher- 
wood company offers to buy the 
coal from the prospect at the 
price he paid for it. 

The company delivers fuel oil 
from numerous sub-depots in 
various sections of the city, and 
advertises the fact that there is 
a depot within a few minutes of 
every Sherwood burner owner. 
When oil is ordered any day be- 
fore 3 p. m. it is delivered that 
day on the regular delivery. On 


one day alone, Sherwood de- 
livered 109,150 gallons of fuel 
oil to 491 different homes, and 
all on schedule, 


Colonial Fuel Oil, Inc. 
Washington 

This company began business 
50 years ago as a wholesale 
coal operator, Through a num- 
ber of well distributed coal 
dealers a branded coal was sold, 
known as ‘‘Colonial’’. 

Last June the company took 
over the distribution of an oil 
burner and took on fuel oil at 
the same time, Their coal dealer 
outlets were transformed into 
burner and fuel oil dealers and 
the fuel oil is sold by all deal- 
ers under the brand name of 
Colonial’, The company has 56 
ot these dealers over which it 
maintains a strict price control 
on fuel oil. The result has been 
that Colonial has been an im- 
portant factor in stabilizing the 
fuel oil market in Washington. 

The dealers, in most cases, do 
not own storage tanks or tank 
trucks. When they get a fuel 
oil contract, on which they are 
paid a commission, the deliver- 
ies are made by the parent com- 
pany in a Colonial truck, and 
from the Colonial bulk plant. 
In a few instances the dealer 
has storage and trucking facili- 
ties to make his own deliveries, 
but the fuel oil is Known as 
Colonial, regardless of what 
dealer delivers it. In order that 
the dealer may keep his iden- 
tity with the customer, he bills 
him under the dealer name, 

The company services 2000 
burners of odd makes, a busi- 
ness which it inherited from a 
past distributor. Since entering 
the burner business last June, 
300 burners have been sold. 
These 300, together with the 
2000 units which the company 
acquired, are serviced by 4 men. 

The parent company makes 
all installations regardless of 
who makes the sale and main- 
tains a crew of men for this 
purpose, The servicing of the 
burners is up to the dealers, ex- 
cept in individual cases where 
the dealer is not sufficiently 
large to handle this operation. 
In those cases Colonial does the 
servicing, 

Free service is given on a 
new burner for one year. After 
that there is a_ flat service 
charge of $10 per year or $2.50 
per call. A considerable part of 





the cost of servicing burners is 
eliminated by having the truck 
drivers familiar with the burner 
mechanism so that they can 
handle minor servicing if nec- 
essary when delivering oil. All 
drivers, including those of the 
dealers who have their own 
trucks, are given a week of 
schooling in burner service. 

The company maintains a 
large building for office, display, 
repairing, and stock storage 
purposes, The building, which 
was built to house a restaurant, 
is admirably suited to its new 
purpose. The interior has a 
tavern-type appearance, with 
rough brick walls, rustic beam 
ceiling, and a soft lighting ef- 
fect that reflects a homey and 
intimate atmosphere. At one 
end of the large display room 
there is a bay which formerly 
served as a Stage for the restau- 
rant orchestra. It now contains 
a well lighted furnace with a 
burner installed and operating. 
This exhibit is a focal point of 
attention, 

One of the most interesting 
features of this company’s un- 
usual distribution set-up is that 
it allows the dealer to keep his 
identity. All newspaper adver- 
tising, for example, is identified 
only by the name ‘Colonial’. 
No address is given, but instead 
there is a_ reference’ which 
states that the reader should 
consult the yellow pages of the 
telephone directory where the 
address of the nearest Colonial 
dealer will be found. All deal- 
ers are listed in the telephone 
directory under the name of the 
oil burner and also under ‘‘Col- 
onial Fuel Oil’. 


Standard Oil Co. of 
New Jersey 
New York 


The largest oil company sell- 
ing burners went into the burn- 
er business to protect its fuel 
oil accounts and to build future 
fuel oil gallonage. Before tak- 
ing on a burner a survey was 
made in which it was concluded 
that the sale of burners would 
probably be more successful if 
the unit had the backing of a 
reputable oil company than re- 
lying solely on the burner man- 
ufacturer’s name. 

This company believes that 
the only way to sell burners is 
to sell automatic heat. Conse- 
quently the entire campaign is 
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|B pad depend on circumstantial evidence 
in the operation of your battery business. 
The run-down condition of a battery is only 
the flimsiest evidence that the battery is 
worn out—good batteries can run down. 
And on the other hand worn out batteries 
can be temporarily recharged— good for a 
few hours. To run a battery business success- 
fully, you must know the real condition of 
customers’ batteries. 


Exide Sure-Start Service eliminates guess- 
work and substitutes facts. Using the Exide 
Sure-Start instruments and procedure, an 
attendant with no battery experience can give 
expert service. The Exide Sure-Start Tester 
not only shows the true condition of a bat- 
tery, but it does so in a clear and simple 
way that any customer can 
see and understand. 


Exide Sure-Start Service 
enables the gasoline ser- 
vice station to sell new 
Exide Batteries with 
ease and with profit. In 
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Like the X-ray in modern medicine, 
the Exide Sure-Start Tester gives 
you and your customers the facts 





addition, it provides opportunities to sell the 
correct grade of oil, spark plugs, cables, etc. 
—merchandise for correcting those conditions 
on a car that cause the battery to run down. 


Here is an unequalled opportunity for the 
gasoline service station to make substantial 
battery profits without the nuisance and 
uncertainties of old-time battery service. Get 
in touch with us today. 


EXIDE HYCAP BATTERIES extra high capacity 
for the heavier electrical 
loads on today’s cars. 


— THE ELECTRIC STORAGE 


© ‘ = BATTERY CO. ... Philadelphia 
vou START 


\ ~ The World’s Largest Manufacturers of 
— - 
i 

A 


Storage Batteries for Every Purpose 


Exide Batteries of Canada, Limited, 
Toronto 


MODERN SCIENCE vs. CIRCUMSTANTIAL EVIDENCE 
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built around a unified responsi- 
bility plan, which offers the cus- 
tomer heating comfort with the 
entire responsibility of burner- 
cil-service in the hands of Stand- 
ard. 

Salesmen, operating both on 
commission and on salary, are 
given protected territories and 


are responsible for burner and 
fuel oil sales in that section. 
They are required to make a 
certain number of calls each 
week in their districts. These 
calls must be made on homes 
which now have the company’s 


burner, homes with a competi- 
tive burner, and homes that do 
not have oil heat 

Service station attendants, 
equipped with sales literature, 
are paid a $5 commission on all 
burner sales which develop 
from their leads. All employes 
of the company are salesmen on 
the same basis, including tele- 
phone operators, clerks, depart- 
ment heads and all. 

“The sale is made in the base- 
ment and not in the living 
room”’ is a cardinal principle of 
the Esso Marketers oil burner 
effort. Salesmen use the living 
room to convince the home own- 
er of the advantages of auto- 
matic heat but try to lead the 
prospect to the basement when 
he appears ready to discuss spe- 
cific equipment and prices. In 
the basement the salesman can 
begin the survey he must make 
of the owner’s heating require- 
‘ments before i can make a rec- 
ommendation of the oil burning 
equipment needed. The sales- 
man is not permitted on this call 
to recommend equipment or 
give any more than a general 
impression of the cost. 

He reports the information 
gathered on a survey form and, 
if qualified, recommends the 
equipment needed. If not, he 
obtains the recommendation 
from the company’s heating en- 
gineers If he has made the 
recommendation himself, it 
must be approved by the engi- 
neers before it is presented to 
the home owner. 

If it is found that the custom- 
er’s boiler apacity is in- 
adequate, or that any other defi- 
ciency in the heating system 
stands in the way of efficient oil 
burner operation, the sale of 
burner becomes conditional up- 
on correction of these deficien- 
cies. Burners will not be in- 
stalled until the company engi- 


neers 
ing 


approve the entire heat- 
installation. Burner sales 
have been lost because owners 
would not add boiler sections 
or permit correction of other de- 
ficiencies, but the Esso Market- 
ers prefer to sacrifice these few 
sales for the assurance that the 
burners that are installed will 
give users the utmost satisfac- 
tion. 

Once the salesman has the 
survey and recommendations 
approved he returns to the own- 
er, endeavors to lead him again 
to the basement on the theory 
that the owner will more keen- 
ly feel his need for automatic 
heat in basement surroundings. 
He tries to close the sale there. 


Arrow Petroleum Co. 
Oak Park, Tl. 
In an effort to increase its 
fuel oil business this company 
took on burners a year and a 


half ago. Local burner dealers 
were not doing an aggressive 


job of selling, and consequently 
few new outlets for fuel oil 
were available. 

As a result Arrow took on 
the dealership of about four 
makes of burners in addition to 
an assembled burner which it 


markets under its own company 
name. In taking on these burner 
franchises the company was able 
to build up practically overnight 
a prospect list for replacement 
acquired 


sales among its newly 
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burner customers, and also to 
get a good inside track through 
these burner owners in the mat- 
ter of fuel oil contract renewals 
tied up with burner service. 

In this company too, we find 
the one responsibility plan of 
burner-service-oil the backbone 
of the selling method. 

Salesmen are on a= salary 
basis. The commission method 
of payment was tried but the 
turnover of men made the sell- 
ing cost run too high. The sal- 
ary of the men is determined 
by the fuel oil gallonage in the 
territory which each man cov- 
ers. In other words, each man 
is given a territory which rep- 
resents an existing amount of 
fuel oil business. The salary is 
based on that gallonage and 
amounts to 14-cent per gallon. 
It the salesman increases it, 
this of course is to his benefit 
If the gallonage drops, the 
salesman loses. This plan keeps 
the salesman on his toes and is 


an incentive for him to sell 
burners, for a burner sale 


means more gallonage income, 
as well as a commission on the 
burner. 

The burner operations are set 
up as a separate division of the 
company. With its headquarters 
originally in an old railroad 
passenger car with a modernly 
furnished interior, the division 
moved in October, 1935, to a 
new building. Here, behind an 
attractive glass front exterior 
are housed a display room, of- 
fice, repair shop, garage, and 
stock room. 

The show room, equipped 
with modernistic furniture, is 
not intended to sell burners, ac- 
cording to Arrow. It is designed 
principally for the psycholog- 
ical effect it has on the sales- 
men, The company believes that 
salesmen are inspired by an at- 
tractive headquarters and that 
they appreciate having a place 
to which they are proud to bring 
their prospects. 

The company maintains a 
crew of 12 men who install and 
service burners. Free service is 
given on new burners for the 
first year, and after that a flat 
charge of from $10 to $25 per 
year is made depending upon 
the type of service given. 

The company expects to sell 
1000 burners in 1936, which 
represents an increase in fuel 
oil business of 2,000,000 gal- 
lons. 
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Standardization Holds Key to Economy 


In Modern Station Buildings 


OTORISTS who ride 
M across the United States 
3 accord special honors in 
the form of patronage to mar- 
keters of gasoline and oil whose 
attractive modern stations 
stand out day and night as 
beacons of up-to-date service 
and comfort. 


While most of the major oil 
companies have or are revising 
their stations to modern design, 
and a few have even employed 
such celebrated artists as Nor- 
man Bel-Geddes, Walter Teague 
and Ely Jacques Kahn to create 
the master patterns for their 
new stations, they have not 
done it for the sake of art or 
good design alone. The reasons 
have been grounded in the 
practical business logic of mar- 
keting executives who saw a 
cleancut path to broader cus- 
tomer appeal and larger profits 
through the modern architec- 
ture which characterizes sta- 
tions now going up all over the 
country, 


New building materials 
which lend _ themselves” to 
magnetic 24-hour appeal and a 
broad range of color and design 
created the first opportunity for 
art to make its contribution to 
service station appearance. The 
first well insulated, prefab- 
ricated stations—as_ different 
from the old corrugated metal 
buildings as the modern home 
from the old log cabin—came 
along five or six years ago. 
They offered real savings to the 
marketer who would stand- 
ardize his outlets so that one 
master pattern could. be 
adapted to the varied require- 
ments of his station sites and 
service. 








Through this combination of 
materials and methods, it be- 
came possible to provide sta- 
tions with a lifetime surface 
brilliance that is easily main- 
tained, at costs that were one- 
third to one-fifth the former 
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costs of exteriors having com- 
parable appearance and _ per- 
manence. 


Now, with leading companies 
erecting groups of 10, 25, 50 or 
more stations, bought at prices 
which reflect the economies of 
volume production and spread 
the cost of an artist’s design 
over the group, owners of in- 
dividual outlets and smaller 
groups of stations find it dif- 
ficult to keep pace without dis- 
proportionate modernization ex- 
pense. 


One way is open to them, 
through the use of standardized 
facilities which can be—and are 
—produced for unaffiliated in- 
dependents in much the same 
efficient, economical way that 
groups are made for single com- 
panies. While individual op- 
erators may hate to give up pet 


Manager, service station division, the 
Austin Co., Cleveland. 





By HARRY E. EIBER* 


notions of what their stations 
“ought to be,”’ they will be able 
to erect better, more efficient 
outlets at far lower costs by 
this means than if they try to 
work their problems out alone. 
They need not sacrifice their 
individuality in doing so, for 
distinctive appearances can 
be retained through enduring 
colors, insignia, surface designs 
and ornaments which do not 
interfere with the use. of 
standard prefabricated  con- 
struction sections through 
which the major savings occur. 


The widespread need_ for 
standardized stations among 
the smaller operators has al- 
ready led to the development 
of master models which are 
readily adaptable to almost 
every combination that position 
and size of site or diversity of 


Close-up of display bay in the modern standard type station constructed for the 
Kendall Refining Co. at Meadville, Pa, 








Three of a Kind---And Yet Different 





The three stations shown on this page are all of the same standardized prefabricated porcelain enamel construction de 

sign, the individual distinction being gained by relatively inexpensive variations in features which do not alter the 

standard form of design. The Conoco station is that of the Crown Point Oil Co. at Crown Point, Ind.; that of the Ken- 
dall Refining Co. is at Meadville, Pa., and the Pennzoil station is that of Charles P, Harvey, at Emporium, Pa. 
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service could dictate. Although 
less than a dozen basic types 
are now available, they provide 
for an almost endless variety of 
combinations which serve to 
indicate the ultimate possibili- 
ties in standardized construc- 
tion. Small stations which call 
for no sheltered lubrication 
facilities are available in sev- 
eral standard depths, to satisfy 
variations in lot size. In each 
the size and arrangement of 
office, storage room and toilet 
facilities is governed by the 
depth. Although there are but 
a very limited number of these 
standard types, they have em- 
ployed lighting, color and or- 


naments to attain a wider 
variety of dramatic. effects 
without sacrificing the ad- 


vantages of building according 
to the standard patterns which 
were available to all. 


One standard type, for ex- 
ample, has a three-faced dis- 
play bay extending out from the 
facade, with a coping around 
the top. When Texaco sought 
an imposing’ station which 
would stand like a pylon at the 
approach to the world’s most 
heavily traveled high level 
bridge, this type was pressed 
into service. A narrow upright 
luminous shaft was extended 
skyward from a door which 
marked the center of the bay. 
It was flanked with horizontal 
sections which extended along- 
side this shaft and reached from 
the station’s front to its back. 
The standard station with an 
over all height of 28 feet finally 
emerged as a fire chief’s hat 
double the standard height. 
Though this involved substan- 
tial expense, it serves to il- 
lustrate the range of uses to 
which one standard type can be 
put. 

In larger stations which pro- 
vide for enclosed lubritoriums, 
some with room for one and 
others for two cars; some with 
pits and others with headroom 
to accommodate hydraulic lifts, 
the same flexibility is true. The 
lubritoriums can be provided 
for either left or right side of 
the office area and toilets, with 
separate storage room or extra 
working area adjacent to the 
greasing space. But variations 
above and beyond the set floor 
plans must be of a-eminor 
nature or entirely ruled out. 

Four sizable companies op- 
erating in different territories 
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have used one type of two-stall 
station, 40 feet by 26 feet, and 
no two of these groups were 
alike. Each had a distinctive 
display bay extending out for 
several feet along the front and 
side balancing the lubritorium 
doors on the other side. Two 
used semi-circular glass bays to 
enclose the corners. Two others 
employed glass set in at angles 


in a diagonal fashion, which 
tends to eliminate plate glass 
reflections. One added three 


decorative quarter - discs’ to 
brighten up the angle separat- 
ing coping from the top of the 
bay. The other introduced a 
luminous upright shaft which 
carried the company’s name 
above the bay, and_ supple- 
mented the brand name which 
each of the four displayed in 
free standing channel type 
porcelain letters above the lu- 
britorium doors. 


INCE the cost of designing 

and engineering detail for a 
new station usually represents 
as much as a builder’s profit, an 
initial saving of that amount is 
possible wherever an available 
pattern is used without any 
variations. If the size of the 
order allows the manufacturer 
to purchase his materials for 
fabrication by carload lot, 
further savings occur. (This 
means 10 to 25 stations, de- 
pending on their size.) And, 
when the number of units on 
order permits extensive appli- 
cation of mass _ production 
methods, reductions may run 
from 10 to 25 per cent or more 
of the costs on a single station 
basis. 

It follows, therefore, that the 
extent to which independent 
service station owners’ will 
share the economies which have 
been opened up to larger com- 
panies depends largely upon 
their willingness to use avail- 
able standard models and to 
mobilize orders in volume 
which would entitle them to 
sizable price concessions from 
manufacturers. If the owner of 
a single station will take a 
building of any given size, with 
rooms located where he finds 
them in the standardized lay- 
out, he will save 10 per cent or 
more of the which would 
have been incurred had he in- 
sisted on his own original plan. 
If the owner of a group of three 


cost 


or four accepts one basic model 
for the lot, the percentage sav- 
ing will be increased, notwith- 
standing the necessity of his 
having some with lubritoriums 
on the right and the others on 
the left. 


Independent marketers would 
probably be on a parity with the 
largest companies in the pur- 
chase of service station build- 
ings, if they could marshall the 
scattered demand for units of 
a type and present orders cov- 
ering the assembled volume at 


one time. If this were accom- 
plished, participating inde- 


pendents might obtain the ad- 
vantages of quantity purchases. 


At all events, in this mass 
production era, when things 
used in quantity can be made 
best and cheapest on a large 
scale basis, it would seem 
wasteful for the hundreds of 
smaller marketers to fill their 


urgent station needs without 
drawing on the experience 
which station manufacturers 


have gained in meeting the re- 
quirements of the largest com- 
panies. 


It used to be the habit among 
city folks to get a crate of eggs 
direct from the country once a 
week, and to parcel out the 
shipment between neighbors 
and family, so that they all 
could get their eggs a little 
better and a little cheaper than 


if each bought a dozen at a 
time in the corner’ grocery 
store. Someone always had to 


do the counting and collecting, 
but it always paid. 


In the end, independent 
service station owners may find 
that co-operation is no _ less 
worthwhile for them, when they 
try to erect stations equal to the 
best but at prices a little lower 
than they singly can command. 


Installs Motor Testing 


Equipment 


CHENOA, I1l.—Motor testing 
equipment was installed recent- 
ly ata station here of the Wahls 
Bros. Oil Co. 

The charge complete 
motor test is $2.50, but the 
equipment is used mainly as an 
auxiliary to the battery depart- 
ment in finding electric defects. 
The station is equipped to offer 
all but heavy repair service. 


for a 








Underground Station Layout 


Accessibility and Flexibility in Its Use are Im- 
portant Features to Meet Modern Requirements 





HE ability of service sta- 

A tion underground piping 

and tankage to be ‘buried 
alive’ and to continue to stay 
“alive” for years without atten- 
tion or consideration, is deserv- 
ing of a bow, or at least a vote 
of recognition, from the petro- 
leum industry. 

It is tribute to the efficiency 
of the material and to the 
architects and engineers who 
design and build stations today, 
that the piping and tanks can 
be buried in the 


” 


ground, cov- 
ered over with dirt, cinders, 


slag, and finally sealed under a 
cement drive, and then con- 


tinue to function without fur- 
ther attention for years. 

In general the tendency in 
locating tanks is to keep them 
away from the service drives or 
at least to keep the fill boxes 
away from the drive, so that 
tank trucks making a dump 
will not interfere with free ac- 
cess to the pumps. There are 
two schools of thought on the 
matter of tank location. Some 
believe the tank should be as 
close to the pump as possible 
for reasons of efficiency in 
pumping. Others are of the 
opinion the tank should not be 
under the drives if for no other 







































Fig. 1 The poping arrangeime nt ¢ mploye d by the Standard Oil Co. of Neu 
Jersey at its stations makes use of a manifold in routing its suction lines to 
the various pump locations. In the case of the smaller tanks, one suction line 
serves to connect the tank with the manifold 
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reason than that the vibration 
‘aused by cars on the drive 
tends to loosen the joints and 
cause leaks which often entail 
costly repairs. 

There are few cases where 
the suction line from the tank 
to the pump, if more than 100 
feet, does not overtax the 
modern dispensing pump. How- 
ever, the tendency is to keep 
the suction line as short as 
possible. Shell Eastern accom- 
plishes this by locating the 
pumps and tanks in close con- 
nection and running the fill 
line to the tank from a point 
off the drive. 

Underground station tanks in 
general are being installed in 
sizes ranging from 500 to 3000 
gallons, the tendency being to 
use as large ones as local regu- 
lations will permit. More oil 
companies seem to be educating 
their outlets to the economy in 
taking a larger dump of gaso- 
line, which, of course, also 
materially cuts down the de- 
livery cost of the supplying 
companies. 


Suction lines between pumps 
and tanks are in general two 
inches in diameter for lengths 
over 50 feet, and 1.5 inches for 
lengths less than 50 feet. This 
has been quite common practice 
for most companies for some 
time. Last year, however, the 
Shell company made a test at 
one of its stations in the east 
to determine the relative effect 
of various lengths of 2-inch and 
1.5-inch suction lines on the 
pump delivery. The test showed 
no appreciable difference’ in 
pump output for the two sizes, 
and as a result Shell stand- 
ardized on the 1.5-inch suction 
line. 


Vent lines vary from 1 inch 
to 1.5 inches. Standard of New 
Jersey’s regular practice on 
vent lines specifies 1-inch for 
1000-gallon tanks and 1.5-inch 
for tanks over that capacity. 
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The Standard Oil Co. of Indiana 


specifies that the vent pipe 
shall be 1.25 inches where the 
pipe length does not exceed 60 
feet. For any vent exceeding 
that length, a 1.5-inch pipe is 
required. The Indiana company 
also specifies that vent fittings 
must be at least 10 feet above 
the ground, not less than 3 feet 
from any window, and not less 
than 25 feet from any opening 
into a basement. 


Copper piping has yet to come 
into its rightful place in under- 
ground construction at service 
stations. Its many advantages, 
not only in installation, but in 
eliminating fittings and improv- 
ing the directness of flow from 


tank to pump have’ become 
recognized among the leading 
oil companies. One oil com- 
pany in a friction test found 
that one ell in an iron pipe 
system created as much fric- 
tion in the flow in the gaso- 


line line as is found in 20 feet 
of straight pipe. On this basis 
the savings with copper pipe are 
apparent. 


Service station construction 
engineers will tell you the 
greatest gift from heaven and 
the station equipment com- 
panies in recent years is the 
removable check valve which is 
located in the suction line just 
at the top of the tank exterior. 
The use of these valves has be- 
come quite general and at prac- 
tically all new stations these 
valve units can be easily re- 
moved for cleaning by means of 
a slight wrench operation. <A 
concrete-breaking sledge is now 
obsolete equipment for the re- 
pair of check valves. The ef- 
ficiency of this new check valve 
in many cases has eliminated 
the need of a foot valve at the 
lower end of the suction line in 
the tank. 

In spite of the degree of 
standardization of underground 
equipment, oil companies indi- 
vidually have exercised a con- 
siderable amount of ingenuity 
in the development of that 
space between the underground 
tank and the pump at the is- 
land. Fig. 1 and 2 with this 
article will illustrate the point. 
They show the standard piping 
diagrams for the Shell Eastern 


follows the method of manifold- 
ing suction lines into a common 
yoke (See Fig. 1). On tank No. 
1, in the diagram, two suction 
lines are used, both entering 
the yoke, but from opposite 
ends. Three suction lines lead 
from the yoke to the pumps, but 
the number may be easily in- 
creased to 4 or 5 lines. On the 
smaller tanks, Nos. 2 and 3, one 
suction line serves each tank to 
the yoke, and beyond the yoke 
as many suction lines as are 
needed may be placed in serv- 
ice. The gate valves are located 
so as to shut down or open 
any pumps without disturbing 
others in the system. 


The large tank has its own 
manifold entirely separate from 





the smaller tanks. The two 
smaller tanks are hooked up 
through a common yoke but 
may be separated into two 
divided systems by means of a 
valve. 

The manifolds of the two 
systems are brought together 
at one point, as shown in Fig. 
1. They are surrounded by a 
36-inch wrought iron culvert 
and covered by a 24-inch cast 
iron manhole cover. 

The Shell diagram, Fig. 2, 
shows a system using a separate 
suction line for each pump from 
tank to pump. Each pump has 
its own separate piping system 
from the tank. The gasoline 
enters the suction line in the 
tank through foot valves and is 
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. Petroleum Products, Ine., and Side Elevation 
. for the Standard Oil Co. of . 
. New Jersey. 


Fig. 2—The standard practice of the Shell Eastern Petroleum Products, Inc., 


The Standard of New Jersey entails the use of a separate suction line for each pump from the tank 


April 1, 1936 








pulled through 1.5-inch lines 
past a check valve with an ex- 
tractor fitting, up to the pump. 
Shell specifies that all lines 
pitch downward toward the 
tanks at a grade of at least a 
quarter inch to the foot. This 
includes the vent lines as well 
as fill and suction lines. 

Most station piping layouts 
are now set up so that the fill 
can be made through the gauge 
pipe instead of through the fill 
pipe when occasion warrants. 
Fill pipe sizes of 2.5 or 3 inches 
are most normally used. 

One of the show places of the 
middle west if one can use that 
term in discussing underground 
layout, is the installation at the 
combined service station and 
bulk plant of the Larkin Co., 
at Peoria, Ill. Here all grades 
of gasoline and lubricating oil 
are transferred and transported 
by means of air pressure. In- 
stead of pumps, air compressors 
form the heart of the system. 

All tanks are located under- 


ground, including the _ four 
20,000-gallon bulk_ storage 


tanks for gasoline which are 
close to the tracks and are 
filled by gravity from the tank 
cars. Under the service station 
are five 2000-gallon tanks for 
gasoline, and there is sufficient 


additional tankage to store 20,- 
000 gallons of lubricating oil. 

A 25-cubic-foot-p e r-minute 
compressor, powered by a 220- 
volt motor, is used to keep an 
air pressure of 12 pounds per 
square inch in the tanks at all 


times. Two other compressors, 
a high and a low pressure, are 
kept in readiness for emer- 


gencies. Pressure control valves 
are used to maintain the pres- 
sure at 12 pounds within the 
tanks, 

The pressure built up by the 
air in the tanks performs many 


duties. Transfers are made 
from one tank to. another, 


blending of gasoline is done in 
the large bulk storage tanks, 
constant pressure is maintained 
at the gasoline hose nozzle on 
the drive and at the various 
outlets for lube oils about the 
station, lines are blown clear in 
the manifolds, and the service 
tanks are filled from the bulk 
storage’ tanks. rasoline is 
delivered at the nozzle at the 
rate of 18 gallons per minute. 

A gauge is provided on each 
gasoline line between the tank 
and the dispensing unit. When 
the level of the fuel in a tank 
goes below the one-foot mark, 
the delivery pipe, which extends 
into the tank to within a foot 
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of the bottom, begins to receive 
air. This acts on the gauge to 
make a contact which lights a 
signal in the station. This light 
indicates to the operator that 
the tank is running low and he 
immediately turns a three-way 
valve which closes that tank off 
and opens another. 


All pipe, including that for 
air, gasoline, and oil, leading to 


each tank is equipped with 
quick-closing valves to which 
sash weights are attached by a 
loose chain. The weight hangs 
from a 150-degree fuse, so that, 
in case of fire, the fuse will 
break and the _ pull of the 
weight on the chain will close 
the valve closing the tank com- 
pletely. 

The air line to each tank is 
equipped with a pop-valve as a 
precaution against excessive 
pressure being built up in the 
tank. An additional precaution 
against a possible tieup of the 
system due to failure of a com- 
pressor or power shutdown, is 
provided in an auxiliary tank 
where a storage of compressed 
air is always maintained. 

Each gasoline tank is _ pro- 
vided with a pipe which runs 
to the inside bottom and is 
equipped with a valve which 
can be opened to remove any 
water that has settled in the 
tank. 

Two oil lines lead from each 
lube oil tank, one going to the 


station, the other to the lubri- 
cation pits. Each line is sup- 
plied with a meter. Every 


meter is checked at the end of 
each work shift so that records 
may be kept in order on the 
sales made by every group. 

Gasoline vent lines extend 
65 feet in the air directly above 
the station. These lines are 
kept closed except during a 
period of cleaning or filling the 
tanks. 

While the initial cost of in- 
stallation of this job was such 
as to discourage imitators, the 
company is more than satisfied 
with the saving that the system 
has made in evaporation losses 
and in operating economy, as 
well as its many safety fea- 
tures. 

Only the bulk storage tanks 
are buried in the ground. The 
remaining tankage and piping 
are located in a bricked-in base- 


ment under the station, so that 
all piping and valves” are 
readily accessible. 
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Stations Can Be Re-Styled 


NE of the most inherent 

instincts of man is still in 

its first stages of recogni- 
tion as an aid in service station 
selling. In other fields it is so 
well recognized that few ar- 
ticles sold in stores today fail to 
take advantage of it to at least 
some degree. It is the attraction 
of brilliance, sparkle, or luster. 
All these characteristics are 
totally dependent upon light 
and in proportion to it. 

Many commodities can never 
partake of these properties 
themselves. Attractive contain- 
ers help to sell them. The im- 
mediate popularity of cello- 
phane is due to the fact it dis- 
plays the article while at the 
same time it protects it from 
dirt and appears to impart to it 
a sheen. Only when the visible 
gasoline pump reached the 
height of its popularity was 
there any attempt to make 
gasoline attractive by color, the 
glass tank supplying the reflec- 
tive power. 

Now the pumps themselves 
and station buildings, even the 
service equipment, are being 
tabricated of materials having 
this quality of attractiveness. 
The service station is to gaso- 
line what the wrapper can be to 
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Nine 400-watt mercury vapor 
lamps and five 500-watt tungsten 
lamps produce this “daylight” 
setting at a station of the Stand- 
ard Oil Co. of New Jersey at 
East Orange, N. J. They are 
mounted atop five 25-foot poles. 
Separate fixtures supply high 
levels oT illumination on the 
pump islands. Photo courtesy of 
Westinghouse Lamp Co 


Modern Building Materials Are Now Available for Exter- 
nal and Internal Redecoration of Existing Properties. 
Lighting Also Plays Its Part in the Modernization Program 


By M. G. VAN VOORHIIS 
N. PLN. Staff Writer 


other articles. Old, drab and 
Shabby stations are therefore 


being replaced or modernized 


with the brightening surface 
veneer of such materials as 
porcelain enameled steel, terra 
cotta, tile, glazed brick, and 
glass. Stainless steel, alumi- 
num, and chromium also play a 
considerable part in producing 
striking effects when used as 
trim. 

All of these materials are 
lustrous not only when new but 
need only an application of soap 
and water or other common sol- 
vents and cleansers to keep 
them bright and shining. They 
are available in a wide range 
and variety of color including 
the brightest hues. The designs 
which have been developed for 
use of these materials are 
simple and popularly attractive. 
They need not be forbidding to 
the most humble nor insuffici- 
ently impressive to the fastidi- 





cus. The aim has been toward 
utilitarian designs and not to- 
ward designs to overawe nor 
even imitate any other pre- 
existing architecture. A design 
can be simple and inexpensive 
and still be attractive and sug- 
gestive of filling the gas tank or 
having the periodic grease job 
done. 

Many illustrations of the new 
er modern stations have been 
shown in the pages of NATIONAL 
PETROLEUM NEWS _ in past 
months. These, although lack- 
ing the coloring which really 
sets them off, have given some 
hint of the trend in station de- 
sign. The accompanying pictures 
are chiefly illustrative of trans 
formations which have been 
wrought by modernization of 
existing stations. 

Luster and color have been 
mentioned as attractive forces. 
Without pleasing combinations 
and designs their attractions 
can be turned to repulsion, how- 
ever. For oil companies con- 
templating modernization of 
stations it is fortunate that 
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those who sell building mate- 
rials have accumulated many 
outstanding designs which are 
available either by writing di- 
rect to the company or throug! 
local architects who work with 
the materials. As suggestions 
they help in visualizing similar 
remodeling in other stations and 
afford an approach to the sub- 
ject of costs. 

Manufacturers of commodi- 
ties have already learned to 
their dismay that factors other 
than actual utility influence 
sales. Take one specific exampl°, 
the old ‘tinny’? alarm clock 
with a bell on top. Many thou- 
sands were sold until attention 
was given to a better design. Al- 
though the shiny metal gave it 


a luster, it was without both 
color and pleasing design. 
The same is true of many 


other articles in use every day. 
Washing machines, electric re 
frigerators, furniture, automo- 
biles, radios, cameras, check 
protectors, typewriters, and s9 
on are gaining consumer prefer- 
ence because of the interest 
aroused in their design. But 
design is not just for appear- 
ance, it is for utility. Exposed 
mechanisms and unnecessary 
contours make for a quick loss 
of the original newness and 
hasten deterioration. 
Competition has brought into 
industry a group of people 
whose business it is to find out 
what people want to buy, rather 


than what the manufacturer 
wants to make. Psychologists, 
designers, stylists, merchan- 


cisers, promoters, advertisers, 
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and research specialties study 
consumer preferences to evolve 
merchandise and sales messages 
which the public will accept. 

The merchandising of gaso- 
line has reached the same stage 
of competition in the last few 
years and a similar answer will 
be found. Where business is 
impersonal, money flows in the 
direction it is attracted, first by 
visual appearance, then by qual- 
ity of merchandise and services 
rendered. 

A leading architect expressed 
the same thought from a differ- 
ent angle. In a letter to Na- 
TIONAL PETROLEUM NEwSs, rec- 
cently, E. D. Pierre, of the ar- 
chitectural firm of Pierre and 
Wright, Indianapolis, winners 
of a national contest in the 
building of the Indiana State 
Library, asserted “I believe the 
traveling public is just as design 
conscious of filling stations as 
they are of the automobile... . 
The architecture of a filling sta- 
tion has the right to assert it- 
self as a strictly commercial ad- 
vertising and sales unit instead 
of trying to be something 


else ....I1 believe that in the 
next few years there will be 
fewer stations than there are 


today but they will be properiy 
planned.’’ In other words, he 
says, the problem of the motor- 
ist will be analyzed and a solu- 
tion supplied that will make 
business increase a natural 
sult. 


re- 
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This viewpoint of studying 
each individual service station 


site and then building to suit 
such factors as the shape of the 
property, its approaches, visibil- 
ity from all angles, grading, 
surrounding architecture, class 
of customers, and so on is some- 
what at 


variance with major 
company practice. Minimum 
costs result from using the 


same design in all its stations. 
To do this is to compromise with 


other factors, says the archi- 
tect. 
Builders and architects are 


not enthusiastic about remodel- 
ing service stations. However, 
under the conditions that the 
location has been tried out and 
the business is there but some- 
one else is getting it, perhaps on 
the next corner or several miles 
down the road, the proper pro- 
cedure is to find out what the 
possibilities are in making the 
existing station attractive. It 
goes without saying that clean- 


liness and neatness of station 
and attendants are the first 


considerations whether the sta- 
tion is new or old. Promiscuity 
of advertising signs, merchan- 
dise and tools and unleveled 
drives can frustrate the best 
modernization program. 

If the market 
haps lost to 


is there, 
more attractive 
competitors, the service right, 
facilities complete, and the 
building is satisfactory in its ar- 
rangement, position on the lot, 
and is structurally substantial, 
then external redecoration is 
the answer. If any of these con 
ditions is not met, then tear 
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down the old and build new, 
says the builder. It will cost less 
in the long run. 


A letter to some of the manu- 
facturers of these materials for 
modernization before consulta- 
tion with an architect may re- 
sult in a saving on costs. The 
manufacturer will either reply 
with the data requested or refer 
inquiries to the nearest distri- 
butor who can supply illustra- 
tions and estimates of costs 
without obligation. 


A convenient form for collect- 
ing the necessary information 
concerning the station prior to 
giving modernization in costs is 
supplied by some of the com- 
panies supplying materials for 
this work. They call for the 
necessary dimensions, informa- 
tion about the location, sketches 
if possible or photographs of the 
existing building. To those who 
supply rough sketches’ these 
companies will return a sugges- 
tion for a new front. When a 
sufficient number of ideas have 
been gathered together by the 
station owner by this means and 
by looking over back issues of 
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a local architect can offer 
further suggestions and com- 


plete the plan. Most materials 
manufacturers feel that they do 
not want to usurp the archi- 
tect’s work because of their 
own dependence upon them. 
There are several factors to 
be considered in selecting a ma- 
terial for modernizing the sta- 
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The 


modern appearance of the Giant 


Auto Service station in Chicago, was 
secured by putting on a terra cotta 
front over the original dark colored 
brick 
a a ® 


tion. Just as there are good and 
poor quality paints, there are 
varying grades of building ve- 
neer. Unless the structure is to 
be temporary, the best materials 
should be demanded. Unwar- 
ranted prejudice against newer 
materials has already been 
aroused by the use of inferior 
quality and poor construction. 
The life of materials de- 
pends upon their resistance to 
atmospheric conditions, temper- 
ature, moisture, acid forming 
gases, and light These elemen- 
tal forces will crack, weaken, 
discolor, and fade poor mate- 
rials. Even if the materials are 


good, poor cement or rusting 
nails and brackets may cause 


disintegration and rust stains. 

The use of porcelain enam- 
eled steel in buildings appears 
to have been amply tested over 
a period of years. Standard of 
Ohio and Standard of Indiana 
are both using it and finding it 
satisfactory. The story of Stand- 
ard of Ohio’s new stations of 
this material is in this issue. In 
a remodeling job exact dimen- 
sions within a sixteenth of an 
inch are absolutely necessary, 
nor will the original building 
plan be of any account, for the 
errors of construction must be 
covered in resurfacing and each 





piece of enameled steel is made 
to order from these dimensions. 
If these measurements can be 
made locally by someone of ex- 
perience following the direc- 
tions given by a construction 
company the costs will be 
than if the company is required 
to send someone out to super- 
vise every detail. 

Sometimes the advantage of 
thinness of enameled steel is 
important in resurfacing, par- 
ticularly when the building is 


less 


setting on the property line. No 
other material can be used 
which changes the dimensions 


of the building so slightly. 

Glass is commonly considered 
fragile but instances can readily 
be called to mind of large plate 
glass windows which have stood 
for years without breakage. 
Structural glass is thicker, and 
according to glass makers, has 
other properties developed in 
recent years which have made 
it suitable for building fronts. 
It is applied in such a manner 
that it carries no weight other 
than its own. 

Some of the strongest color 
combinations are available in 
glass. Decoration can be effect- 
ed either through color con- 
trasts or by sandblasted desigr. 
Two-tone effects can be pro- 
duced by blasting deeper in 
some spots than others. Metal 
trim is effective with it and it 
yields to the straight line sim- 
plicity of design which is fea- 
tured in functional buildings. 
One manufacturer stresses the 
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When the Farmer Understands His Stake 
In the Oil Industry— 


principal oil producing states at least, 

he will be much more sympathetic to- 
wards the oil industry’s interests and against 
the legislative and taxation proposals which 
are constantly coming up and which would 
hamstring the oil companies in their legit- 
imate development programs. 


Tv chances are that, as a class, in the 


The income to the farmer landowner from 
the drilling and producing operations of the 
oil companies runs into many millions each 
year in each of several of the oil states, as 
was first brought out in the article in the 
Public Educational Number of National Pe- 
troleum News entitled, ““Landowners’ ‘Crop’ 
from Oil Over $200,000,000 Annually.” <A 
reproduction of the first page of this article 
appears on the accompanying page. 


Many thousand farmers in the oil states 
individually have realized their share of the 
comforts and even luxuries of life, is greater 
through the sums the oil companies pay them 
regularly in rentals and bonuses for the right 
to search for oil on their land, or in royalties 
when oil is actually produced there. Highly 
impressive, however, are the figures appear- 
ing in the Public Educational Number, in 





which some idea is given of the totals of pay- 
ments to the farmer landowners. Use of this 
data has been made by the newspapers in the 
oil states to show the extent to which the 
farmer benefits through the oil company op- 
erations. 


The farmer has been a silent partner in the 
oil companies’ drilling and producing opera- 
tions to date; but let him understand the size 
of his stake in the oil industry as a whole now 
and let him know what it means to him and 
his fellow farmers when the price of crude is 
cut through a breakdown in the state’s con- 
servation program, or when the oil companies’ 
exploratory operations are restricted through 
unfair legislation and taxation—and rentals 
and bonus payments drop off—and his voice 
may be heard on behalf of the oil industry. 


To bring home to the farmer landowner 
what the oil industry really means to him, 
oil companies can very advantageously use 
reprints of the article on “‘Landowners’ ‘Crop’ 
from Oil Over $200,000,000 Annually,” in- 
cluding also the article on ‘““When Oil Com- 
panies Move In,” from page 253 of the Public 
Educational Issue in the following ways: 

1. Enclose reprints with royalty, rental and 

bonus checks as they are mailed out. 

2. Marketing companies in farming territories 
should send the reprints out to their cus- 
tomers, particularly the farmer co-operative 
oil companies—whether in oil producing states 
or not. This story should be told to farmers 
of the country generally in the interest of the 
oil industry’s public relations. 

3. Reprints should be put in the hands of all oil 
producing company workers, with the sug- 
gestion that they have their neighbors read 
them. 

You can secure reprints of any of these 
articles at the prices given on the opposite 
page. A small investment that will pay you 
big dividends! 

Address all orders to NATIONAL 
PETROLEUM NEWS, 1213 West 3rd Street, 
Cleveland, Ohio. 
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Eight-page booklet giving 
* dustry means to the farmer 
Public Educational Number of 
panies at the following prices, 


100 copies $17 


Address all orders to Natic 


land, Ohio. 





500 copies 


striking facts 


s of this country, as presented for the first time in the 
NATIONAL PETROLEUM NEws: available to oil com- 
including postage: 

$26 L000 copies $35 5000 copies $95 
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tested material. In the past it 
has been much used for building 
trim instead of cut stone, but it 
is being made in flat surfaced 
blocks in a wide selection of 
colors, so that an entire wall 
can be surfaced with it. The 
veneer type block is two inches 
thick, The particular advantage 
of terra cotta is the unlimited 
variety of molded shapes which 
can be made. Shell Petroleum 
Corp. is making wide use of this 
material in its new _ stations. 
Terra cotta is also made to or- 
der and each piece marked to 
indicate its proper position in 
the completed building. 

One of the most evident char- 
acteristics of the newest sta- 
tions is the show window and 
show room, which may be a 
combined show room, waiting 
room, and service room. The 
tendency of service stations to 
take on other merchandise such 
as tires, batteries, spark plugs, 
and smaller articles has awak- 
ened attention to the lack of 
adequate display. Large win- 
dows in the service room or 
even walls of glass serve this 
purpose and another as well. 
Attendants are visible to pros- 
pective customers and can give 
an impression of being instantly 
available if there is not the at- 
traction of activity in the drive. 
The attendant, on the other 
hand, can see prospective cus- 
tomers as from a sentry box and 
be ready to serve them by the 
time they reach the pumps. 

More emphasis is being laid 
upon the value of toilet facili- 
ties and particularly immacu- 
late rooms in station moderniza- 
tion programs. 

Failing to discover any 
plumbing equipment which 
could be built-in, like bath tubs, 
it appears that station attend- 
ants will still have piping and 
tanks and inaccessible corners 
to keep clean. Of course, there 
are fixtures which can be fast- 
ened to the wall, leaving the 
floor 


clear; but many service 
station walls are not strong 
enough for these. Plumbing 


people suggest strongly the use 
of chromium plating in place of 
nickel. 

Many stations are now being 
equipped with tile as a sanitary 
feature for their rest rooms. 
The cost is said to be compara- 
tively low, lower than in private 
homes if the rooms are small. As 
little as $60 is said to cover this 


94 


item for one room, including in- 
stallation and regardless of de- 
sign. In a typical example of 50 
square feet of floor and 125 
square feet of wainscot four 
feet high, materials can be se- 
cured from $35 to $40 and the 


complete job done from $65 to 
$75. 


ORE efficient 
L night is bound to result 
from the newer reflective sur- 
faces used in stations. That is 
one of their chief advantages. 
Any light colored material is al- 
so more valuable as a light re- 
flector providing it is clean. The 
subject of cleanliness is an ex- 
tremely important one accord- 
ing to manufacturers of light- 
ing equipment. Their experience 
indicates that many a station is 
paying double what it should for 
light simply because of dirty 
globes and reflectors. Frequent 
cleaning of globes and reflectors 
is absolutely necessary to main- 
tain anything like the original 
illumination at service stations, 
because grease laden air from 
exhaust gases and spray guns 
makes service stations the worst 
place there is for dirty light fix- 
tures. 

Lighting with high intensity 
mercury vapor lamps is one 
way to modernize a_ station. 
These lamps do not give the 
ghastly appearance to objects 
that older types do but, com- 
bined with ordinary mazda 
lamps, they produce an illum- 
ination which approaches day- 
light in color. Although intro- 
duced over a year ago this type 
of lighting is still a novelty and 
its value from this view point is 
said to be appreciable because 
of its striking appearance 
which brings out the reddish 
characteristic of other lighting. 

A station with one island can 
be equipped with this style of 
lighting, including hinged poles 
to facilitate cleaning, for $125 
to $150. The new lamp produces 
about three times as many light 
units per unit of electricity as 
a mazda lamp of similar rating, 
it is said. 

Other fields of modernization 
lie in the additional services 
now offered at stations. Car 
washing is one which offers 
great possibilities. In the inter- 
est of improved appearance as 
well as convenience lubricating 
equipment manufacturers are 
recognizing the value of better 


lighting at 





design. Greasing equipment is 
being dressed up and neat, con- 
venient racks being supplied to 
show it off. Companies manufac- 
turing this equipment will fur- 
nish suggestions for its display 
which can be carried out at the 
station with but little cost. 


Many are the ideas for mod- 
ornization of pump _ islands. 
Separate island lights are now 
an accepted idea. Lights of this 
type are seen at the Standard 
Oil Co. of New Jersey station il- 
lustrated herewith. Some of the 
new stations are providing for 
water and air at the pumps. At- 
tendants in many places are as- 
sisting with the air hose when 
not otherwise busy. With air at 
the pump island running back 
and forth is avoided and faster 
service is given the customer. A 
further factor in favor of this 
move is the fact that a car in the 
drive attracts other business. 
The persistently used argument 
against air and water taps at 
the island is the likelihood of 
blocking the drives at rush 
hours and of freezing water 
pipes in winter. 


Jobber Offers Uniform 
Accessory Bonus 


LINCOLN, I1l.—A_ standard 
rate of commission on accessory 
sales is paid to service station 
salesmen of the Illinois Inde- 
pendent Oil Co. 


The plan was adopted by H. 
G. Beach, general manager of 
the company, along with a 
monthly quota, to discourage 
concentration of sales effort on 
a few lines through any special 
monthly drives. Under the 
company’s plan station sales- 
men are encouraged to sell the 
whole line of accessories. 


Each month salesmen are 
given a quota on each line of 
accessories. The basis is the 
sales of the same month of the 
previous year in relation to the 
sales ability of the individual 
salesman. 

Quotas have no relation to 
the gasoline volume of the sta- 
tion. 


A commission of 2 per cent is 
paid on all accessory sales, and 
in each line in which the sales- 
man reaches his quota a 10 per 
cent commission is paid on all 
sales above the quota. 
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Today’s Station Equipment 
Lends Itself to Showmanship 


BWMPROVED appearance, in 
| keeping with the general 

trend in station building 
and the modern design of mo- 
tor cars, is the theme of 1936 
equipment offered to service 
stations for the selling of petro- 
leum products and servicing of 
the motorist’s automobile. 

Utility and performance have 
not been sacrificed for the sake 
of appearance. Manufacturers 
still dwell on the merits and 
performance of their products, 
but a one-word summary of 
service station equipment in 
general for this year would be 
‘“‘attractiveness.”’ 

Notable improvements have 
been made in the appearance of 
the lubrication department, 
through installation of modern 
equipment in an _ appropriate 
setting denoting cleanliness, 
and of course the trend is to- 
wards enclosed lubrication fa- 
cilities with modern type lifts. 
The handling of greases and 
application to fittings and hous- 
ings is generally considered a 
messy service job. Yet the mod- 
ern lubrication department can 
be as spic and span as the 
kitchen of any fussy housewife. 
The customer can watch the 
work progress on his car with- 


April 1, 1936 


out fear of getting greasy, or 
of tripping over tools and equip- 
ment scattered around on the 
floor. 


Regardless of the lubrication 
“‘system’”’ favored by the mar- 


keter —- permanent or station- 
ary, central or by individual 
hand gun — there is modern 


equipment available to trans- 
fer the lubricants from the con- 
tainers through the guns to the 
bearings. No longer need the 
lubrication department be a 
jumble of different containers. 
Instead, modern equipment 
combines the utility of hand- 
ling lubricants through pumps, 
hose, and guns, with appear- 
ance, to add to the attractive- 
ness of the department. Suit- 
able carriers have been devel- 
oped to bring tools to the job, in 
neat array, also improving ap- 
pearances and saving the _ op- 
erator’s time. 


Appearance is a factor, in im- 
pressing the customer with the 
quality of work that can be 
performed and in inviting busi- 
ness, in these days of increasing 
competition in lubrication serv- 
ice. Together with better sales 
work, the percentage of cus- 
tomers buying regular lubrica- 
tion service has increased at 


some stations very noticeably 
within the past year. 

The increasing attention 
given lubrication departments 
is evident from one observa- 
tion within the equipment in- 
dustry that there is more inter- 
est in lubrication now than at 
any time in the past ten years. 
Another observation is that the 
lubrication department is com- 
ing to be recognized as one of 
the most profitable parts of the 
station, and that the trend in 
selling lubrication service is 
towards showmanship. 

Car washing is a service re- 
garded as closely related to the 
lubrication department receiv- 
ing increased attention especi- 
ally from neighborhood service 
stations. Now that the depres- 
sion is lifting, and with more 
new cars on the _ highways, 
owners are paying more atten- 
tion to appearance. The wan- 
dering car washer with bucket, 
sponge, chamois and brush to 
do the job at the car owner’s 
home is withdrawing to other 
fields of employment, and car 
washing business in regular es- 
tablishments is improving. 

The volume car washing busi- 
ness is still reported to be a 
hazardous business, with the 
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uncertainties of weather, heavy 


overhead in manpower, and 
price competition. Neighbor- 
hood stations apparently are 
benefitting, as the investment 
in a modest department is not 
heavy, the station is not depend- 
ent entirely on car washing, and 
besides the straight wash job a 
station can obtain car washing 
revenue from lubrication cus- 
tomers. 

Car washing in a neighbor- 
hood station is done in a flat 
surfaced bay, with the _ floor 
draining to a sump. Autos in ad- 
joining bays and_ lubrication 


equipment are protected by a 
low, permanent curb, and cur- 
tains that can be drawn to 
shut off the washing stall. Be- 
sides the customary supplies of 
cloths, chamois, sponges, brush- 


oh 
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es, the machinery for offering 
power washing costs around 
$230. For $50 more a two noz- 
zle power washer can be _ pur- 
chased. 

Along with car washing serv- 
ice there is car touching up. 
painting the underside of fend- 
ers, and minor refinishing jobs 
that hold possibilities for addi- 
tional station profits. Stations 
are already equipped with air 
pressure, so with a few tools, 
plus a knowledge of how to 
prepare surfaces on the car and 
apply finishes, a touch-up de- 
partment can be installed. Re- 
quirements in machinery are a 
valve to regulate and reduce 
the pressure from the air line, 
costing around $28, a length of 
small hose, and spray guns cost- 
ing from $22 to $32. Some tech- 


































Covered but not enclosed lubrication fa- 
cilities feature many stations in south- 
ern California 


nical knowledge is required to 
clean down to bright metal, 
then to apply and build up the 
finish, but the service brings in 
added revenue, ranging from 
around $1.50 for a spotting job 
to $12 to $20 for taking care of 
the fenders, wheels, and the ex- 
posed parts of the frame. Dents 
are removed at a body bumping 
establishment. 


Gasoline pumps have had a 
prominent place in the march of 
progress of service station 
equipment, and this branch of 
the equipment industry offers 
now the computer type dispens- 
er, housed in a handsome cabi- 
net that does justice to the most 
modern and swankiest stations 
that any company desires to 
build. And the price of the 1936 
pump is far less than that of 
earliest models, for a vastly su- 
perior machine. 


Computer type pump sales far 
outrank those of other types, in 
some cases up to 15 to 1 over 
all others. National figures 
show computer type pumps rep- 
resent some 68 per cent of all 
sales, meters 20 per cent, and 
visibles 12 per cent. The per- 
centage of visible pump sales 
varies, and this type finds its 
market mainly in sections not 
having electric power. 

The high percentage of sales 
of computer type pumps indi- 
cates how well they are estab- 
lished. Among the claims for 
their advantages are those of 
permitting complete filling of 
the customer’s tank on ‘‘fill-up”’ 
orders, selling in dollars in- 
stead of gallons, and the break- 
ing of the old ‘‘5-gallon”’ habit. 


Various types of merchandise 
display cabinets built into 
pumps are available, but sales 
of this type of equipment are 
not exceptionally heavy. The 
higher price is given as one 
reason for lack of popularity. 
Apparently the pump with a 


Lubrication and tire service department 

of a Standard Oil Co. of New Jersey 

station in which merchandise is dis- 
played effectively 
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display cabinet is strongly con- 
sidered where a station island 
is completely rebuilt, or a new 
island is constructed, but the 
regular type dominates in cases 
where only one pump is added 
to an island as a replacement. 

The trend towards more at- 
tractiveness is quite evident in 
pumps. As one observer puts 
it, ‘the pump buyers have de- 
manded, and are getting more 
beauty than ever before.” At- 
tractiveness is being achieved 
in the finish of the cabinet, in 
the use of colors, and in the top 
designs, 

Red as a standard color for 
pumps is’ passing from. the 
scene, and the trend is towards 
one of the company’s colors to 
harmonize with the other col- 
oring about the service station. 

Three general types of tops 
are now in vogue. The canteen 
globe is reported to be declin- 
ing in favor, as a move towards 
economy and to give more free- 
dom in pump design. Another 
type is a metal top, devoid of 
any advertising value, and the 
third is a top of metal but with 
a small lighted compartment 
just beneath the top for a glass 
panel bearing the company’s 
trade name or insignia, 

Attractiveness has come also 
to the work horse of the serv- 
ice station — the air compres- 
sor. In many stations the com- 
pressor is stuck off in a corner, 
probably with poor ventilation, 
and frequently neglected until 
something goes wrong. Period- 
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_ increased 


Standard Oil Co. of Ohio places much 
of its accessory stock on shelves or racks 
suspended the ceiling allowing 
more work and sales display room 


from 


the motor, 
level and 


ic inspections of 
checking of the oil 


draining also are frequently 
neglected. 
Overloading, and the pur- 


chasing of too small a unit, are 
reported to be two major diffi- 
culties today, yet the repair 
costs on compressors are sur- 
prisingly small. The overload- 
ing comes mainly through the 
demands on air in a 
station without a corresponding 
increase in compressor capacity, 
as where additional lifts are 
added to a service station. In 
some stations the volume of lu- 
brication work, and the amount 
of equipment requiring air, has 
been increased materially, yet 
the station operates on the same 
size compressor as in the days 


when demand for air was not 
as great. 
The under-capacity problem 


comes alike from large oil com- 
panies, as well as from oil job- 
pers, the compressor manufac- 
turers report. Indications are 
that there is still a belief on the 


part of some jobbers that a 
small compressor has a lower 
operating cost. A small com- 


pressor is purchased and runs 
almost continuously, whereas a 
larger compressor running at 





less frequent intervals would 
consume less current. The prob- 
lem with the major company 
installing an under capacity air 
plant is illustrated by the fol- 
lowing story. 

An attractive new major com- 
pany station was being exhib- 
ited by an official of the com- 
pany to an air compressor ex- 
ecutive, The latter observed 
that a compressor had been in- 
stalled which in his opinion was 
way too small, and he so com- 
mented to the oil company ex- 
ecutive. The oil company ex- 
ecutive acknowledged that un- 
doubtedly the compressor was 
too small, However, he said, the 
company had been liberal in 
building the station, with that 
part seen by the public, and one 
of the parts skimped, to hold 
down final costs, was the com- 
pressor. 

The air compressor’ has 
reached a high degree of ef- 
ficiency, and now the trend is 
towards modernization, through 
paying more attention to de- 
tails, grouping the various parts 
atop the tank, and producing a 
more pleasing piece of equip- 
ment. The present evolution of 
the air compressor could well 
be accorded a prominent place 
in the station, as it would fit 
into the general scheme of more 
pleasing surroundings. Also, if 
it is in a more conspicuous place 
there is some hope that the sta- 
tion staff will give it more at- 
tention and inspect it more fre- 
quently. 
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@ Basic information derived from the 
experimental pilot plant of the Phillips 
Petroleum Company, the research lab- 
oratories of The M. W. Kellogg Com- 
pany, Standard Oil Company of 
Indiana, Standard Oil Company of 
New Jersey and The Texas Company 
together with the operating experience 
secured from a commercial thermal 
polymerization plant forms the foun- 
dation for design of Kellogg thermal 


polymerization units. 
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10,000-Gallon Alky-Gas Plant Building 
With Chemical Foundation Money 


ATCHISON, Kans., March 26 
ONSTRUCTION of a 10,000- 
C gallon per day _ alcohol 
plant as a demonstration 
unit to show what can be done 
in producing motor alcohol from 
‘“‘waste’”’ farm products, and to 
hurry the crisis in the con- 
troversy of forcing alcohol on 
the public for motor fuel, has 
begun here. The Bailor Manu- 
facturing Co., for 30 years build- 
ers of farm machinery for this 
highly agricultural area, has 
undertaken the construction 
and operation of this unit of five 
stills and the auxiliary ferment- 
ing and other equipment, and 
expects to be in operation by 
about April 25, according to of- 
ficials. 

This new venture is made pos- 
sible by a grant of $200,000 
from the Chemical Foundation, 
for the cost of installing the 
new machinery required for the 
unit. The Foundation also 
will supply the services of two 
or three technical experts, who 
will supervise and operate the 


plant. Dr. Leo M. Christensen, 
formerly of Ames University, 


will be in charge of the entire 
plant operation. Dr. Christen- 
sen is well Known in this coun- 
try for his work on, and ad- 
vocacy of, the use of farm prod- 
ucts to make alcohol for motor 
fuel, which has been advanced 
as a panacea for restoring to 
the agricultural population its 
“buying power,’ and to recover 
for the farmer the 25 per cent 
of buying power said to have 
been lost when gasoline-eating 
tractors and trucks’ replaced 
draft animals. 

The chemical laboratory and 
control of the processes will be 
in charge of Dr. Harry Miller, an 
experienced alcohol chemist. 
Work is going forward rapidly 
on the construction work, the 
equipment being installed in 
the tallest wing of the Bailor 
plant. This company built a 
2500-gallon alcohol plant in 
1933, to make anti-freeze alco- 
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By ARCH L. FOSTER 
N. P.N. Staff Writer 


hol. Difficulties were 
enced in obtaining license to 
manufacture alcohol in a dry 
state, but both state and Fed- 
eral permits were finally ob- 
tained. However, distribution 
difficulties made further 
trouble, and the old plant has 
made only a few gallons of al- 
cohol during this year. 


experi- 


The alcohol from this unit is 
to be distributed by the Chemi- 
cal Foundation, which takes it 
from the manufacturer on a 
cost-plus price agreement. It is 
to be sold to the blender, it is 
understood, at a price of 25 
cents per gallon, f.o.b. the fac- 
tory shipping point. This price 
is claimed to be six or seven 
cents per gallon lower than al- 
cohol has previously been of- 
fered to blenders. 


Five alcohol stills of new de- 
sign are being installed. One 
of these is the “‘anhydrous” or 
de-hydrating still, the other 
four being used to remove the 


-aleohol-water mixture from the 


mash. This mash will be fer- 
mented in five 100,000-gallon 
tanks, three of which are new. 
The fermented mash will have 
an aleohol concentration accord- 
ing to Dr. Harry Miller, chem- 
ist for the company, of up to 
ten per cent instead of the two 
or three per cent commonly pro- 





ART 3 of the exhaustive paper 
we Chemical Processes in the 
Refining of Petroleum Distillates, 
written by Jacque C. Morrell and 
Gustav Egloff, omitted from 
this issue but will be published next 
week. The Morrell-Egloff paper su- 
persedes a previous review of chem- 
ical processes published some 10 
years ago, bringing the state of the 
art up to date—Editor. 
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duced by older methods. Mash 
will be pumped into the first 
column of each still, where the 
alcohol will be distilled off, the 
partially dehydrated mash then 
being removed = continuously 
from this unit. 


The overhead vapors from 
this column enter the side of a 
second or purifying column, in 
which the fusel oils (alcohols 
homologous to ethyl or grain al- 
cohol, but with a greater num- 
ber of carbon atoms in the mole- 
cule) are separated from the 
ethyl alcohol-water mixture, the 
fusel oils being removed from 
the tower bottom. The over- 
head vapors enter a concentrat- 
ing column, the overhead vapors 
of which are referred to as ‘‘an 
acetate.”” Alcohol of from 184 
to 192 proof (92 to 96 per cent) 
is taken from a side draw-off 
manifolded to three or more 
plates of the bubble type. This 
product is to be further concen- 
trated, it is stated, to as high as 
99.8 per cent alcohol, for blend- 
ing with petroleum gasoline as 
motor fuel. <A _ typical set of 
temperatures for this trio of 
columns is given as follows: 


Mash Purify- Concen- 

Column ing Col. trator Col. 
Top temp........ 204 F. 178 F. 174 F. 
Bottom temp. 220 F. 208 F. 210 F. 


For drying equipment for the 
de-alcoholized mash or distill- 
er’s grain, $56,000 will be spent, 
including a rotary dryer-evapo- 
rator. Stack gases will be 
used in this dryer for drying 
the grain, which is to be sold to 


local dairy and other stock 
feeders as a stock feed. This 
return from stock feed is ex- 


pected to reduce materially the 
overall cost of making the al- 
cohol, according to officials. 
New storage tanks of 250,000 
gallons total capacity will be 
added to the 100,000 gallons 
storage capacity now available 
at the plant. For the produc- 
tion of 10,000 gallons of alco- 
hol per day the plant will re- 
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quire up to 4000 or 5000 bush- 


els of corn, obtained mostly 
from the farms. surrounding 


Atchison, it is stated. Officials 
estimate that the plant will con- 
sume 1 to 1% million bushels of 
corn per year, and will furnish 
employment, including growing 
and handling the grain, for 4000 
to 5000 people. In this immedi- 
ate area it is claimed that 120,- 
000 bushels of corn per month 
is available for fermentation, 


about enough to supply the 
needs of the plant at full ca- 
pacity. 

Foundation officials are re- 


ported to have promised farm- 
ers a minimum price of 45 cents 
per bushel for corn for this 
project. It is claimed that the 
alcohol yield by the new proc- 
ess is 2.7 gallons per bushel, as 
compared to 2.1 gallons from 
older processes. Just how this 
additional yield is accomplished 
is not made clear, except that 
a new yeast culture, developed 
by Dr. Christensen, is to be used 
throughout the fermentation 
process. This culture, officials 
claim, reduces the fermentation 
time from 90 hours or more to 


72 hours, thus reducing the 
length of the time cycle ap- 
preciably, and effecting a cor- 


responding reduction in manu- 
facturing costs. The plant op- 
erators plan to use a concen- 
trated mash of up to ten per 
cent alcohol, and to pump the 
mash directly into the first 
still, thus permitting continuous 
rather than batch operation of 


this unit, which is claimed to 
further reduce manufacturing 
costs. 


In addition to corn as raw 
material, potatoes may be used 
if the price is low, officials state. 
One of the most promising 
sources of fermentable carbo- 
hydrates is the Jerusalem arti- 
choke, which is said to grow 
well in this territory. Accord- 
ing to claims this plant, gen- 
erally considered a weed, will 
produce 10 to 20 tons per acre, 
from which up to 30 gallons of 
alcohol per ton may be_ pro- 
duced. With this yield, as much 
as 27,000 acres of farm lands 
would be required to furnish 
the plant with artichokes 
enough to Keep it operating. 

As stated above, the 
mash will be sold as_ stock 
feed. Plans are under way to 
carry out an experimental feed- 
ing routine, to show dairymen 


dried 
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and others the advantages of 
this feed. Farmers are to be 
invited to use this material to 
teed their stock to demonstrate 
its usefulness. 

The plant itself will furnish 
a livelihood to from 30 to 40 
families, this number of work- 
men being required for plant 
operation. 

The entire output of the dis- 
tillery will be distributed by the 
Chemical Foundation, it is 
stated. The House of Gurney 
has contracted for a large quan- 
tity, variously estimated at from 


500,000 gallons to 1,000,000 
gallons for the current year. 


The state of Nebraska has ex- 
empted the alcohol used in mo- 
tor fuel from the state motor 
fuel tax of five cents per gallon, 
in a law passed in May 1935. 


HE promoters of this alcohol 

venture are planning to in- 
troduce similar bills in the Leg- 
islatures of Kansas, Missouri, 
and other nearby states, to fur- 
ther increase the possibility of 
distributing this alcohol com- 
mercially at a lower price. It is 
claimed that Kansas officials 
who have been approached on 
the subject are favorable to 
such a bill, although none has 
been interviewed by the writer 
regarding the proposal. 


Just what the reactions of 
these legislatures will be, if 


bills are presented for passage, 
before the alcohol scheme has 
proved or disproved itself, is 
problematical. However, in 


these agricultural states, po- 
litical pressure to induce can- 


didates for and incumbents of 
offices to “do something for the 
farmer’ is tremendous. The 
farm vote controls all elections, 
and the political health of an 
official is usually measurable 
by his success in pandering to 
this vote. 

This aggressive effort of the 
Foundation, led by Francis P. 
Garvan, active head of the 
Foundation, is fostered especial- 
ly by the Ford and the du Pont 
interests, it is understood. Du 
Pont, normally thought of by 
the man in the street as an ex- 
plosives manufacturer, controls 
the largest aggregation of 
chemical companies in America, 
and the capital which can be 
mustered under this banner 
runs into the billions. The Ford 
interests are too well known to 





American to 
comment. 


every require 

Both Henry Ford and Iranee 
du Pont were present at the con- 
ference of chemical manufac- 
turers, petroleum men, and po- 
litical leaders which met last 
year at Dearborn as Ford’s 
guests for a two-day discussion 
of ways and means to utilize 
farm surpluses in industry. 
With two such powerful back- 
ers along with others, the 
Foundation appears to have de- 
termined on a commercial dem- 
onstration of the practicability 
or impracticability of producing 
motor alcohol from farm prod- 
ucts. Special advantages, such 
as remittance of, or exemption 
from taxes, amounting in effect 
to a political subsidy of the al- 
cohol at the expense of the pe- 
troleum industry and the motor- 
ist, are main factors counted up- 
on to put the idea across to the 
public. 

Ata price of even 25 cents per 
gallon f.o.b. the point of manu- 
facture, this raw material, ad- 
mittedly low in heat content but 
high in anti-knock properties, 
still costs about five times the 
price of petroleum motor fuel. 
To succeed in the program of 
popularizing alcohol-containing 
motor fuel under such economic 
disadvantages will, it is be- 
lieved, require an even higher 
subsidy than the mere exemp- 
tion of a three to seven or eight- 
cent gasoline tax. It is highly 
possible that, in these agricul- 
tural states, this tax exemption 
will be legalized, unless strong 
opposition develops from those 
portions of the motoring popu- 
lation which will be forced to 
underwrite this subsidy. 


Increase Tanker Wages 


NEW YORK, March 27.—An 
increase in salaries of officers 
on tankers is being put into ef- 
fect by a number of the larger 
tanker companies, it was an- 
nounced here this week. The 
increase amounts to 5 per cent 
to the officers and radio oper- 
ators will receive an advance in 
salary of $5. 

tulf Refining Co., Socony- 
Vacuum Oil Co., Standard Oil Co. 
of New Jersey, Sinclair Naviga- 
tion Company, Sun Oil Co., and 
C. D. Mallory & Co., were the 
tanker concerns granting the 
wage increase. 
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IM ALIVE! 


Every motorist must be made to realize that the present 
taxes of many kinds burdened upon the oil industry add 


materially to the price he pays for every gallon of motor 
fuel. 


As a means to keep before the public’s mind the high 
rate of taxation upon the industry and its products, oil 
companies, in their house publications, their advertising 
and so on, are urged to keep alive the figure of the Oil 
Industry Tax Collector introduced in the Feb. 5th Educational 
Number of National Petroleum News. 


Electrotypes of the tax collector can be used by oil 
companies in any form of printed literature without any 
credit or copyright line to National Petroleum News. 


Send One Dollar to National Petroleum News, 1213 West 
Third St., Cleveland, for each electrotype, of the same size 


as reproduced on this page but be sure to indicate which 
figures you prefer. 
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Engineering and Sales Services: 





‘ele ige ‘Fittings 


will zeduce your los5e5.... 


Marine Terminal 





ro Engineers and company 

officials desirous of minimizing 
evaporation losses—increasing the 
profit margin on their barges, tank- 
ers, marine terminal and_ storage 
tanks—OCECO offers a complete 


line—proven in service. 


OCECO vents control tank breath- 
ing—prevent the free circulation of 
air—amortize themselves in a few 
weeks’ time. OCECO meters oper- 
ate with permanent unvarying ac- 
curacy. They are specially suited for 
barge and tanker transfers as they 
permit the immediate dispatch of 
the cargo without time wasting 
settling. OCECO flame = arrestors 
are the accepted standard of the 
industry. No tight tank under their 


protection has ever been lost by fire. 


Tank gauges, swing lines, nozzles, 
hatches and other equipment all 
reflect OCECO serviceable design 
and dependable manufacture. Full 
details on request. Write for d«- 


secriptive literature. 


Specify OCECO fittings 


Your tanks deserve the best. 


@) € c C @) ‘Fittings 


THE JOHNSTON & JENNINGS CO. 


OCECO DIVISION 
883 Addison Road . 


NEW YORK 


BEAUMONT, TEXAS + TULSA, OKLAHOMA 



























Cleveland, Ohio 


PITTSBURGH 
* OAKLAND, CALIF 


LOS ANGELES 





Payroll Tax Deductible 


From {Income Tax 


WASHINGTON, March 23.— 
For federal income tax pur- 
poses an employer may deduct 
ithe excise tax on his payrolls 
imposed under Section 901 (un- 
employment-compensation tax) 
of the federal social security 
law for the year in which such 
tax is paid or accrued, depend- 
ing upon the method of ac- 
counting employed, according 
ito a ruling by the Internal 
|Revenue Bureau. 





| The federal tax for 1936 is 
lat the rate of one per cent on 
jtotal payrolls of all employers 
‘in the United States employing 
eight or more persons. It ac- 
ierues during 19386 but is not 
idue and payable until Jan. 31, 
(19387. The tax rate will advance 
to two per cent on Jan. 1, 1937, 
and to three per cent in 1938. 
(See N.P.N., March 18 _ for 
lanalysis of social security tax 
regulations. ) 


Two New Refining 


Units Planned 


By Teletype 

KANSAS CITY, March 24. 
Two new contracts have been 
‘made by Stratford Engineering 
Corp., for the construction of 
refinery units abroad, according 
to an announcement by J. A. 
Altschuler of the company staff. 

Anglo-Ecuadorian  Oilfields, 
Ltd., of London, England, has 
contracted for the building of a 
1500-barrel oil circulation top- 
iping unit, at its refinery in 
Keuador. 

Lobitos Oilfields, Ltd., of 
Ellesmere Port, Cheshire, Eng- 
land, has contracted for certain 
modifications and additions to 
its Stratford oil circulation at- 
mospheric distilling unit. The 
purpose of these changes and 
additions is to enable that com- 
ipany to manufacture more 
‘closely fractionated products, 
and a line of products in addi- 
tion to those already made at 
that plant. These two units are 
similar in design and principle, 
developed by C. W. Stratford, 
head of the engineering com- 
pany executing the contracts. 
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This picture shows the development situation as Oklahoma City voters went to the 
still more property within city limits was to be thrown open 
took this picture. The 


to drilling. 


The photographer 
business section of the city is at the 


polls on March 24 to decide whether 
was looking when he 
left 


west 





200 Wells to Be Drilled in New 
Oklahoma City Field Extension 


TULSA, March 28 


SCANT half-mile from 
the Oklahoma capitol, 
producing wells, some 


with rated potential production 
of 20,000 barrels and more, 
have started the most intensive 
drilling campaign that exists in 
Oklahoma today. 

Within a few weeks produc- 
ing wells will be much nearer 
the capitol, for the voters went 
to the polls on March 24 and 
added more than a square mile 
of city property to the develop- 
ment zone. The largest of the 
blocks lies immediately north 
of the capitol. It is a niblick 
pitch from the capitol to the 
street just north and wells will 
be located just across the street, 
Within 300 feet of the street. 
The 300-foot strip, or buffer 
zone, is fixed by city ordinance. 

Predictions are that at least 
200 wells will be drilled within 
the city limits and beyond to the 
north. The close spacing will 
come just outside the city, for 
there are numerous small par- 
cels on which separate drilling 
contracts will be made. Within 
the city, regulations call for not 
more than one well to a block— 
about five acres. The operator 
must get 51 per cent of the prop- 
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erty in a block under lease be- 
fore he can obtain a_ permit 
trom the city. That percentage 
enables him to go ahead. 


Kew there were who thought 


two or three years ago that the 
field would ultimately extend 
along the entire east side of 
Oklahoma City. The accom- 
panving map shows, by dotted 
outline, the older part of the 
field. Just northeast of the 
capitol is another dotted area. 


This is the present new portion, 
soon to be stretched north and 
south. Some open territory is 
shown, not shaded, south of the 
capitol. Part of it is state land, 
some is” residential property 
containing high-cost houses, 
whose owners have fought the 
extension of the drilling zone. 

The state is stymied on its 
plans for leasing its land. It 
sought to have its property list- 
ed on the ballot for the March 
24 election, the attorney gen- 
eral having held that the land, 
located within the city limits, 
was subject to the regulations 
and terms imposed by the city. 


It was not included in the proj- 
ects voted on, hence 
ment will await other moves, 
possibly in court. Gov. E. W. 
Marland has fumed and fretted, 
for the state’s property is being 
drained now and will be drained 
more. He has hinted that he 
may use the national guard to 
prevent drilling which offsets 
state land until the way is 
cleared for leasing the property 
of the state. He made an ap- 
peal to state employes to vote 
against the extensions submitted 
March 24, but the vote asa 
whole was greatly more than a 
majority in favor of moving the 
derrick, more of the 
city’s east side area. 


develop- 


across 


This is Wilcox sand territory, 
6500-foot depth. Well costs 
will average more than $75,000. 
Pay zone exceeds 100 feet in 
thickness, so the five-acre loca- 
tions are not as bad as they 
sound, from the standpoint of 
financial return. Flowing life 
of the new area will not be as 
long as was the older part of 
the field to the south. That older 
portion reduced the pressure of 
the undeveloped part of the 
structure by as much as two- 
thirds of what it was originally, 
it is calculated. Gas-lift and 
other artificial means of recoy- 
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ery will be required fairly early 
in the life of the new wells. 
But they will produce a lot of 
oil. 

Phillips Petroleum Co. Barns- 
dall Oil Co. and British-Amer- 
ican Oil Producing Co. have the 
principal acreage positions in 
the new area. The Phillips 
sought 15 drilling permits the 
day after the election. 

The accompanying map shows 
at the extreme north the Ed- 
wards tract, with well location 
thereon. It is included to illus- 
trate another of the oddities of 
the producing business. Back 
in January, 1927, Cromwell Oil 
& Gas Co. completed a 50-bar- 
rel pumping well, making 32 
gravity oil, at 43883 feet. It 
was pumped intermittently and 
finally plugged early in 193 

There is now reason to believe 
that had the Cromwell company 
drilled to the Wilcox § sand, 
about 2200 feet deeper, the Ok- 
lahoma City field would have 
been found about two years 
sooner than it was. This sum- 
mer’s drilling will prove or dis- 
prove this theory, but ‘several 
geologists believe the field will 
be outlined to the north of the 
Kdwards well. 

The Cromwell company later 
drilled another well to the 
southeast of its producer, going 
to depth of more than 7100 feet. 
Evidently it was on the down- 
throw side of the major fault 
Which limits the Oklahoma City 
field along its northwest-south- 





Outline of the Oklahoma City _ field, 
dotted portion representing the older 
developed portion and the new area 


near the capitol. Production is expected 

to be found continuously across the east 

side of the city, connecting the two de- 

veloped areas and extending on north- 
west 





















Ky OLD ZONE 
EATENSION VOTED 3-24 36 
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east side, the oil accumulation 
being on the upthrow, or west 
side of the fault. 


Big Wells in Proven Territory Take 


Attention in Mid-Continent 


TULSA, March 28 

IG wells in proved terri- 
B tory took attention from 

the wildcat prospects the 
past week. The wildcat crop was 
rather tame. The Talco area, 
Titus and Franklin counties, 
Texas, had yet to see its second 
well completed for production, 


although that second one has 
been testing for several days. 


The Talco territory was quite 
lively more than a month ago 
when a wildcat test started a 
leasing campaign that for in- 
tensity and speed has not been 
equalled in years. 

While the current campaign 
to drill the north extension of 
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the Oklahoma City field pro- 
vides much of the activity in 
Oklahoma, the finding of deep- 
er production in the Jesse pool, 
Pontotoc county, brought that 
area to the fore. The pool was 
opened last November by Conti- 
nental Oil Co. with its No. 1 Mc- 
Carthy, center of the southeast, 
northwest of 12-1n-7e. This is 
southeast of the better known 
Fitts pool. Originally, the dis- 
covery made 2887 barrels in 
\'o hours, total depth 4641 feet. 
Last week it was deepened to 
4693 feet and the flow in- 
creased. In one hour it made 
946 barrels. 

Deep wildcat of the Sinclair 


Prairie Oil Co. in Love county, 


Okla., south of the Healdton- 
Hewitt district, apparently 
opens an Ordovican pool. At 
total depth of 6914 feet, the 
well made several flows after 
being shot the largest head be- 
ing 132 barrels in 32 minutes. 
Other flows were much smaller. 

Largest well yet completed in 
the Monument pool, Lea county, 
N. M., was drilled in by Barns- 
dall Oil Co. Its No. 4 Cooper, 
in 12-20s-36e, made 1243 bar- 
rels in one hour, natural flow 
without shot. It is credited 
with being the largest well ever 
drilled in the state. 

In the Taleo area previously 

mentioned, the discovery well 
drilled by Peveto, Housh & 
Thompson, continues to swab 
and flow 100 to 150 barrels 
daily of 25 gravity black oil, 
from total depth of 4208 feet. 
Not yet completed is the Humble 
Oil & Refining Co.’s No. 1 King, 
two and a half miles southwest 
of the discovery. Coring was in 
progress at the end of the week 
and the well was rated good for 
about 100 barrels daily. This 
well was drilled by W. C. Wind- 
sor and, under contract agree- 
ment, Humble has accepted it 
as a commercial well and as- 
sumed operations. 
Low gravity, a low percentage 
of gasoline, and relatively high 
sulfur are the characteristics of 
the crude from the new test 
near Talco. 

The analysis of this crude is 
as follows: 

Gravity 24.0 A.P.I. 

Flash, Cleve. O. C. 90 F. 

Fire, Cleve. O. C. 135 F. 

Gasoline 14 per cent (57 
gravity). 

Kerosine 30 per cent. 

Gas Oil 30 per cent. 

Residuum and 
cent. 

Total volatile to 580 F. 74 per 
cent. 

Total volatile to 610 F. 838.3 
per cent 

Heavy Residuum 
16.7 per cent. 

Qualitative tests show a con- 
siderable amount of sulfur, but 
no quantitative determination 
has been made for sulfur. This 
crude is black in color, and ap- 
pears to be similar to some of 
the southwestern Arkansas 
crudes. 


Loss 26 per 


(by Dif.) 
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**Killing Nine Birds 
with One Stone!’’ 


This small 40 ft. diameter 
Wiggins Balloon serves nine 
12,000 gal. storage tanks at 
Conoco bulk station in 
Tulsa, Oklahoma. 








—a new 
addition to this 
well-known line: 


The WIGGINS 
PONTOON ROOF 


The WIGGINS 
BREATHER ROOF 


The HORTONSPHEROID 


The HORTONSPHERE 
2 


Other products for the oil in- 
dustry regularly fabricated in our 
shops include steel storage tanks, 
blending tanks, elevated water 
storage tanks, and other steel 
platework. Three plants insure 
prompt delivery. Experienced field 
erection crews always at your 
service. Ask our nearest office for 
information or quotations on any 
Horton product. 


Below: Typical group of market- 
ing tanks that could be hooked up 
to a Wiggins Balloon. 
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CHICAGO BRIDGE 
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A Balloon for the Marketer! 


In comparison with some of the 150 and 200 ft. diameter 
Wiggins Balloons used at tank farms, refineries, etc., the 4,000 cu. 
ft. unit illustrated above is just a baby; nevertheless, it has 
proved to be just as effective and remunerative for the job at hand 
as any of its giant brothers. It was installed for the Continental 
Oil Company in Tulsa at a bulk gasoline station and is the heart, 
or rather, the lungs of a vapor saving system serving nine 12,000 
gal. cylindrical storage tanks. 


This is a good example of what can be accomplished with a 
Wiggins Balloon in an interconnected system, even though 
small. Instead of allowing the frequent venting of vapor or 
intake of air as individual tanks are filled or emptied, or breath- 
ing due to temperature variations, records show that the system 
is closed approximately 97% of the time. Tests indicate that the 
savings average around a thousand dollars annually—sufficient 
to repay the investment in a relatively short period of time. 
Equally satisfactory results are possible for almost any location, 
not only for gasoline, but for other grades of oil. 


& IRON WORKS 


Cleveland. 2206 Rockefeller Bldg. Detroit 1513 Lafayette Bldg. 
Houston 2919 Main Street Birmingham 1534 North 50th Street 
Tulsa 1607 Thompson Bldg. Dallas 1439 Dallas Athletic Club 
New York 3345-165 Broadway Bldg. San Francisco 1060 Rialto Bldg. 
Philadelphia 1614-1700 Walnut St. Bldg. Los Angeles 1422 Wm. Fox Bldg. 
Chicago 2125 Old Colony Bldg. Havana 402 Edificia Abreu 


Plants at BIRMINGHAM, CHICAGO and GREENVILLE, PA. 
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The compass trade mark at the top of this 
advertisement is a symbol of this company’s 
operations. Unrestricted territorially Amsco 
Petroleum Solvents have been made avail- 
able throughout a wide marketing area to 


a variety of uses in industry. And by the same 











symbol they are known as quality products. 





AMERICAN MINERAL SPIRITS CoO. 


332 SOUTH MICHIGAN AVENUE e« CHICAGO, ILLINOIS 


e Sales Offices e 
NEW YORK * BOSTON ° PHILADELPHIA 6 CLEVELAND 
DETROIT e CINCINNATI e MILWAUKEE e ATLANTA e PROVIDENCE 
e Ocean Terminals: NEW YORK e PENSACOLA e 
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CLEVELAND, March 350 
ONSUMPTION of gasoline again re- 
sumed a normal seasonal trend as 
more favorable weather prevailed 

over much of the large consuming terri- 
tory of the country the week ended 
March 28. With activity in the Mid- 
Continent agricultural sections also 
stimulated by fair weather, jobber de- 
mana for kerosine increased. 

Use of automobiles was resumed in 
areas which had either been inundated 
by floods or covered with ice and snow 
in the previous week. In other areas 
where motor traffic had not entirely 
blocked, cars were more numerous and 
consumption increased. 

Despite increasing interest in gaso- 
line, however, kerosine and tractor dis- 
tillate held the spotlight ip most mar- 
kets. Prices generally were steady to 
higher in most sections. The eastern 
seabcard markets were an exception; 
reductions up to 0.375 cent were made 
there. 

Buying by refiners who were short of 
kerosine was largely responsible for the 
higher prices established earlier in 
March. Last week, however, refiner buy- 
ing subsided and was replaced by jobber 
buying. 

Plowing got under way in the Mid- 
Continent and middle western farm 
«reas and jobbers in these areas were 
ordering out supplies in tairly good vol- 
ume, Offerings on the spot market were 
restricted and prices were firm.  Evi- 
dence of the tightness of the market 
was seen in a sale of kerosine by a Gulf 
Coast refiner for delivery into the Mid- 
Continent territory. 

Wholesale kerosine prices in the Mid- 
Western market were bolstered by an 
advance of 0.3 cent in retail prices 
throughout the Standard of Indiana ter- 
ritory. Wholesale prices have advanced 
0.5 cent in the Mid-Western market in 
the last six weeks. 

The advance in tank car prices has 
been due largely to a lack of offerings. 
Jobber buying, however, was expected 
to get under way as soon as plowing 
could be started in the north. 

Kerosine prices were reduced up to 
0.375 cent along the eastern seaboard 
from New York harbor south. A lower 
trend had been apparent for several 
weeks. Inventories apparently had _ be- 
come burdensome and reductions were 
made to stimulate buying. 

Kerosine prices were steady to high- 
er in the Pennsylvania market. Lower 
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field refiners advanced their selling 
prices 0.125 cent during the week as 
demand increased and offerings were re- 
ducea. Prices were unchanged in the 
sradford-Warren district. 

Wholesale gasoline markets were fair- 
ly well maintained throughout the week. 
Little gasoline which was up to speci 
fications was offered on the open mar- 
ket at under generally quoted prices. 
Some price concessions were offered on 
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Retail index is an average of 50 cities. 
er-tar, and tank car is a weighted aver- 
age of 13 wholesale markets for regular- 
grade gasoline. The gasoline price in- 
dex this week represents the following 
price in cents per gallon: 


Retail Tank Car 
March $0 ............ 3.85 6.20 
Month ago ........ 14.19 6.16 
YO@Q?r Q@L0 ..<<..65c00 413.17 5.68 


gasoline in the Mid-Western market, 
but the market rallied as the lowe) 
priced offerings were absorbed. 

Most observers expressed satisfaction 
at the way the gasoline market has act- 
ed during the past month. Despite the 
elements which brought floods to some 
areas and snow and ice to others, con 
sumption, according to more or less re 
liable estimates, has been considerably 
above last year. 

Despite the fact that inventories were 
substantially above recommended levels, 
most refiners maintained their posted 
prices. With indications pointing to a 
continued increase in consumption, trad- 
ers generally believe the threat of ; 
break in prices has passed. Some ob- 
servers believe that gasoline inventories 
will show a sharp decline with the turn 
of the month. 


Gasoline prices on the west coast, 
which have shown little change since 
the crude advance a month ago, took a 
turn for the better, although no actual 
changes were made in posted prices. 
Field prices of natural gasoline were 
advanced 0.75 cent, increasing the prob- 
ability of an early increase in wholesale 
and retail prices of refined gasoline. 

Closer adherence to posted prices has 
been noted at points which have, at 
times in the past been unsettling fac 
tors. If these sellers continue to mar 
ket their gasoline in a more orderly 
fashion, price advances might become a 
reality. 

Increased inquiries for motor oil tend 
ed to bolster bright stock and neutral 
prices. Both Mid-Continent and Penn- 
sylvania bright stock inventories were 
in good shape. With seasonal buying 
about to get under way, prices were 
pointing higher. Following another 
).5-cent reduction in Pennsylvania neu- 
tral prices, buying increased. This buy- 
ing tenaed to check the downward 
trend in prices. 


Gas Polymerization Suggested 


OTTAW A— Before the Canadian In 
stitute of Mining in session here, G. S. 
Whitby and A. Cambron, of the Na 
tional Research Council, stated it was 
possible by treating Turner Valley 
gases to produce 10,000 gallons of 
benzol daily. In addition resins and 
alcohols to the extent of 30,000 gal- 
lons daily could be produced, they 
said. 








Gasoline Improves 


LOS ANGELES, March 27 
ROSPECTS of early advances in 
p gasoline prices on Pacific Coast 
markets were strengthened the past 
week by increases in the posted field 
prices of natural gasoline and in tank 
wagon prices of domestic fuel oil. 

Standard Oil Co. of California, 
which does not field prices for 
natural gasoline, initiated the advance 
in that product late last week. In 
meeting Standard’s advances, Union Oil 
Co. made its new posted prices retroac- 
tive to March 19. Standard also ini- 
tiated the advances in domestic fuel 
oil, and at the same time made im- 
portant revisions in policy when writ- 
ing contracts for fuel and diesel oils 
for ship’s bunkers. Details of these 
developments are given elsewhere in 
this issue. 

Tank wagon quotations on 
company third-grade gasoline and in- 
dependent competitive brands, deliv- 
ered to points in Los Angeles and 
Orange counties, were firmer than in 
recent weeks and no _ considerable 
quantities were available at less than 
8.5 cents a gallon, inclusive of 4 cents 
tax. Many independent plants were 
shut down, or operating on a reduced 
seale, through inability to market their 
refined products at a profit while pay- 
ing present prices for crude oil and 
the natural gasoline needed for blend- 
ing purposes. 


post 


Secondary companies were reported 
to be generally adhering to the posted 
prices of their respective parent com 
panies but the quantity of major com- 
pany third-grade gasoline that was being 
retailed at a discount from established 
prices indicated that secret rebates or 


concessions were still being made in 
some instances. 
No definite progress was made in 


finding a market for accumulated sur- 
plus gasoline in the hands of inde- 
pendent refiners and distributors. 

The tank wagon market in the San 
Joaquin Valley showed improvement 
over recent weeks, although some in- 
dependent gasoline was still being of- 
fered at 0.25 to 0.5 cent 
low established prices. 


a gallon be- 


Fuel oil quotations at independent 
plants were irregular. Owing to the 
closing down of most of these refin- 


eries, no large quantity of this product 
offered. Prices generally ranged 
from 65 to 70 cents a barrel in the 
Los Angeles Basin and were fraction- 
ally lower in the San Joaquin Valley. 


was 


Gas and diesel oils were easy. Sup- 
plies exceeded demand but no change 
was made in quotations, which ranged 
from $1 to $1.05 a barrel at Los 
Angeles Basin plants. 

After the recent 


minor flurry in 


108 


major 





kerosine-distillate, demand dropped 
and prices became easier. 

Pacific Coast seaboard markets were 
inactive, with few inquiries or spot 
sales reported. Although the Atlantic 
seaboard appeared to offer an attrac- 
tive market, suppliers were disinclined 
to enter into contracts for shipments 
to that territory at present prices. No 
important changes in quotations were 
reported. 


Trading Centers on Kerosine 
CHICAGO, March 29 

HE announcement March 28 of a 
1 ere advance in retail kerosine 
prices effective March 30 throughout 
the Indiana Standard territory was 
further evidence of the underlying 
strength of this product. 

While this advance has been more 
than discounted by advances totaling 
0.75 cent in the tank car price since 
the middle of January, wholesale quo- 
tations, nevertheless, were bolstered 
by the announcement. Several sellers 
who had been quoting 4.125 cents for 
41-43 earlier in the week said that 
asking price would be at least 0.125 
cent higher at the opening of business 
Monday, March 30. 

The steadiness of kerosine last week 
was not the result of active buying. 
As a matter of fact, Chicago sellers 
reported that open market takings 
were at best only fair. However, re- 
finers continued to restrict offerings 
and several of them were still short 
and on the buying side of the market. 

While 
ently 


open market buyers appar- 
were not concerned with the 
kerosine market last week, many were 
feeling out the market for supplies for 
shipment over April. Suppliers’ ideas 
of prices for shipment over April 
ranged from 4.25 cents up. 

The Mid-Western 
continued to back and fill the week 
ended March 29. Occasional offerings 
were reported on the market at vari- 
ous times last week at 0.125 to 0.25 
cent lower than general quotations. 
What buying existed turned to the 
shaded offerings, and the price con- 
cessions had no lasting effect on mar- 
kets. As lower priced offerings were 
absorbed, the market rallied only to 
be unsettled as the week progressed 
with a renewal of lower priceu offer- 
ings. 

In most instances, it was reported 
that shaded offerings covered off-speci- 
fication or far from acceptable grades 
of motor fuel. Spotted offerings of high 
vapor pressure gasoline continued to 
be a factor in the market. One seller 
who handled this product reported the 
gasoline also had a ‘‘wild”’ distillation 
curve. 


gasoline market 


UA 


Neutrals Down 0.5 Cent 


CLEVELAND, March 28 
ORE favorable weather in its 
marketing territory tended to 
bolster the western Pennsylvania re- 
finery market last week. Light prod- 
ucts were steady to higher as demand 
increased and offerings became scarce 
Buyer interest in motor oils was stim- 
ulated by warmer weather and a 0.5- 
cent reduction in neutral prices. 


Refineries in the Pittsburgh area 
which had been flooded the previous 
week were digging out preparatory to 
resuming operations. In the meantime 
they were purchasing their current re- 
quirements from cther refineries. This 
tended to tighten the status of most 
products, including neutrals. 

Offerings of both kerosine and fuel 
oil were scarce, especially in the lower 
field. Supplies were limited mainly be- 
eause of the refineries temporarily 
taken out of the picture by the flood. 


Even before the flood, offerings of 


fuel oil had been restricted as the 
steady increase in industrial opera- 
tions stimulated the demand. Only 


odd cars of fuel oil were available for 
spot shipment in the lower field, ac- 
cording to reports. 

In the Bradford-Warren  distric! 
kerosine and fuel oil also were in good 
shape. Prices generally were un- 
changed in that’ district, however, 
since the market was more competi 
tive. 

The higher octane gasoline showed 
improvement during the week. Offer 
ings of the 65 octane particularly were 
not as plentiful as they had been re 
cently. Whether this was due to an 
increase in orders or a decline in pro 
duction was difficult to determine. The 
net result was a steady price structure. 
with 65 octane generally being held 
for a minimum of 7.25 cents. 

The status of Pennsylvania neutrals 
apparently took a turn for the better 
following the 0.5-cent cut made early 
in the week. The 25 pour test, 200 
viscosity, was quoted at 20 cents; the 
25 pour test, 150 viscosity, at 16 cents 
after the cut. These prices were the 
lowest since late 1938. 


Many observers believed that the 
downward trend in neutral prices had 
about run its course. Traders reported 
that some refiners who had been will- 
ing to ‘‘meet competition’’ when the 
general level of quotations had been 


higher, were now refusing to shade 
prices. 
Bright stock remained firm. Little 


shading of prices was noted. 

A lack of offerings was mainly re- 
sponsible for the continued light wax 
market. Buyers were not as active 
ag they were earlier in the month. 
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Kerosine Prices Lower 
NEW YORK, March 28 
ONDITIONS in the portions of the 
C eastern marketing area which were 
swept by floods were reported getting 
back to normal and motoring was pos- 
sible in many of the affected districts 
during the week ended March 28. 
Suppliers generally reported only a 
fair demand for gasoline for tank car 
or barge movement from eastern sea- 
board terminals during the week, but 
said it was showing some improve- 
ment. Indications were, they said, 
that demand would improve noticeably 
as soon as barge delivery conditions 
get back on a normal basis. Stocks 
generally are low at inland distri- 
buting points, they reported, and these 
probably will be replenished before the 
heavy consuming season starts. 


No changes were reported in tank 
‘ar or barge gasoline prices at eastern 
terminals, although retail markets 
were lowered in some sections, and 
some reports were heard that tank car 
prices might be reduced at _ these 
points, 

Retail price cuts were made during 
the week in southern New Jersey, 
southeastern Pennsylvania, northeast- 
ern Maryland, and parts of Connecti- 
cut. In Brooklyn the market continued 
unsettled with some dealers selling at 
2 to 2.5 cents under the general level 
of prices at major company-owned sta- 
tions, 

Demand for kerosine was reported 
light in most sections and prices were 
lower along the seaboard from New 
York harbor south. No changes were 
reported in the New England area. 
Reductions of 0.375 cent were made 
in tank car and barge prices at New 
York harbor by some suppliers, while 
cuts of 0.25 cent a gallon were made 
in the Baltimore, Philadelphia, Nor- 
folk, Wilmington and Charleston dis- 
tricts. 


Gasoline Cargo Sold 


NEW YORK, March 28 

ARGO markets at the Gulf were 
C unchanged during the week ended 
March 28, with movement of mosi 
products reported steady. Movement 
generally was confined to contract buy- 
ers, aS open market inquiries were 
scattered. 

Domestic cargo gasoline markets 
were reported in good condition de- 
spite the accumulation of stocks. Car- 
go prices for gasoline were confirmed 
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during the week by the sale of a full 
cargo of 60-64 octane grade at 6 cents 
a gallon, f.o.b. the Gulf. The gasoline 
was to be lifted promptly for coast- 
wise movement. Several inquiries were 
reported for 68-70 octane gasoline, but 
buyers said it was hard to locate a 
cargo of this grade. 

Export gasoline markets remained 
dull, with no foreign inquiries report- 
ed. Suppliers generally made _ no 
change in quotations, but said that 
apparently no business was likely to 
be obtained at 5.75 cents for 64-66, 
375 e.p. Reports were that Roumanian 
prices still were around 0.5 cent under 
the American Gulf, but lack of in 
quiries made it hard to determine 
what actual selling prices would be. 

Demand for Bunker C fuel oil for 
domestic lifting continued fairly ac 
tive, although no open market sales 
were reported during the week. One 
refiner reported receiving an inquiry 
for a large quantity of bunker fuel 
for movement throughout the summer 
and fall, but was unable to quote on 
the business. Suppliers indicated that 
$0.80 was the level which they con- 
sidered the market for this product. 

Demand for kerosine and light fuel 
oils for movement to the northern sea- 
board areas for use as domestic heat- 
ing oil has fallen off considerably, sup- 
pliers said. However, the shortage of 
kerosine in the middle west has re- 
sulted in movement to that area, de- 
spite the high freight rates, it was 
reported. Some of the kerosine was 
reported moving directly from the Gulf 
in tank cars, while some was going 
in cargo lots to Baltimore and other 
coastwise ports and from there by 
tank car into Ohio and Michigan. 


Discusses Sales Plans 


EAU CLAIRE, Wis., March 27. 
A sales program for 1936 was outlined 
at the first annual banquet and sales 
meeting of the Tank Car Service Co. 
and its associated dealers March 16 
here. M. J. Larsen, president, pre 
sided. 

Various phases of the sales pro 
gram were discussed by the follow- 
ing, aside from Mr. Larsen: Hugh 
Ragon, Rock Island Refining Co., Dun 
ean, Okla.; Ralph Sloan, Mid-Con- 
tinent Petroleum Corp., Tulsa; Fiske 
O’Hara, Grant Battery Co., and Ward 
MeMasters, Collins Petroleum Co., 
Milwaukee, 

In addition, short merchandising 
talks were given by Stanley Thomson, 
Thomson Oil Co., Abbotsford, Wis., 
and by M. W. Collins, Collins Petro- 
leum Co. 

The Tank Car Service Co. has grown 
from a single station in 1930 to 18 
outlets today in Eau Claire and vicin- 
ity. Last June it added products of 
the Mid-Continent Petroleum Corp. to 
its line. 


Kerosine Active 


TULSA, March 28 

RADING in the Mid-Continent kero- 
) gam market was brisk the last week 
of March. With activity in agricul- 
tural sections of the country under 
way, demand has increased consider- 
ably over the past two weeks. 

Suppliers reported they had noticed 
a distinet change in the buyers most 
active in the open market. Formerly, 
they said, most inquiries were made 
by large refiners. Now the majority 
of transactions were being conducted 
with jobbers. 

The kerosine market this year open- 
ed several weeks earlier than usual, 
according to most observers. This pre 
mature demand for kerosine to be used 
for agricultural purposes was attri- 
buted to the unusual stock position of 
most Mid-Continent refiners. During 
the late winter months, inventory of 
kerosine had been reduced rather than 
increased due to heavy takings of any 
product suitable for heating oil. With 
stocks abnormally low, refiners en- 
tered the ope market early to re- 
plenish their stocks. For several 
weeks, this buying furnished the moti- 
vating factor in the kerosine market, 
resulting in substantial price advances. 

The past week, however, the volume 
of kerosine purchased by Mid-Contin- 
ent refiners diminished. Observers took 
this as an indication refiner-buyers 
had accumulated sufficient stocks to 
carry them through the season. These 
stocks, of course, were to be sup- 
plemented by current production, 

Jobber takings of kerosine increased 
materially the last week of March. 
This especially was noticeable of job- 
ber business in the Mid-Continent and 
middlewestern agricultural areas. 
Plowing in these sections is under way, 
with the exeeption of small areas in 
the dust regions. Scattered cars of 
kerosine were being shipped into the 
northern part of the country, indicat- 
ing the plowing zone gradually was 
widening. Northern kerosine busi 
ness was expected to increase over the 
next two or three weeks. 

Kerosine available for immediate 
shipment to open market accounts was 
tight at most refinery centers. This 
was evidenced when purchases of kero 
sine were made from Gulf Coast re 
finers for shipment into the Mid-Con 
tinent market territory. The sale of 
one lot of 42-44, 550 end point ma- 
terial was reported by one Gulf Coast 
refiner at a price that figured 4.25 
cents, f.o.b. Group 3. Sale was made 
early in the week and represented the 
going market at that time. Shipment 
of this kerosine was restricted to 
points where freight differential did 
not exceed 0.25 cent. 

Buyers reported East Texas was 
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THE NOZZLE VALVE THAT 
SET NEW STANDARDS IN 
HIGH SPEED DELIVERY AND 


LONGER, LOW COST SERVICE 
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PERMALENE DISC 


CONSTRUCTION 






io. U-141-F 
EASY TO OPERATE 


This improved ‘MIL- 
WAUKEE” Hose Nozzle 
Valve embodies the most 
advanced engineering fea- 
tures. The exclusive com- 
bination of a flo-control 
trigger and PERMALENE 
encased disc insures posi- 
tive regulation at any de- 
sired speed and provides 
‘*kickless’? operation even 
under the most adverse 
conditions. 


Design of disc and construction of the nozzle permit 


reversal of the disc, in the disc holder, creating new 
valve efficiency until a new disc can be obtained and 


conveniently installed. 


The velvety smoothness with which this valve operates 
adds years to the life of the delicate 


gasoline pumps. 
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No. 512 Diaphragm Type 


AIR CHECK VALVES 


Silent, positive, dependable. The 
valve disc is anchored to a 
formed diaphragm and remains 
in a suspended position while 
compressor is operating Back 
pressure from tank acts both 
above and below the diaphragm 
maintaining a perfect balance at 
all times. Air gauge shows no 
fluctuation and give much longer 


service. 


This valve has no close clearances 
eliminating the possibility of 
sticking. Water, oil and carbon 
do not affect the diaphragm of 


disc 


mechanism in 








ANGLE CHECK 
VALVES 


No. 546 Double poppet ex- 
tractor type, all bronze. 
No. 550 Same as 546 with 
Iron body 

No. 542 Single poppet ex 
tractor type, all bronze 

No. 530 Same as 542 with 
Iron body 


FOOT VALVES 

No. 730 Double poppet, all 
bronze. 

No. 731 Double poppet with 
composition discs, S.L. 

No. 732 Single poppet, all 
bronze 

No. 733 Single poppet with 
composition disc, S.L. 


ill types also furnished 
with iron bodies. 
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Send for complete descriptive literature 


MILWAUKEE VALVE COMPANY 


MILWAUKEE 


Manufacturers of *“MILWAUKEE” Valves and Fittings for the oil industry. 


WISCONSIN 





“barren” from the standpoint of sup- 
plying kerosine. Output of kerosine 
in this district was not large and gen- 
erally was being shipped into loeal 
and southeastern markets. 

Offerings of excess gasoline have 
about disappeared from the Mid-Con- 
tinent market, according to some re 
ports. Increased shipments both to 
open market and contract customers 
have furnished an outlet for a portion 
of the excess gasoline. With spring 
shipments coming into their own, re 
finers were not interested in pushing 
sales. The statistical position of gaso 
line in several Mid-Continent area 
improved over the past week. One or 
two refiners in Oklahoma 
slight reductions had been 
stocks, 


reported 
made in 


Most quotations for Oklahoma low 
octane gasoline were 5.125 cents, al 
though some offerings continued to be 
made at 5 cents. Motor fuel with 63 
70 octane rating was moving readily 
at prices in effect last week. 

East Texas gasoline supplies were 
tight. Sales were reported on the basis 
of 5 cents f.o.b. refinery. Cracked 
gasoline from East Texas was becom 
ing less of a factor in middlewestern 
markets. Refiners, according to re 
ports from the field, were net cutting 
so deeply into their cracking stocks 
The result was a gasoline with a fairly 
low gum content. This material was 
being blended with straight run gaso 
line and sold loeally to trucks as third 
grade. 

Grade 26-70 natural gasoline was 
steady at 3 cents in both Oklahoma 
and Texas. Oklahoma manufacturers 
reported refinery and jobber business 
was Sluggish the first part of the week. 
By the end of the week, however, or 
ders had picked up. 

Mid-Continent lubricating oils were 
unchanged, Wax was active, with most 
suppliers sold out. 


aX. 


Scale Steady 


NEW YORK, March 28—The mar 
ket for crude scale wax was reported 
steady during the week ended March 
28. Traders generally characterized 
the market as ‘‘strong, with fair de 
mand.’’ 

Prices for the 122-124 white scale 
continued at 2.5 to 2.6 cents at New 
York and around 2.55 to 2.6 cents at 
New Orleans, traders reported. Indi 
cations were that only occasional cars 
of 124-126 scale were available at un 
der 2.55 cents a pound at New York 

No change was noted in the marke! 
for fully refined waxes. Prices re 
mained at the same levels that have 
prevailed for several weeks and de- 
mand continued steady. 
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REFINERY TANK CAR MARKETS 
i 1 f i f wu 
Prices in cents per gallon, tank car lots, ercept where otherwise noted. Prices are those to domestic jobbers who resell to consumers 
They do not represent inter-refinery sales, or sales for erport. Federal, state or municipal tares not included 
Prices quoted apply on products made from legally produced crude. 
. . . T March 30 March 23 March 16 
Gasoline and Naphtha k ae 
irkansas For Arkansas and Louisiana destination 
Oklahoma March 30 March 23 March 16 U.S. Motor Gasoline: 
62 octane and below Ss. 75 §.75 ye 
18-54, 450 e.p. naphtha 1.875- 5.00 4.875-5.00 4.875- 5.00 63-70 octane number 6.75 6.75 6.75 
; TL octane and above 
U. S. Motor gasoline, by octane numbers: 
62 and below 3rd Ohio (Quotations of S. O. Ohio. Delivered any point in Ohio 
crade) 5.00 5 5.00 - 5.125 >.00 —- 5.125 U.S. Motor gasoline $8.75 8.75 ay 
63-70 octane (regular) 6.00 6 6.00 -— 6.125 6.00 = 6.125 Above 65 octane no 9 00 9.00 9.00 
Te eee ol). it uta ud aencaae es i 
60-62, 400 e.p. gasoline 5.00 — 5 5.00 - 5.125 >.00 5.125 
64-66, 375 e.p. gasoline 5.125- 5 5, 3fZa7 $.25 >.125- 5.25 
68-70, 350-360 e.p T ‘ . ° 
vasoline 5.25 - 5.375 5.25- 5.375 5.25 — 5.375 Natural Gasoline 
; Prices shown f.0.b. Group 3 and Breckenridge represent majority of 
Western Penna. (Quotations and or sales prices to car unloaders sales made on dates shown to blenders on the freight basis shown below 
Bradford-Warren although shipments may originate in other manufacturing districts, such 
52-54 naphtha = 50 — 5.695 5 50 - 5.625 & £9 ~ 5.625 as East Texas, Panhandle, Southwest Texas or Kansas 
F.o.b. Group 3 
Motor ganoline: Grade 26-70 3.00 3.00 3.00 
U.S. Motor (58-62 5.625 >. 625 ».625 : ; 
Minimum 60 octane — 7.00 7.00 - 7.00 - F.o.b. Breckenridge 
Minimum 65 octane 1.23 7.25 - 7.25 - Grade 26-70 s.00 3.00 3.00 
Minimum 70 octane ; i 
641-66, 390 e.p. gasoline 5.875- 6.00 5.875- 6.00 5.875- 6.00 
68-70, 350-360 ep. s 5 California F. o. b. plants in Los Angeles basin 
‘4 gasoline 6.125- 6.25 6.125- 6.25 6.125- 6.25 75-85, 375-390 ep. for 
% blending 6.25 6.75 5.25 5.75 5 25 5.75 
# Other districts: os a er sales seh arr 
a 52-54 naphtha 5.50 5.625 5.50 -— 5.625 
4 54-56 naphtha §.625- 5.75 5.625- 5.75 
& Motor gasoline: 4 “ 
U.S. Motor (58-62° 5.625-— 5.75 ».625 Kerosine 
\ ~s elle ~ gh “2 
Ss ne ai 60 ne boss be ov BS ie = 090 Western Penna. Quotations and or sales prices to car unloaders 
intmum 65 octane 6.20 6.060 4.20 Bradford-W arren 
Minimum 70 octane ee . nore ‘ ty cual — ee ee ea oe 
64-66, 390 e.p. gasoline 5. 875- 6.00 5.875- 6.00 5.875- 6.00 15 w.w. kerosine 9.25 — 5.375 5.25 — 5.375 5.23 >. 375 
68-70, 350-360 — ep. 16 w.w. kerosine 3. 375- 5.50 5.375- 5.50 5.375- 5.50 
gasoline 6.125- 6.25 6.125- 6.25 6.125- 6.25 17 w.w. kerosine 5.50 9.625 5.50 5.625 5.50 - 5 625 
Other districts 
California 3e tax to be added to prices if used in state i wwe. heswaiing 5 .375- 5.50 5 95 5 375 5 95 5 375 
54-58 U S. Motor. 137 16 wow kerosine 5.50 5.625 5 375- 5.50 >. 375- 5.50 
e.p. for in-state ship- 17 w.w. kerosine 5.625- 5.75 5.50 3.625 5.50 -— 5.625 
ment... 1.25 1.50 4.00 - 4.50 4.00 - 4.50 
54-58, U.S. Motor, 437 Oklahoma 
e.p. for outside state 11-43 kerosine 125 4 375 4 95 1 375 4.125 1.25 
shipment 4.25 1.50 1.00 4.50 4.00 - 4.50 19-8 wees. esi ae or ee pg mag as 
ae. 2 -rosine 41.375-— 4.50 4.37 0 = 
58-61, 375-400 ep - , 373- 4.5 4.25 1 50 
gasoline, 65 octane Kansas F " refine sai - 
and above. .. 4.75 - 6.00 $.75- 6.00 4.75- 6.00 | | vanae i ae a 7 . eG : 
, WoW erosine $75 0 375 50 4 4.375 
(North Texas (F.o.b. Wichita Falls district for shipment to Texas 12-44 w.w. kerosine 1.50 1.625 £.50 4.625 4.: 62: 
and New Mexico destinations; Group 3 prices quoted on northern shipments a , ; - : 
: SoM li ' i psiaitas : : : iNorth Texas (F.o.b. Wichita Falls district or shipment to Texas 
U.S. otor gasoline, by octane numbers and New Mexico destinations; Group 3 prices quoted on northern shipments 
62 and below (3rd 
grade 9.125 3.125 5.00 - 5.125 | 41-43 w.w. kerosine... 4.25 — 4.375 — 4.125- 4.25 4.125- 4.25 
63-70 octane (regu i 7 
vat »- 9- ine 95 P . . 
sa lar 6.125 6.125 6.00 6.129 East Texas F.o.b. East Texas refinery for unrestricted shipment 
TL and above : err ee 
60-62, 400 e.p. gasoline 5 5.25 5 §.25 5.125 : : Z , F 
61-66, 375 e.p. gasoline 5.125- 5.25 11-43 w.w. kerosine *4.125- 4.25 *4.00 - 4.125 *3.75 - 3.875 
68-70, 350-360 e.p *Nominal 
gasoline §.375 $.3%5 §.25 - §.37%5 
North Louisiana For Louisiana and Arkansas destination 
Kansas (F.o.b. refinery, Kansas destination 
U.S. Motor gasoline, by octane numbers 11-13 wow. kerosine 4.25 4.25 4.25 
62 and below (3rd egal earcact — si ea sah gli as ae frkansas (For Arkansas and Louisiana destination 
grade) 5.25 se TS 5.25 - 5.375 9.25 5.375 
63-70 octane (regu ba 
lar) 6.25 6.375 6.25 - 6.375 6.25 - 6.375 11-43 w.w. kerosine 1.625 4.50 4.50 
TL and above ‘ a 3 ‘ 
60-62, 400 e.p. gasoline 5.25 i eee $.25 5.375 - 5.375 California F.o.b. California retineries 
tWest Texas and New Mexico (F.o.b. W. Texas and N. Mex 38-10 wow. kerosine 550 5.00 3.50 5.00 3.50 5 00 
refineries for unrestricted shipment 
U.S. Motor gasoline, by octane numbers 
62 and below (3rd ’ . é 
Pao 5.125 5.125 5.00 - 5 125 Gas and Fuel Oils 
63-70 octane (reg 6.125 6.125 6.00 -— 6.125 . 
71 and above os ; ute Western Penna. Quotations and or sales prices to car unloaders 
Bradford-Warren: 
tEast Texas (F. 0. b. East Texas refinery for unrestricted shipment 
U.S. Motor gasoline, by octane numbers 36-40 fuel oil 1.50 4.625 4.50 4.625 4.50 - 4 625 
62 and below (3rd tOther districts 
grade 5.00 5.00 4.875- 5.00 
63-70 octane (reg. i 36-40 fuel oil 4.75 — 4.875 4.625- 4.75 4.625- 4.75 
PRIMI te Ce eee eee 0 a ee EN e 
60-62, 400 e.p. gasoline 5.00 5.00 4.875- 5.00 fNot including Pittsburgh 
North Louisiana (For Louisiana and Arkansas destination Oklahoma (F.o.b. Oklahoma refineries 
U. S. Motor gasoline: No. | white fuel oil .. as 3.875 3.625 3.625 
4 62 octane and below Fy 5.75 5.75 No. | straw fuel oil 3.375- 3.50 3.50 3.50 
H 63-70 octane number 6.75 6.75 6.75 | No. 2 straw fuel oil 3.25 3.375 3.50 
4 71 octane and above eeeehwace: @aneucdudic No. 2 dark fuel oil $.125- 3.25 3.25 - 3.375 3.375 
4 +Refiners generally receive from 0.25¢ to 0.5¢ per gallon more for U. G. 1. gas oil 2.625- 2.75 2.629- 2.75 2.625- 2.75 
‘ gasoline and kerosine for local or differential territory shipment. (Conrinued on next page) 
? 
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REFINERY TANK 


Prices in cents per gallon, tank car lots, ercept where otherwise noted. 


CAR MARKETS 


Prices are those to domestic jobbers who resell to consumers. 


They do not represent inler-refinery sales, or sales for erport. Federal, state or municipal tares not included. 
’rices quoled apply on products made from legally produced crude. 





Fuel oils: 
28-30, zero 


March 30 March 23 March 16 


March 30 March 23 March 16 


Prices per barrel of 42 U.S. gallons 1200 No. 5-6.. 9.50 9.50 9.50 
3 195- 3.25 3.125- 3.25 325 2000 No. 5-6.. 9.75 -10.00 9.75 -10.00 9.75 10. 00 





No. | prime white 3 
18-22 fuel oil (per bbl.) — $0 
10-14 fuel oil (per bbl $0 


North Texas (F.o.b. 
and New Mexico: Group 3 
No. | straw, fuel oil 3 
No. | white, fuel oil 3 
U.G.1. gas oil 2 
No. 2 fuel oil 
24-26 fuel oil (per bbl $0 
18-22 fuel oil (per bbl. $0 


West Texas 


No. 2 fuel oil 
18-22 fuel oil (per bbl $0 


No. 1 white, fuel oil 


U.G.L. gas oil 2 
No. 2 fuel oil #3 
24-26 fuel oil $0 


20-24 fuel oil $0 


North Louisiana 
No. 2 fuel oil 3 
U.G.L. gas oil 2 
20-24 fuel oil (per bbl.) = $1 
16-20 fuel oil (per bbl.) = $0 
10-14 fuel oil (per bbl.) = $0 


No. 2 fuel oil 3 
28-30 fuel oil, zero 3 
20-24 fuel oil (per bbl.) $0 
16-20 fuel oil (per bbl.) = $0 
10-14 fuel oil (per bbl.) = $0 


California 


Grade © fuel oil $0 
Diesel fuel oil $l 
Stove distillate $1 
Los Angeles, per bbL: 

(Grade © fuel oil $0 
Diesel fuel $l 
Stove distillate $l 


San Francisco, per bbl 
(irade C fuel oil 

Diesel fuel 

Stove distillate 


Western Penna. 
\ IsScous 


200 Vis. (180 at 100°, Ne 
0 pour test 22 
10 pour test 21 
15 pour test 21 
25 pour test 20 


180 Vis. (165 at 100) No. 3 


35 pour test 19 
150 Vis. (143 at 100) No. 3 
0 pour test 18 
10 pour test 17 
15 pour test 17 
25 pour test 16 


South Texas F.o.b 
Vis. Color 
Pale Oils: 

100 No. 1 le-2! 
200 No. 2 
100 No. 2 

500 No, 24-31 
750 No. 3 
1200 No. 3 
2000 No. 3 


Red Oils: 
200 No. 5-6 
300 No. 5-6 
500 No. 5-6 
750 No. 5-6 

*Nominal 





Kansas F.o.b. refine 


East Texas F.o.b. Ei 


Neut 
Quotations and or sales prices 
Veutrals 


28-30 $1.00 -$1.025 $1.00 -$1.025 $1.00 “$1 .025 
24-26 $0.80 —$0.85 $0.80 -$0.85 $0.80 -$0 85 
18-22 $0. 725-$0 .775 $0 .725-$0.775 $0 .725-$0 .775 
14 16 $0.65 -$0.675 $0.65 -$0.675 $0.65 -$0.675 


ry, Kansas destination 

875-— 4.00 3.875- 4.00 3.875- 4.00 
80 —$0 825 $0.80 -$0.825 $0.80 -$0 825 
65 -$0.70 $0.65 -$0.675 $0.675-$0.70 


Wichita Falls district for shipment to Texas 
prices quoted on northern shipments). 


375- 3.50 3:50 3.625 3.50 - 3.625 
625- 3.75 3.625 3.625 

50 2.625 2.50 2.625 2.50 -— 2.625 
3.25 3.375- 3.50 3.50 - 3.625 


70 -$0.725 $0.70 -$0.725 $0.70 -$0.725 
675-$0.70 $0 .675-$0.70 $0 .675-$0.70 


F.o.b. West Texas refineries for unrestricted shipment). 


"3.25 *3 .375- 3.50 *3.375- 3.50 


70 $0.73 $0.70 -$0.73 $0.70 -$0.73 


ast Texas refineries for unrestricted shipment). 


at ae *3.625- 3.75 *3 50 - 3.625 
50 2.625 2.50 — 2.625 2.50 
00 3.125 *3.125- 3.25 "3.25 — 3.375 


60 —$0.65 
60 —$0.625 


$0.60 -—$0.65 
$0.60 -$0.625 


$0.60 -$0 65 
$0.60 -$0.625 


(For Louisiana and Arkansas destination). 


25 3.50 3.50 - 3.75 3.56 <= 3.75 
875- 3.00 2.875-— 3.00 2.875- 3.00 
05 —-$1.10 $1.05 -$1.10 $1 05 -$1 10 


95 -$1.00 $0.95 -$1.00 
70 —$0.75 $0.75 -$0.80 


$0.95 -$1 00 
$0.75 -$0.80 


irkansas For Arkansas and Louisiana destination 


625- 3.75. 3.75 


3.75 
25 3.50 3.25 3.50 3 25 - 
$25- $0 875 $0 .825-$0 875 $0.82 

» 


725-$0 .775 
60 —$0.65 


$0 725-$0.775 $0 
$0.60 -$0.65 


San Joaquin Valley, per bbl 


65 -$0.75 $0.65 -$0.75 $0 60 -$0.75 
00 -$1.47 $1.00 -$1.47 $1 00 -$1 47 
20 -$1.89 $1.20 -$1.89 $1.20 -$1.89 


65 ~$0.95 $0.65 -$0.95 
OO -$1.47 $1.00 -$1 47 
20 -$1.89 $1.20 -$1.89 


$0 65 -$0.95 
$1 00 -$1 47 
$1.20 -$1.89 


$1.00 $1.00 $1 00 
$1 68 $1.68 $1.68 
$2.10 $2.10 $2.10 


cal Oils 


to car unloaders 
Viscosity at 70 F 


3 color, 420-425 flash 


50 —-23.00 23.00 -23.50 23 00 -23.50 
50 -—22.00 22.00 -22.50 22 00 -22.50 
00 -21.50 21.50 -22 00 21 SO 99 00 
00 20.50 20 50 -21.00 20.50 -21.00 
color, 410-415 flash 

00 —-19. 50 19.50 —20.00 19.50 -20 00 
color, 400-105 flash 

50 —- 19.00 19.00 -19.50 19.00 -19.50 
50 —-18.00 8 00 -18 50 18 00 -18 50 
00 —17.50 17.50 -18 00 17 50 -18 00 
00 —16.50 16.50 -17.00 16.50 -17 00 


South Texas refineries, for domestic shipment 


Viscosity at 100° F.- pour test 0 


5.00 5.00 5 00 
7.00 7.00 7.00 
7.50 7.50 7.50 
8.50 8 50 8 50 
9 00 9 00 9.00 
9 50 9.50 9 50 
75 10.00 9.75 -10.00 9 75 -10 00 
7.00 7.00 7.00 
7.50 7.50 7.50 
8.50 8.50 8 50 
9 00 9.00 9 00 





Note: South Texas red oil prices shown above cover oils with green cast: 
blue cast red oils are slightly lower in some cases. 


Mid-Continent Viscosity at 100° F.; F. « Tulsa basis. 
represent quotations and sales) 


0 to 10 Pour Point: 


Prices 


Pale Oils: 


Vis. Color 


60-85-——No. 2 ioe 5.25 §.35 
86-110—No. 2 Ry 5.75 5.75 
150—No. 3. 10.00 10.00 10.00 
180—No. 3 Li. 25 i) 11.25 
200—No. 3 zs Li .75 Et .7o 
250—No. 3 13.75 13.75 13.75 
280—No. 3 14.75 14.75 14.75 
300—No. 3 15.25 15.25 15.25 
Red Oils: 

180—No. 5 10.25 10.25 10.25 
200—No. 5 10.75 10.75 10.75 
250—No. 5 12:75 12.75 iz .to 
280—No. 5 13.75 13.75 is.72 
300—No. 5 14.00 14.00 14.00 


Note: Non-Viscous pale oils (60 to 110 Vis.) with a 15 to 25 pour point 
are quoted 0.5¢ under 0 to 10 pour test oils; pale and red viscous oils (150 
to 300 Vis.) with 15 to 25 pour point are quoted le under 0 to 10 pour test 
oils. Viscous oils (150 to 300 Vis.) with a No. 4 color are quoted 0.5¢ above 
No. 5 color oils. 


(F.o.b. Chicago District refineries (Vis. at 100° F 
Pale Oils, *15 to 30 pour point: 


Chicago 





Vis. Color 

60-85 — No, 2 6.50 6.50 6.50 
86-110—No. 2 7.00 7.00 7.00 
150—No. 3 ; 10.00 10.00 10.00 
180-—No. 3 11.25 11.25 11.25 
200—No. 3 11.75 8 ee i 11.75 
250—No. 3 i725 13.75 13.75 
Red Oils, *15 to 30 Pour Point: 

180— No. 5 10.25 10.25 10.25 
200—No. 5 10.75 10.75 10.75 
250—No. 5 12 32.75 | > Ry 
280—No. 5 13.25 13.25 13.25 
300—No. 5 13.50 13.50 13.50 


*60-110 vis. oils, with 0-10 pour point, bring 0.5c higher than above 
prices. Other oils with 0-10 pour point are quoted at le higher. To obtain 
prices delivered in Chicago, add 0.25c per gal. 

California (F.o.b. California refineries; Viscosity at 100° F.) 


All neutral oils, 11.5¢ per gal. in tank car lots; and 13.5c in iron bbls., to 
refiners only, excluding federal tax. 


Cylinder Stocks 
Mid-Continent (F.0.b. Tulsa basis. 
sales) 
Bright Stocks: 


Prices represent quotations and 


190-200 Vis. at 210° D 20.00 20.00 20.00 
150-160 Vis. at 210°D: 
0 to 10 pour test 17.00 7.00 17.00 
10 to 25 pour test 16.50 16.50 16.50 
25 to 40 pour test 16.00 16.00 16.00 
150-160 Vis. at 210° EF 16.00 16.00 16.00 
120 Vis. at 210° D: 
0 to LO pour test 16.50 16.50 16.50 
10 to 25 pour test 16.00 16.00 16.00 
25 to 40 pour test 15.50 15.50 15.50 
600 Stm. Rfd. Dark 
Green 5.50 6.50 5.50 -— 6.50 5.50 - 6.50 
600 Stm. Rfd. Olive 
Green... 6.50 8.00 6.50 - 8.00 6.50 -— 8.00 
631 Steam Retined #12 .00 *12.00 — 00 
Black Oil..... 3.25 - 3.375 3.25 — 3.375 3.20 = 3.319 


*Only one refiner quoting. 


Chicago (¥F.o.b. Chicago district refineries 


Viscosity at 210° 
Unfiltered Steam Refined: 


140 : 9.00 9.00 9.00 
160 10.00 10.00 10.00 
200 11.00 11.00 11.00 


To obtain prices delivered in Chicago, add 0.25¢ per gal. 


Bright stocks, 160 vis. at 210 No. 8 color: 


0 to 10 pour point. 18.75 18.75 18.75 
15 to 25 pour point. 18.25 18.25 18.25 
30 to 40 pour point 17.75 17.75 17.75 
E filtered Cyl. Stock 14.00 14.00 14.00 


Western Penna. (AS.T.M. tests; quotations and/or sales prices to 
car unloaders 

600 stm. rfd. filterable 11.50 -12.00 11.50 - 12.00 11.50 -12.00 
650 steam refined 12.50 -13.00 12.50 = 13.00 12.50 -13.00 


(Continued on page 114) 
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TRI-ROTOR 


VARIABLE VOLUME CONTROL 


TRUCK 
PUMPS 


DEVELOPED BY 
TRI-ROTOR 


. TRUCK PUMP 
Model 50 BV 
Mounted on 
TRADE MARK 7 ; > Chassis 


WARRRERQ DRS 
ue FUEL Ohh 


| aan 










































Leading companies are equipping 
their tank trucks with TRI- = 
ROTOR Pumps. The distinctive va 
advantages of this unit, as listed 
below, tell you why. YOU can 
increase efficiency and reduce costs 
with these advanced pumping 
units. Write us for details. 


IMPORTANT ADVANTAGES 


@ By-pass is eliminated 
@ Heat generation is eliminated | O T E—rri- 
@ Excessive pressures are elimi: ROTOR Pumps \ 
nated are also made for 
; , bulk plant service. 
@ Less power is required Write us if in- 
@ Constant minimum pressure is terested in this 
maintained type of pumping 


ery unit. 
@ Does not “‘shock the line’’ when 


starting delivery 


@ Works better with meters 

@ Extremely quiet in operation 

@ Will ‘“‘blow the line’’ to handle 
other products 

@ Capacity 50-70 G.P.M. at 350- 
500 R.P.M. 

@ Simply constructed, strong, 


durable and compact. 





Part of Sherwood Bros’. fleet, Baltimore, Md. 


fe’ =o THE YALE & TOWNE 
: MFG. Co. 


STAMFORD, CONNECTICUT, U. S. A. 
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REFINERY TANK CAR MARKET 


Prices in ce - per gallon, tank car lots, except where otherwise noted. 
hey do not represent inter-refinery sales, or sales for export. 


Prices are 
Federal, 


those to domestic jobbers who resell to consumers 
stale or municipal tares not included. 


Prices quoted apply on products made from legally produced crude. 





Cylinder Stocks (cont’d) 


March 30 March 23 March 16 

600 flash 13.50 -14.00 13.50 -14.00 13.50 -14.00 
630 flash 17.50 —18.00 17.50 -18.00 17.50 -18.00 
600 Warren E... 13.50 —-14.00 13.50 -14.00 13.50 -14.00 
Bright stock, 145-155, vis. at 210°, 540-550 flash, No. 8 color: 

10 pour test 22.00 -—22.50 22.00 -22.50 22.00 -22.50 

15 pour test 21 00 —21.50 21.00 -—21.50 21.00 -21.50 

20 pour test 20.00 —20.50 20.00 —20.50 20.00 -20.50 

25 pour test 19.00 -19.50 19.00 —19.50 19.00 -19.50 

Petrolat : 
etroiatums 
Western Penna. Per pound, in barrels, carload lots, f.o.b. Penna. 

refinery. In tank cars, 0.5¢ per pound less. Quotations are from majority 
of petrolatum makers 
Snow White 6.625 6.625 6.625 
Lily White ». 625 5.625 5.625 
Cream White 4.625 1.625 4.625 
Light Amber re ES 2A 20 
Amber 2.50 2.50 2.50 
Red 2.00 — 2.125 2.00 -— 2.125 2.00 - 2.125 


Wax 


March 30 March 23 March 16 
Western Penna. (Per pound, f.o.b. New York) 
122-124 wh. crude 
scale, A.m.p. 2.55 — 2.60 2.55 - 2.60 2.55 - 2.60 
124-126 wh. crude 
scale, A.m.p. 2.60 2.65 2.60 -— 2.65 2.60 - 2.65 
Oklahoma Bs pound in barrels; in a few instances, per pound in 
burlap bags; f.o.b. Oklahoma refineries) 
124-126 wh. bee 
scale, A.m.p. ; 2.75 2.625 2.625 


Chicago (F.o.b. Chicago district refineries, 
bags, carload lots. Melting points A.S.T.M. method; add 3° F. 


into A.m.p.) 


Fully refined: 
122-124 1.65 +.75 4.65 - 4.75 
27 1.90 5.00 1.90 5.00 
-129 5:05 — 5.15 5.65 < 3.55 
0-132 *5.45 5.55 *5.45 - 5.55 
-134 *5 .70 5.80 *5.70 - 5.80 
-137 *6 45 6.55 *6.45 - 6.55 





"*Same pric 


es quoted in bags or slabs loose. 


in cents per pound, 


* 


a 
Derr a 


* 


in 
» convert 


- 4.75 
- 5.00 
= §.15 
~ §.55 
- 5.80 
- 6.55 








MID-WES 


Chicago sellers 


r . aI Ty 

rERN 
4 4 

Following prices are in cents per gallon, except fuel oil in barrels of 42 U 


from legally produced crude 
id-western 


refining districts. 


. S. gallons, 
lo jobbers on Group 3 freight basis, 


in tank 


TANK CAR MARKETS 


car lots, 


stale or federal tares. 


representing majority of sales of products made by 
although shipments may originale in other South-western or 
Prices do not include 






































Gasoline March 30 ; March 23 March 16 
No. 2 straw 3.125- 3.25 3.25 - 3.375 3.29 3 375 
lt’. S. Motor gasoline March 30 March 23 March 16 No. 2 dark 3.00 3.25 3.25 3.25 
PLR OT No. 3 2.875- 3.125 3.125- 3.25 3.125- 3.25 
(3rd grade 5.00 >. 125 5.00 >. 125 4.875- 5.125 No. 4 (per bbl $0 .975-$1.05 $0 .975-$1.05 $0 .975-$1 05 
63-70 octane (reg 5.75 — 6.00 5.75 — 6.00 >.75 — 6.00 No. 5 (per bbl. $0.70 -$0.75 $0.70 -$0.75 $0.70 -$0.75 
TIEN akikccedtenns. ««asasecse /ae@ecsnan : 
60-62, 400 e.p 5 5.25 5.00 >. 25 4.875- 5.25 Industrial: 
64-66, 375 e.p 5 5.25 S$. 125-— 5.25 5.125- 5) No. 4 (per bbl. $0. 875-$0.90 $0. 875-$0.90 $0 .875-$0 .90 
68-70, 350-360 e.p 5 =e 6° 5 5.300 9.25 - 7 No. 5, (per bbL.). $0 .625-$0.675 $0 625-$0.675  $0.625- $0.675 
No. 6, (per bbl). $0.55 -$0.60 $0.55 -—$0.60 $0.55 -$0.60 
Kerosine U.G.L. gas oil 2.3%5— 2.50 2.375- 2.50 2.375- 2.50 

11-43 wow ..23 i.3i%o we 4.375 4.125- 4.25 a : 

, Qot - 9 e y= Q7- 

12-44 wow ce Ee. “Sa eee Naphtha and Solvent 

Fuel and Gas Oils Stoddard solvent 6.875 6.875 6.875 
VV. M. & P. naphtha 4ig40 ret zt tate 

Dornestic Cleaners’ naphtha t.a¢0 1.ot 7.375 

No. | prime white 3.75 — 3.875 3.625- 3.75 3.625- 3.75 Mineral spirits 6.375 6.37: 6.375 

No. 1 straw 3.375-— 3.50 $.375- 3.50 3.375- 3.50 Rubber solvent 7.375 7.375 7.375 

Lacquer diluent 8.375 8.375 8.375 
+ ~“ Y - ‘ 
DAILY GASOLINE PRICES 
Daily range of gasoline prices (cents per gallon) in tank cars, as reported in PLATT’S OILGRAM, (Week Ended March 27, 1936). 

U.S. Motor, 62 octane & below sales netiod March 23 March 24 March 25 March 26 March 27 
East Texas........ MEE eet eee 5.00 5.00 5.00 5.00 5.00 
*North Texas....... § .125 S: 125 5 425 5, £25 >. iso 
West TOEOS....6<.%0. 5.125 5.125 ee 5.125 5.12 
Oklahoma : ee 5.00 -— 5.125 ».00 — 5.125 5.00 — 5.125 >.00 — 5.125 5.00 - 5.125 
Mid-Western (Group 3 basis ».00 — 5.125 5.00 — 5.125 >.00 — 5.125 >.00 — 5.125 5.00 — 5.125 

U. S. Motor, 63-70 octane (regular): 

a aoe on gia nate are eet ; 
PR EMR. on coe cuelewida Sema 6.125 6.125 6.125 6.125 6.125 
eS ee 6.125 6.125 6.125 6.125 6.125 
eer ‘ 6.00 — 6.125 6.00 — 6.125 6.00 — 6.12! 6.00 — 6.125 6.90 — 6.125 
Mid-Western (Group 3 basis eer eS 6.00 5.75 6.00 =e 6.00 5.75 — 6.00 5.75 - 6.00 
Motor Gasoline, 60-64 octane 

ew York harbor. 7.00 7.00 7.00 7.00 7.00 
Philadelphia district.......... 6.75 — 7.00 6.75 — 7.00 6.75 - 7.00 6.75 — 7.00 6.75 — 7.00 
Baltimore district... . 6.75 6.75 6.75 6.75 6.75 

Motor Gasoline, 65 octane «& ‘above 
ee SS SS ee 7.25 ie ee 2" 7 4.20 
Philadelphia district.............. 7.00 i295 7.00 —- 7.25 7.00 25 7.00 -— 7.25 7.00 25 
Baltimore district. 7.00 7.00 7.00 7.00 7.00 

U. S. Motor Gasoline, 58-62° 
Bradford-Warren (Western Penna. 5 .625- 5.75 5 .625-— 5.75 5.625- 5.75 5.625- 5.75 5 .625- 5.75 
Other districts (Western Penna.) ii 5.625- 5.75 5.625- 5.75 5.625- 5.75 >.625-— 5.75 5.625- 5.75 

Motor Gasoline, Minimum 60 octane 
Bradford-Warren (Western Penna. 7.00 7125 7.00 7.125 7.00 7.125 7.00 7.125 7:00 — 7.12 
Other districts (Western Penna. , 7.00 (kee 7.00 7.125 7.00 7.125 7.00 7:25 7.00 7.125 

Motor Gasoline, Minimum 65 octane 
Bradford-Warren (Western Penna 7:29 7  ipe (fen ee yee 7.375 Cae 7 .2%0 1.20 7.375 
Other districts (Western Penna.)...... 7.25 7 7.25 7.375 ava 7.375 4.25 = 7.875 123 1.30 


‘For shipment to Texas and New Mexico destinations; Group 3 prices are quoted on northern shipments. 
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federal tar, 
prices in effect March 30, 


Tar column includes \e 


TANK WAGON, 


SERVICE 


STATION MARKET 


slate gasoline tar, also city and county tares as indicaled in footnotes, and inspection fees, 
1936, as posted by principal marketing companies at their headquarters offices, 


These 


as shown in general footnote 


but subject to later corrections 





S. O. New Jersey 





undivided dealers get 5e 


and divided dealers get 
t.5c, effective March 2. 





tExcluding authorized agents. 
**Excluding 0.5e rental. 











Bssvlons To commercial consumers: Effective Feb. 4, 1935, Discounts to contract tank wagon consumers onlv: 
cove ring yearly purchases, billed at posted tank on all motor gasolines thru Ohio, except Hamilton 
Consumer Kero- car price, plus these differentials: 2.5¢ for delivery | County, effective Dec. 1, 1934, off posted t.w. price, 
Tank Dealer Tax- Posted sine of 1,200 to 36,000 gals.; plus 2c, for 36,000 to 120,- on deliveries per month: 1,000 to 9,999 gals., 1.5e 
Car T.W. es SS. T.W. 000 gals.; plus 1.5¢ for 120,000 to 240,000 gals.; | per gal. 10,000 gals. and over, 2.5e. Under 1,000 
Atlantic City, N. J... 7.8 10.3 4 17.8 9 plus le for 240,000 to 480,000 gals.; plus 0.5e for | gals., full t.w. price. Single deliveries of less than 
Newark, N. J. 7.8 10.3 4 17.8 ao 180,000 gals. and over. Those buying less than | 25 gals., fulls.s. price. Additional yearly discounts 
Annapolis, Md 8.1 10.6 5 19.1 10 1,200 gals. yearly, get retail s.s. price less amount paid or credited to buyer on monthly 
a — 7.5 36 g 18.5 8.5 purchases), off t.w. price: 12,000 to 119,999 gals., 
Cumberland, Md 9.1 12.6 5 20:1 13.7 P ° a8 L.5c, 120,000 gals. or over, 2.5c. In Hamilton 
Washington, D. C. 7.5 10 3 16.5 9 A t lan t ic Refining county: less than 7: gal. deliveries, full s.s. price; 
Danville, Va 9 11.5 6 21 12.9 itlantic White Flash Plus Gasoline 100 to 3,000 gals., 1.5e¢ off t.w.; 3,000 to 10,000 gals. 
Norfolk, Va 7.5 16 6 s.5 3:3 amin 2.5¢; and over odes gals., 3c off t.w 
Petersburg, Va 8 10.5 6 20 11.7 Tosa pee Discounts on kerosine: to dealers and commercial 
Richmond, Va 8 10.5 6 20 1 7 T.W. Taxes TW _S.S. T.W. consumers, 3c per gal. off t.w. price, any quantity. 
Roanoke, Va 9 WSs ¢& 2) 12.9 Philadelphia, P 12 “ 17 i7 9 « 
Charleston, W. Va $8.3 10.8 5 19.3 12.6 hilade a, Pa = ° ‘ 7 5 . “ : 
Parkersburg, W.Va. 7.6 10.1 5. 18.6 11.2 | Pittsburgh, Pa. 2.5 5 17.5 17.5 10° Sr SP Kentucky 
Wheeling, W. Va 8.6 11 5 9.5 12.2 Allentown, Pa 12 _ = 17 19 _ 9.9 Crown Gasoline 
Charlotte, N-C 9.2 11.7 7 22.2 12.9 | Erie, Pa oS SS oo hero- 
Hickory, N.C 95 12 7 25S 3:1 ys mena dy + 755 16.75 i 10 Total sine 
Mt. Airy, N.C $3 12 7 25S 3 toona. Pa 25 5 WS 19.5 9.5 T.W. Taxes T.W. S.S. T. 
Raleigh, N.C 8.9 11.4 7 21.9 12.7 | Dover, Del 2. Ss HM Me Santeieen: i "a ae a oe 
Salisbury, N.C 9.3 11.8 7 22.3 13 Wilmington, Del. 11.5 5 16.5 16.5 9.5 pexinBtom. Ay a 2. i a 
Charleston, S. C 7.o 3 7 20.5 11.3 Boston, Mass 9 , 13 16.5 7.5 Paducal : K y iS : za = 
Columbia, 8. C 88 11.3 7 21.8 12.6 | Springfield, Mass. 10 0 4 14 2.3 98 | Soe a6 ws ae oe 
pwr pie mie o> 4 ae .o Wasceatar Maas 95 4 13.5 17 775 Covington, Ky 12.5 6 18.5 20.5 10.5 
ee ee ee Fall River, Mass. 9413) 16.5. 7.25. Jackson, Miss 3 7 20 22 IS 
Price basis to undivided dealers: Dealer t.w. price Rieu ulictina R 1. 9 ; 12 15 = - 35 Vicksburg, Miss 3:3 7 19.5 21.5 *13 
less 0.5¢ per gal. es Hartford. Conn 05 4 145 18 2 Birmingham, Ala is % ZI 23 12 
tae basis to commercial consumers: Beginning New Haven. Conn 9 1 13 16.5 7.5 Mobile, Ala i2 *8 20 22 10 
Feb. 11, 1935, all new commercial consumers willbe | Atlantic City. N. J. 10.304 143 178 9 Montgomery, Ala 13 99 4 14.5 
aa on following differentials over — car Cisse N. J : 10 3 \ 4 3 16 8 8 Macon, Ga 13 7 20 »9 ‘14.5 
price, on yearly purchases: up to 35,999 gals., 2.5e | po. -—) h : : - Atlanta, Ga i. °% 20.5 22.5 *13.5 
over t.c.; 36,000 to 119,999 gals., 2e: 120,000 to ser ay ae i. ¢ me ied oe | ee 13 7 2 22 14 
239,999 gals., 1.5¢; gage to 479,999 gals., le; | Baltimore. Md Oo 86S «0 185 7.5 | Savannah. Ga 11S 7 18.5 20.5 "13 
and over 480,000 gals., 0.5ce. pea ; - P P 7 Jacksonville. Fla 10 8 18 20 12 
Above prices apply only when deliveries are 9. semi 9 4 : ‘ a : = . 7 - Miami, Fla m.5 8 9:5 23:5 38.5 
made in lots of 50 or 100 gals. at one time, depend- Witiiivinton N.C iol 7 Ic 1 20.6 il 1 Tampa, Fla 10 8 18 20 12.5 
ing on code region in which deliveries are effected Hamamick: Go 12 - 19 21 *13 Pensacola, Fla 12.5 °*9 23-5 23-5 12 
If de live ries are made in less than these minimum Jacksonville, Fla 10 8 It 20 10 Kyso (Third Grade) 
quantities, s.s\ price at time and place of delivery iiahek a ; Atlantic White Flash Pl Rite lls ¢ i735 19 
: ) ies ) eater discounts on antic ite ash us e Eto y » y ‘ » 
— contract customers will be billed at 2.5c over gasoline, thru territory, divided dealers, price equal Louisville, Ky | 7 18 
tank car price at time and place of pala to 3.5e off posted s.s. price; undivided dealers, price | Paducah, Ky 10.5 6 16.5 7 
Kerosine Discount: le off t.w. price for 25 gals. | equal to de off posted s.s. price; authorized dealers | Covington, Ky 11 6 7 18.5 
or more, under contract thru territory (Baltimore | Contracts previous to Aug. 19, 1933, price equal to | Jackson, Miss Ll 7 Ss 
City contract not necessary) except no discount sc less than posted s.s. price, plus le rental. Vicksburg, Miss... 10.5 7 7.5 18.5 
in state of New Jersey. Price basis to commercial consumer: Effective Birmingham, Ala 11 *Y 19 20 
: Oct. 1, 1935, on yearly gasoline purchases based on Mobile, Ala 10 *8 18 19 
. . posted tank car prices plus following amounts: Montgomery, Ala 10.5 *9 19.5 20 
secomy-¥ sommes CSF Cay, | ee eae dank te mane | Se Tn a ae 
gi i a 20, 2 i ; 240, £ a, Gra, ri ri 7.5 
Ine. to 480,000 gals., le; 480,000 gals. and over, 05e. — : ~ 10 7 17 <5 
ensacola, Fla Il *9 20 + rer 

S. O. New York Division) be O Ohio Dealer Discount: off posted s.s. price, on Crown 

Socony Mobilgas ; s ° : and Crown Ethyl gasolines to “undivided” dealers 

Total Sohio X-70 Gasoline fc; on Kyso, 3c. To “divided” dealers: Crown and 
“Split” “Split” Kero- Ohio statewide 2.5 & 17.5 19.5 *13.5 a — 2 so 2.5e, all effective on or 
Dealer Tax- Dealer sine Counties below statewide gasoline schedule 5 Diente fo lank wagon consumers: all single 

T.W. es T.W. S.S. T.W. Franklin, Hocking and Jackson zt , deliveries of 50 gals. or less, get posted s.s. price: 
Metropolitan N.Y. City: 12 7 i 18.5 all single deliveries of 50 gals. or more, to be billed 
Boroughs of Man- Renown (Third Grade Gasoline) at posted t.w. price, plus following discounts, off 
hattan and Bronx, 9.7 *5 B44. 39.2 7.25: | Oise stelemele 12 5 17 18 posted t.w. price: Ethyl and Crown gasoline, 50 
Borough of Rich to 2,999 gals. monthly, 1.5e: Kyso, le; 3,000 to 
mond (Staten Is.). 9.7 *5 14.7 19.2 7.25 Counties below statew ide gasoline schedule 24,999 gals., Ethyl and Crown, 2c: K yso, 1.5e; 
ae of 7 —— Reade me *. Pa a4 25,000 gals. or more, Ethyl and Crown, 3c; and 

yn (Kings and Queens 40 es above state So BCRCUE. : Kyso, 2.5c. 

: Se 14.7 19.2 7.25 | Fihampaign. sey i a teen. *Tares: in the tax column is included these city 
Albany, N. Y. 9 ) 14 17.5 7.75 Hamilton, liami, \ ontgomery, — Preble and and county gasoline taxes at the following points: 
or ama NW. Y...16.5 5 15.5 19 9 a and ees 5.5 4: 5 - ? Birmingham, le city; Mobile, le city; Montgomery, 
Suffalo, N.Y. 5 §& 14.5 18 8.25 | Jackson « 4 ‘ o le city and le county; Pensacola, le city. Georgia 
Jamestown, N.Y 10 5 15 18.5 8.25 Statewide Prices to Resellers & Agents and Mississippi kerosine prices include le state tax 
Plattsburg, N.Y 9.5 5 4.5 17.5 8.75 (These prices are on sliding scale based on actual Montgomery kerosine price includes le city tax 
Rochester, N.Y 9.5 § 14.5 18 8.25 spread between S. O. Ohio statewide tank car price 
Syracuse, N. Y. o>. 5 14.5 18 8.75 | and posted local s.s. price os O I li: 

D: anbury, Conn 10.5 4 14.5 18 8 **Author- Je e ndiana 
Hartford, Conn 10.5 4 14.5 18 € tUndivided Divided ized Standard Red Crown Gasoline 
New Haven, Conn 9 1 13 16:5 7.5 Including taxes Accounts Accounts Agents Chicago. IH 100.5 4 4S 16.5 10% 
ee a 10 5 15 18.5 8 Sohio \-70 16 16.5 16.5 Siocatae. IIL 12 ; 1 16 1 18 ; 10.1 
Portland, e 9.5 5 14.5 18 2.40 Renown “$e : : " - 
Boston, Mass 9 1 13 36.5 7.5 (3rd grade 5.5 16 16 an _- 7 ; fe - 7 7 
Concord, N. H 10.5 9 15 = 19 . - Note: On single deliveries of motor gi asolines un- | Quincey, HL... 11.8 4 15.8 17.8 9.9 
Lancaster, N.H. se 16.5 20 9.5 der 25 gallons, to t.w. consumers, s.s. price applies Indianapolis, Ind 12.9 5 17.9 19.9 $14.6 
Manchester, ‘ey iS : IS 8.5 8 “a Sales lar: Ohio's 3% sales tax, effective Jan. 27, | Evansville, Ind. .t 17.7 19.7 $14.6 
u rovidence, R. I. 3 $ 12 15 e £68 1935, is added * ‘where assessable, to regular posted South Bend, Ind. 13.1 *5 18.1 20.1 f15 
Burlington, Vt - P< 1% - 20 o» 8 se prices,” S. O. Ohio says Detroit, Mich. 10 1 14 16 8.3 
Rutland, Vt 2 9 M5 8.5 *Kerosine prices include le state tax. Kerosine | Grand Rapids, Mich.12.4 4 16.4 184 8.3 
*Plus 2°) city sales tax computed time of — t.w. price, in Gallia county is 13c:; Allen, Auglaize, © Saginaw, Mich. 12.6 4 16.6 18.6 9 6 
each sale. Champaign, Darke, Hardin, Henry, Mercer, Port- | Green Bay, Wise. i. oS 7.7 19.7 10.8 
Discounts to dealers: thru territory, off normal = age, Preble, Putnam, Shelby, Summit, Trumbull, Milwaukee, Wisc. 10.8 5 15.8 17.3 10.4 
s.s. price, 4e to undivided dealers, and 3.5e to | Union, Van Wert, and Wyandot counties is 12.5¢; La Crosse, Wise. 2.4 S 17.4 19.4 10.5 
“split” dealers; except Metropolitan N.Y. City, Defiance and Paulding counties is 12 Minneapolis, Minn..12.4 4 16.4 18.4 10.5 

Above prices include these inspec tion fees on both gasoline and kerosine, per gallon, figured on basis of 50 gallons per barrel: 

9 gece 1 40c on gasoline, 1/2c on kerosine; Arkansas, 1 5c per gal. in a single barrel, 1/20e per gal. in bulk; Florida, 1 8c; Illinois, 3/100c; In- 
diana, 1/2c per gal. in a single barrel; 3/10c¢ per gal. in lots of 2 to 10 bbls., 1 5c for 10 to 50 bbls., 2/25e for over 50 bbls.; Kansas, 1/50¢. (3/50 can be 
charged to meet inspection Se eter expenses); Louisiana, | 32ce; Siaecenin, 1 25c: Missouri, 3 100c; Nebraska, 3/100c; Nevada, gasoline 1/20c; 
North Carolina, |) 4c; North Dakota, 1/20c; Oklahoma, 2 25c per gal. in lots of more than 50 bbls., 1/5e in lots less than 50 bbls.; South Carolina, 1/8c: 
South Dakota, 1/10c; Tennessee, 2/5c; and Wisconsin, 1/25c 

Kerosine age fee only: lowa, 2/25c; Michigan, 4 5e per gal. for first 2 bbls.; 3,/5¢ for next 3; 2/5e for next 5; 3/10c for next 15, and 1/5e per 
gal. in lots over 25 bbls. 
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TANK WAGON, 


Tar column includes \e federal tar, state gasoline tax 


SERVICE 


. also city and county tares as indicated in footnotes, 


STATION MARKETS 


and inspection fees, as shown in general footnote. These 


prices in effect March 30, 1936, as posted by principal marketing companies at their headquarters offices, but subject to later corrections 











S. O. Indiana (Cont’d) 


Standard Red Crown Gasoline 


Kero- 
Total sine 
t.W. Taxes T.0. 3.5. 3.8. 
Duluth, Minn 12.8 4 16.8 18.8 10.9 
Mankato, Minn 12.4 4 16.4 18.4 10.5 
Des Moines, lowa...11.8 4 >» 15.8**18.8 9.9 
Sioux City, lowa 12 4 16 **18 ; 10.1 
Davenport, lowa i2 1 16 **18 “ 10.1 
Mason City, lowa...12.2 4 16.2**18.2 10.3 
St. Louis, Mo. 11.7 4 .4° Bese 9.8 
Kansas City, Mo. 11.4 T4 15.4 17.4 9.5 
St. Joseph, Mo. 11.4 74 15.4 17.4 9.5 
Fargo, N. D. 13.4 4 17.4 19.4 11.5 
Minot, N. Dak. 14.6 4 18.6 20.6 12.7 
Huron, S. Dak. 12.9 *5 i759 39.9 33 
Wichita, Kans. 10.9 4 14.9 16.9 


Nolte: Kerosine s.s. prices are generally 3c above 
normal t.w. price. 


Stanolind Gasoline (Third Grade) 
Stanolind normal prices are lc under normal Red 


Crown prices, thru territory. Among subnormal 
points are the following: 

Decatur, Ill. 11 4 15 16.5 
Evansville, Ind | ey de 16.7 18.2 
Indianapolis, Ind L.9 45 16.9 18.4 
Des Moines, lowa... 9.1 4 13.1**17.8 
St. Louis, Mo... 10.7 74 14.7 14.7 
Detroit, Mich 8.5 4 2.5. 34.5 
Milwaukee, Wis 93 5S 14.8 16.3 
Huron, 5. D. 12.3 16.9 18.9 
Wichita, Kans 8 1 12 14.4 
Minneapolis, Minn..11.4 4 15.4 15.4 


fSt. Louis, Kansas City and St. Joseph prices 
include le city tax. tIncludes 4c state tax. 

*South Dakota gasoline and kerosine prices in- 
clude 0.Le for sales tax. Indiana t.w. and s.s. gas- 
oline prices include 0.2c for chain store tax. 

**Service station prices for gasoline at Towa 
points represent the opinion of National Petroleum 


ews as to prices prevailing at the majority of 


stations. 

Discounts to dealers: Effective Dec. 1, 1934, thru 
territory, except Michigan effective Apr. 1, 1935, 
and except Chicago division and lowa, maximum 


discounts to controlled and uncontrolled undi- 


vided gasoline accounts, off s.s. price at normal 
points: Ethyl and Red Crown gasoline. 3.5¢; 
Stanolind 2.5c; in Chicago, effective — 1, 1935, 
Ethyl and Red Crown, 4c; Stanolind, Divided 
gasoline accounts thru territory, get obo less per 
gallon. In case of lease and agency and AAA ac- 
counts, the above discounts include the 0.5c¢ per 
gal. rental allowance. In Towa, normal dealer 
prices are 1.5e below normal t.w. price for first and 
second grade gasolines, and 0.5c under normal t.w 
for third grade. 

Discounts to commercial consumers: Effective 
Jan. 1, 1935, thru territory, except Michigan ef- 
fective Feb. ais on purchases per month, discount 
off t.w. price; all gasolines, 25 to 1,000 gals., at 
t.w. price; 1,000 gals. or more, 1.5c off t.w. on 
Ethyl and Red Crown, and 0.5¢ on Stanolind. Pur 
chases of less than 25 gals. get regular s.s. price. 


S. O. Nebraska 
Standard Red Crown Gasoline 
Omaha, Neb 12.4 6 8.4 20.4 10.1 


McCook, Neb 3.1 6 19 1 21.1 10.8 
Norfolk, Neb i2.8 6 8.8 20 8 10.5 
North Platte, Neb 13.2 6 2.2 2i2 10.9 
Seottsbluff, Neb 13.9 6 19.9 21.9 11.6 
Reliance Gasoline (Third Grade) 
Omaha, Neb 11 6 17 17 
MeCook, Neb ll.6 6 17.6 18 
Norfolk, Neb 7.8 6 17.8 19.8 
North Platte, Neb i 18.2 20.2 
Scottsbluff, Neb 12.9 6 18.9 20.9 


Discount to dealers: where service station gasoline 
prices are normal, resellers’ allowance off service 
station prices are (Marimum over-all, including 
rent) as follows: Reliance, 2 Standard Red 
Crown, and Solite with Ethyl, oc. Where service 
station gasoline prices are be te ‘normal, resellers’ 
allowances are reduced one-half of the amount be 
low normal, down to the following (Winimum over 
all including rent Reliance, 2c, Standard Red 
Crown and Solite with Ethyl, 3« 

Discounts to consumers: for tank wagon de ‘liveries 
covered only by Standard C ommert ial Consumer 
Contract, effective January 1, 193 


S. O. Louisiana 
Essolene 
Consumer Kero- 
Tank Dealer Tax- Posted sine 
Car TW. oo S&S. T.W. 
19.3. 7.3:24.0° 22:5 
10.5 *8 22 + 


Little Rock, Ark ; 
, 11 
5 10.5 *7 21 *LL.5 


‘ 
t 
Alexandria, La. { 
Baton Rouge, La t 





wuts 


weg 


dei te r price, less 0.5ce. 

i 7 _ fo commercial consumers: Effective 
35, commercial consumers not under 
contract will be billed at 2.5¢ per gal. above posted 
bulk plant tank car price at time and place of de- 
livery in lots of 50 gals. or more at one time. Con- 
tract customers will be billed at following differ- 
entials over tank car price, on yearly purchases: 
2.5¢ over tank car price; 36.000 
; 120,000 to 239,999 gals., 
; 480,000 gals. 


up to 35,999 gals., 


240,000 to 479,999 gals., 
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, baste to dealers off s.s. 


Texas no aan. 
Oklahoma and New 
: to divided dealers, 
On Metro, in Arkansas and I uisiana: 


Pees fo consumers: 'T 


S. O. Louisiana—Cont’d 


Kero- 
Posted sine 
$.S. T.W. 
22 *12 
22.5 11 
20.5. il 
$2.5: 12.5 
21.5 34:5 
24 i .S 
24.5 14 
22.5 9.5 
23.5 10 


*Baton Rouge and Shreveport gasoline tax in- 
5 i <, and le parish 
Lake Charles and Lafayette, 2c 
New Orleans, 3c parish tax. 
. prices include Ic state tax. 

L Undivided dealers get 


Louisiana 


On saute aatboniios to all classes of commercial 
ov rs, of less than 50 gals., 


S.S. price at time 
i place of delivery applies. 


Magnolia Petroleum 


Kero- 
sine 
r.W. 58.8. T.W. 
19 8 
19 8 
19 8 
19 8 
21.9 9.5 
18.5 8.5 
18 8.5 
17 85 
17 8.5 
18 8.5 
18 10 
22 10 


23.5 12 


Third Grade) 


’ 
7.5 
ee: 


sales: outside 
Arkansas tax applies. 

fe Oklahoma tax applies out- 
5e¢ Arkansas tax applies 


price in t.w., 
Mobilgas and Ethyl, 
to divided dealers, 
On Metro gasoline 
Mexico: to 100% 
5e, except Texas 


Texas, effective 
» Jan. 18, and 
» all grades of gasoline 
scale as now 
whete h see in above para- 
Arkansas and Louisiana, all grades 
: . price, which 
) ’ 3.5¢ less than 
. less following contract quantity discounts 
, on all three grades, 


on monthly 
10,00L to 


to 40,000 gals., L.5e; and 
Metro invoiced at same 


Continental Oil 


Conoco Bronze Gasoline 


19 ll 
19 13 
23.5 15 
21.5 11.5 


Continental Oil—Cont’d 


Conoco Bronze Gasoline 


Kero- 
Total sine 
T.W. Taxes T.W. S.S. it 
Cheyenne, Wyo.....14.5 5 9.5 Zi.5 
Billings, Mont......16.5 6 22.5 24.5 14.5 
Butte, Mont... . 16 6 22 . 14.5 
Great Falls, Mont...16.5 6 22.5 24.5 14.5 
Helena, Mont... 6.5 6 22:5. 26:5 14.5 
Salt Lake City, Utah.16 5 2 23 16 
Boise, Ida. 6.5 6 22:5 3.5 
Twin Falls, Ida. i ae 23 25 18 
Albuquerque, N.M..14.5 76.5 21 23 13 
Demand (Third Grade) 
Denver, Colo... ....10 5 15 17 
Cheyenne, Wyo. a ae i7.5 3.5 
Helena, Mont.......14.5 6 20.5 22.5 
Salt Lake C tity, Utah.14 5 19 21 
Boise, Ida. 14.5 6 ws 22:5 
Albuquerque, N.M..12.5 16.5 19 21 


tIncludes city tax of 0.5c. 

Discounts: effective March 1, 1934, on gasolines 
thru territory, except Montana, off 's.s. price: to 
“undivided” dealers: Ethyl and Conoco Bronze, 
tc; Demand, 3c; to “‘divided’’ dealers: Ethyl and 
Conoco Bronze, 3.5¢; Demand, 2.5c. Thru Mon- 
tana, effective March 24, 1936, on gasoline, off t.w. 
price to ‘‘undivided”’ dealers: Ethyl and Conoco 
Bronze, 2c; Demand, le; to “divided” dealers: 
Ethyl and Conoco Bronze, 1.5c; Demand 0.5c. 


S. O. California 


Standard Gasoline 


San Francisco, Cal. 8.5 4 2.5 33.5 41.5 
Los Angeles, Cal. 8.5 4 2.5 33:5 $ 
Fresno, Cal... . 9 4 13 14 11 
Phoenix, Ariz. 10.5 6 16.5 17.5 fi6 
Reno, Nev..........10 5 > 16 13 
Portland, Ore... 9 6 16 13.5 
Seattle, Wash.. 9 6 ie 16 13.5 
Spokane, Wash. 2 6 18 19 16.5 
Tacoma. Wash. 9 6 15 16 i.> 
Flight Gasoline (Third Grade) 
San Francisco, Cal r : 2 
Los Angeles, Cal. 6.5 4 0.5 13.5 
Fresno, Cal.. 7.3 4 1.5 12.5 
Reno, Nev. S.5 & 13.5 14.5 
Phoenix, Ariz. 9 6 15 16 
Portland, Ore. 7.5 6 13.5 14.5 
Seattle, Wash. 7.0 6 i.5 34.5 
Spokane, Wash. 16.35 6 16.5 17.5 
Tacoma, Wash.. 7.5 6 3:5 34:5 


tIncludes 5e state ta a. 

Discount to dealers: effective March 3, 1936, on 
gasoline, off t.w. price; on Stanavo Aviation, to 
100° dealers, 2c; split dealers, le; on Standard 
Ethyl and Standard Gasoline, to LOC% dealers, 3c; 
to split dealers, 2c; on Flight gasoline, both 100% 
and split dealers, 2c 

To commercial consumers: effective March 3, 
1936, off tank wagon price: on single deliveries of 
10 gallons and over, advance quantity discount 
from above prices extended at time of delivery on 
Stanavo Aviation and Flight Gasoline, 2c per 
gallon; Standard Ethyl and Standard Gasolines, 
3c. S.s. schedule applies on single deliveries less 
than 40 gallons. 

On kerosine in tank car, transport truck and 
trailer rg de 3e off tw. price; plant deliveries 


to jobbers, 2.5 below t.w. 


Canada 
Prices of Imperial Oil Ltd. 


Per Imperial Gallon, which is 1.2 U.S. Gallons 


Imperial Three Star Gasoline 


Kero- 
Total sine 
r.W. Tases TW. SS: TW. 
Hamilton, Ont. 15 6 21 as.0 2 
Toronto, Ont. 15 6 21 ao.o 47 
Brandon, Man. 2a;0: =< 30:8 3a;8 22.3 
Winnipeg, Man. ps ee a § 29.2 32.2 20.7 
Regina, Sask. 23.0 7 30.5 33.5 22 
Saskatoon, Sask. 26.3 7 33.3 36.3 24.8 
Edmonton, Alta. 25.48: 2S 32.7 35.7 24.2 
Calgary, Alta. 2s a 30 33 21.5 
Vancouver, B. ¢ 19 7 26 29 24 
gg gy Que. 13.5 6 19.5 22 7.3 
John, N. oa 17 8 25 29 19.5 
ih alifi iz, IN. 17 8 25 29 19.5 


Discounts rs dealers: 

Maritime Provinces, te per gallon off s.s. price 
to all classes of dealers. Quebec, except Montreal 
City, Prairie Provinces and British Columbia, 3c 
to divided dealers, 4c to undivided dealers. Ontario 
and Montreal City, 2c to divided dealers, 3 4c 
to undivided dealers. 
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TANK WAGON, 


Tax column includes 1c federal tar, stale gasoline tar, also city and county tares as indicated in footnotes, and inspection fees, as shown in general footnote 


SERVICE 


STATION 


MARKET 








premium over the 73 octane grade. 


generally 6c over t.w. prices. Above t.w. prices are 
net, with no discounts allowed for quantity pur- 
chases. T.w. prices are generally tank car price, 
plus freight, plus 2.5c per gal. 


S. O. Ohio 


Discounts: For ‘dilbvers 
operators and resellers: 2c below commercial con- 
sumer posted t.w. price. 


Humble Oil & Refining Co. 


Tank Car 


Baytown, Tex. (exclusive of taxes) . . 8.5 


Continental Oil Co. 


Total 
rw. Tax Fe we 
Denver, Colo. 15 5 20 
Cheyenne, Wyo. 17.5 5 22.5 
Helena, Mont. 19.5 6 25.5 
Salt Lake City, Utah.19 iS 24 
Albuquerque, N. M..17.5 *6 5 24 
*Includes city tax of 0.5c. 
S. O. California 
Phoenix, Ariz. 14 6 20 
Los Angeles, Cal. 11.5 | 15.5 
San Francisco, Cal... 12 1 16 
Reno, Nev. : 14 5 19 
Portland, Ore. 3:5 6 18.5 
Seattle, Wash 12.5 6 18.5 
Spokane, Wash. 6.5 6 25.5 


Note: For discounts, ete., see not e under Stand- 


ard and Flight gasoline above. 





Note: S.s. prices in abovef our territories are | 


Total | 
TW. Tax T.W 
Thru Ohio: (To Commercial Consumers) 
Stanavo Ethyl — (73 Octane) 
5 20.5 


on connianl to hangar | 


. O. Indiana 

Chicago, IIL.. 15 4 19 
Indianapolis, Ind... .15.9 5 20.9 
Detroit, Mich.......16.5 4 20.5 
Milwaukee, Wisc... .15.3 5 20.3 
Minneapolis, Minn. .15.4 4 19.4 
St. Louis, Mo.. 13.7 *4 ee 
Kansas City, Mo....14.4 *4 18.4 | 
Fargo, N. D.. 16.4 1 20.4 
Huron, 8S. D. .15.9 5 20.9 
Wic hita, Kans. 13.9 1 17.9 

*Includes le city tax. 

**I ncludes 0.le to cover sales tax. 

Magnolia Petroleum 

Dallas, Tex Pe) Pa 5 16.5 


known as Mineral Spirits; in the middlewest, prices 
apply on Stanosol (S.O. Indiana grade of Stoddard 
Solvent - 

tAt the following points, these taxes 
discounts apply on the products specified: Detroit, 
first three products include 3c state tax, prices 
applying on 150 gals. or more, with ge es le higher 
for less than 150 gals.; Milwaukee, V.M. & P. price 
includes 4c state tax; Minneapolis, pie 3 products 
include Se state tax; price for solvent for less than 
100 gals. is le higher; at New York, prices on all 
four grades, 0.5c¢ discount for 20,000 gals. or more 
yearly 

tPurchases of at least 150 gallons 


and /or 


Latest Changes 


From Mar. 24 to Mar. 30 inclusive. 
Dates and amounts of changes 
shown. See table for full current 
prices. Changes are on gasoline 
unless kerosine is indicated. 
Atlantic White 


Refining Flash Plus: 


cut 2c, March 27. 
March 24. 


Philadelphia, 
Camden, s.s. cut 1c, 


8.5. 


S. 0. Ohio—X-70: 

Hocking County, t.w. up 0.5¢, s.s. up 
le, March 28. 
Renown: 

Hocking County, t.w. up lc, s.s. up 
2.5c, March 28. 
| Kerosine: 

Trumbull County, cut le, March 28. 


Alleen, Auglaize, Champaign, Darke, 
Henry, Mercer, Preble, Putnam, Shelby, 
Union and Van Wert, cut 1c, March 27 

Paulding County, except city of Pauld- 


| ing, cut 1.5¢c, Mareh 27. 
S. O, Indiana—Kerosine: 
Thru territory, up 0.3c, March 28, 


These 
prices in effect March 30, 1936, as posted by principal marketing companies at their headquarters offices, but subject to later corrections 
a TS . ‘“ . . Te P ; Ip - > ile . 
Ay lation Gasoline Naphtha Magnolia I ¢ trole wm Mobilgas: 
Following are tank car and/or tank In Effect March 30, 1936 Dallas, t.w. up 0.5¢, 3.8. up le, Mareh 
« ti ‘%< « “ 4 « oy s e 99 
28. 
wagon pric es of ay cation ge asoline in prin- | (In Tank Wagon or Steel Barrels; in Cents per 
cipal marketing territories (Stanavo avi- Gallon) Houston, t.w. cut 0.5¢, s.s. cut le, 
ation in all territories except Continental = S&S +2 §€ March 26. 
Oil and Magnolia Pet. Co.) Tax column r= Me eee § El Paso, cut 2c, March 25 
includes lc federal tax, and state tax; also fs oo wee ¢ a a oe a ae 
municipal taxes as indicated in footnotes. | CN PL mee * 
Altoona, Pa 17 Metro: 
‘ Baltimore (net 11 11 
In Effect March 30, 1936 Boston (net 12 13.5 13.5 12 Dallas, t.w. up 1.5¢, s.s. up 2c, Mareh 
- , ridgeport 13.5 9Q 
S. O. New Jersey Buffalo (net 14 <8. 
Tank Car T.W.| Chicago 16.2 16.5 35:5 35.5 , : oe ae , a 
Bayonne, N. J. 10 12 Detroit. _ +17.9 +19 ne REO Houston, t.w. cut 1.5¢, s.s. cut 2e, 
Baltimore, Md. 10 12 Bemnes Cite 13.9 14.9 14.9 8 9 | March 26. 
Washington, D. ( > 6| Lancaster, Pa ; : 7 ' . 
fo om e 2 Milwaukee 18.8 t19.8 19.8 18.8 El Paso, t.w. cut 1.5¢, s.s. cut 2¢, 
Greensboro, N. C. 14.7 se pe 17 9 +18.9 +18.9 17 March 25. 
Raleigh, rm €:. . € ¢ iwewar . (ne . . 
—— 10.0) +New York 1 612) «(2d 
Charleston, W. Va. 14.2; } ‘I - ae? : = 
Philadelphia (wot) + 5 7 13 + » | Continental Oil—Conoco Bronze: 
oO aence (net) 
Colonial Beacon Oil Co. . » t}° 9 ae 
r.W. ig oa 4 2 15.2 15.2 3.5 Billings, up 2c, March 24. 
aa *: ee Syracuse 14 Great Falls, up le, Mareh 24. 
Boston, Mass. 14 Setad 
, 7 . AVIATION: 
Naphtha (In Tank Cars) 
S. O. Pennsylvania a I Helena, cut 2c, March 24. 
a | | In Tank Cars (F.o.b. refinery or seaboard terminal) 
Philadelphia, Pa..... 14.1 
} > ¢ 4 » = 
Pittsburgh, Pa... . 14.9 cad bien | Kerosine: 
‘ S. O. Louisiana sem § iia : 5 Butte, Helena and Great Falls, cut 3c, 
Yew Orlez Ea:..... £3) son "age hap 7 — oar 
Sieevenast, Ba. : ON ee ete ee 3s ; omc oe district 2 3 March 24. 
rovide B . illi rc . % are ‘ 
Prices in above four territories do not include ps . ot fi atin ioe kev awl es . Billings, cut 2c, Mareh 24. 
state or federal taxes. They are for 73 octane grade am abate above t.w. prices to large Duyers in 
aviation gasoline. An 80 octane product generally , “ip on ’ Y ; oo ; 
brings 0.5¢ premium and an 87 octane product, 1.5 *In the East, prices apply on product generally S. O, California—Kerosine: 


Los Angeles, cut 1.5¢, Mar. 27 

Fresno, up 2c, Mar, 27. 
Corrections 

Notation of amount of change 


and dates not previously shown 
in table. Table in this issue is cor- 


rected to show these changes. 
Changes are on gasoline unless 
kerosine is indicated. 
Atlantic—White Flash Plus: 

Pittsburgh, s.s. cut 2c, Jan. 29. 
Aviation: 

Richmond, up 0.7¢, March 16. 

Greensboro, cut 0.2c, March 16. 

Raleigh, up 2c, March 16. 

S. Nebraska—Kerosine: 

Advanced to normal thru Nebraska, 
March 21; McCook, up 1c; unchanged 
were Omaha, Norfolk, North Platte and 
Scottsbluff, 

S. O. Louisiana—Kerosine: 

Alexandria, up 0.5¢, Mareh 23. 

Lake Charles, up 1c, March 23. 

Shreveport, up 2c, March 23. 


Magnolia Petroleum—Metro: 
San 


March 


Antonio, t 


99 


.W. up 0.5¢, s.s. up 


Continental Oil—Conoco Bronze: 


Pueblo, cut 2¢, March 18. 


lc, 
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TOTAL FINISHED AND UNFINISHED MOTOR FUEL STOCKS 
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Motor Fuel 


(By Teletype) 

NEW YORK, March 31 
REDUCTION of 145,000 barrels 
A in bulk motor fuel stocks as 


March drew to a close was reported 
by refiners to the American Petroleum 


Institute. Stocks on hand March 28 
totaled 69,447,000 barrels, compared 
with 69,592,000 barrels the week end- 
ed March 21. 

Of this amount, 43,706,000 barrels 
were held at refineries, a decline of 
140,000 barrels from the previous 


Stocks Lowered 145,000 Barrels 


week. Stocks in transit and at ter- 
minals totaled 18,853,000 barrels, or 
156,000 barrels less than the previous 
week, while stocks of unfinished gaso- 
line, totaling 6,888,000 barrels March 
28, showed an increase of 151,000 bar- 
rels over the previous week. 


Crude runs to stills were cut 47,- 
000 barrels daily average, to 2,571,- 
000 barrels daily. Reporting plants 
operated at 74.1 per cent capacity, 


compared with 75.5 
ous week. 


per cent, the previ- 


Districts showing the largest 
changes in crude runs included the East 
Coast, where runs increased 29,000 
barrels daily. The majority of oth- 
er refining districts ran less crude to 
stills than the previous week, with 
Appalachian refiners lowering runs 
18,000 barrels, Indiana-Illinois-Ken- 
tucky 21,000 barrels, Texas Gulf 20,- 
000 and California 13,000 barrels. 

The largest decrease in motor fuel 
stocks was one of 525,000 barrels in 
the Texas Gulf district. 


CURRENT REFINERY OPERATIONS 


Per Cent Daily Average Crude 
to Stills (Barrels) 


Districts Capacity 


Reporting Week Ended 
Mar. 28 Mar. 

Kast Coast 100.0 500,000 171,000 
Appalachian 94.8 76,000 94,000 
Ind., Ill., Ky 95.9 355,000 376,000 
Okla., Kans., Mo 84.8 255,000 263,000 
Inland Texas 18.5 91,000 90,000 
Texas Gulf 960.8 587,000 607,000 
La. Gulf : 96.4 122,000 121,000 
No. La., Ark ; 90.0 42,000 43,000 
HKocky Mt.... és 61.9 44,000 41,000 
California . ; 92.6 499,000 512,000 
Total Reporting... . 89.6 2,571,000 2,618,000 


Estimated U.S. Total 
(Bur. of Mines Basis.) 2,765,000 


“Includes stocks at refineries, 


2,815,000 
in bulk terminals, pipe lines and in transit. 


Stocks 


Cracked Gasoline Production 


a a 

Per Cent of Reporting (Thousands of Barrels) % Total Daily Av. Pro- 
Capacity Operated Total Finished Total Finished Gas & Gas & Capacity duction (Barrels 

Week Ended and Unfinished and Unfinished Fuel Oil Fuel Oil Reporting Week Ended 

Motor Fuel* Motor Fuel* 

21 Mar. 28 Mar. 21 Mar. 28 Mar. 21 Mar. 289 Mar. 21 Mar, 28 Mar. 21 

81.7 77.0 18,956 18,773 6,248 6,010 100.0 103,000 97,000 

52.1 64.4 2,915 2,996 530 57 98.7 17,000 19,000 

83.7 88.7 11,495 11,396 2,794 2,804 99.7 109,000 96,000 

66.4 68.5 7,902 7,838 2,547 2,500 89.1 69,000 63,000 

56.9 56.3 1,876 1,914 1,429 1,409 70.9 21,000 20,000 

89.2 92.2 9,035 9,560 6,638 6,490 98.5 131,000 125,000 

74.8 74.2 1,927 1,891 2,131 2,267 96.1 16,000 22,000 

58.3 59.7 409 394 389 389 95.7 9,000 9,000 

73.3 68.3 1,595 1,703 696 693 84.8 12,000 10,000 

63.2 64.9 13,337 BS.127 70,974 70,605 100.0 68,000 59,000 

74.1 78.5 69,447 69,592 94,376 93,745 95.9 555, 000 520,000 

73,012 73,157 96,009 95,378 590,000 555,000 
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UEL oil markets became more 
selective the week ended March 
28. The No. 1 oil and the heav- 
ier grades were in good demand while 
intermediate grades were easy to 
lower. 

No. 1 prime white oil was scarce in 
some markets as buyers found kero- 
sine and tractor distillate either too 
high priced or difficult to obtain. In 
many instances prices of the No. 1 
oil were following advances in kerosine 
and tractor distillate prices. Many re- 
finers had switched their production 
from No. 1 oil to kerosine or tractor 
distillate. 

The steady rate of industrial opera- 
tions continued to absorb most of the 
industrial grades of fuel oil offered on 
the market. Prices were steady. 

Little interest was shown in the Nos. 
2, 3, and 4 oils. Sellers in some dis- 
tricts reduced prices of these grades 
in order to empty their tanks before 
the gasoline season gets under way. 


TULSA, March 28.—-A definite split 
in Mid-Continent fuel oil markets de- 
veloped the past week. Light fuel oils, 
suitable for use as tractor fuel, took 
the most prominent road, while heat- 


ing oils as such took the more ob- 
secure path. 
No. 1 prime white oil was pushed 


to the foreground as a result of the 
searcity of available tractor fuel. With 
special tractor fuel and kerosine more 
difficult to obtain and prices advanc- 
ing, jobbers looked to No. 1 oil as a 
substitute. 

Supplies of No. 1 prime white oil, 
however, were not free, since most re- 
finers already had switched to spe- 
cial tractor fuels. By the end of the 
week, premiums were offered by some 
buyers. Tightness of No. 1 prime 
white oil was emphasized when one 
buyer bought a few cars from a Gulf 
Coast refiner for northern tank car 
shipment. 

Independent jobbers who depend on 
open market offerings for tractor fuel 
requirements were looking to the 
Rodessa field for supplies. One refiner 
who will market Rodessa tractor fuel 


shortly, reported he already was 
swamped with offers to buy. 

Straw distillate was easier than 
prime white oil. Straw colored No. 1 
oil is essentially a heating oil, and 
prices and demand were edging off. 
Orders continued to be received on 


heating oils, but in most cases prices 
had to be shaded to obtain business. 

One Oklahoma refiner indicated that 
3.25 cents was his lowest selling price 
on No. 2 oil. If his output cannot be 
moved above that price, he said he 
would utilize it as cracking stock. Fig- 
ured on the present price of crude, 
this refiner estimated 3.25-cent No. 2 
oil could be used profitably as charg- 
ing stock. 

Gas and fuel oils suitable for crack- 
ing stock were tighter at most Mid- 
Continent plants. 

Heavy fuel oils were moving readily 
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to railroads. Apparently this outlet 
was absorbing virtually all production, 
since refiners were not offering heavy 
fuel in the open market. 


NEW YORK, March 28.—Tank car 
and barge prices for light fuel oils 
generally were 0.25 cent lower at 
eastern seaboard terminals during the 
week ended March 28. 

The reductions, made late in the 
week by Standard of New Jersey, 





FUEL OILS 


Following are tank wagon prices of various 
grades of heating oil at the points shown in various 
territories. Prices are in cents per gallon. 


Prices in Effect March 30, 1936 


No. 1 No. 2 No.3 No. 4 
S. O. New Jersey 
Newark, N.3......: 7.5 ¢€©7% 6:75 €.75 
Atlantic City, N. J... 8 7 7 6.5 
Baltimore, Md. 1:5 5.5 5.5 5 
Washington, D. C $:;25 7 7 7 


Discounts: At Newark and Atlantic City, pur- 
chasers taking 50,000 gals. get discount of 0.5c 
per gal. 

Socony-Vacuum Oil Co., Inc. 
(S. O. New York Division) 





New York City 7.00 7.00 6.50 
Albany, N. Y. 1.23. 7:25 6235 
Rochester, N. Y. 8.25 7.50 7.50 7.50 
Boston, Mass. 7.20 675 6.73 6:75 
Bangor, Me.. ~~ = 7.00 7.00 7.00 
Manchester, N. H... 8 7.20 tiae tcan 
Burlington, Vt...... 8.75 7.75 7.75 7.75 
New Haven, Conn. ri 6:2 6.35 6.3 
Providence, R. 1.. 7:26 6.73 6.%% 6:25 


Discounts: At New York City, consumers 
taking 10,000 to 50,000 gals., gec 0.25c per gal. 


discount when minimum amount has been 
reached; above 50,000 gals., 0.5c. 

Atlantic Refining 
Philadelphia, Pa. 7.50 6:25 6:25 $.75 
Allentown, Pa.. ae 6.75 6.75 6.75 
Ww ilmington, Del.... 7.34 6.235 6 $.%5 
Springfield, Mass. 7.50 7 7 
Worcester, Mass... t.t% ¢.25 1.23 
Hartford, Conn.... 7 7 7 


S. O. Ohio 
Ohio Statewide...... 8 t.t8 te Ta5 
Note: S. O. Ohio prices are for hose dumps; 
bucket dumps are 0.5c per gallon higher. 


S. O. Indiana 
Stanolex Fuel Oil 


No. 1 No. 3 
Chicago....... : 1.28 63 
Indianapolis . . ; "15.7 *35:2 
Detroit... ... or 6.8 6.8 
Milwaukee. . ; ; 8 7 
Minneapolis. . . SS Ca 
Sioux City.... : oo on oS 
St. Louis. . ae jvun haa Gee 
PI cuts daha cas inie 6.6 5.9 


*Includes state tax of 4c. 
Note: Small-lot deliveries of light fuel oils range 
from 0.5¢ to 1.5¢ higher than above quotations. 











Socony-Vacuum Oil Co. and other ma- 
jor and independent suppliers, brought 
the general tank car price for Nos. 
2 and 3 oil to 4.5 cents a gallon. Quo- 
tations for No. 4 oil were mostly at 
4.25 cents for tank car delivery. 

The only change in tank wagon fuel 
oil prices was announced late in the 
week by Standard of New Jersey. It 
involved a reduction of 0.25 cent a 
gallon in the prices of Nos. 2, 3 and 4 
oils in portions of northern New Jer- 
sey. No changes 
New York or New 

The warmer weather which has pre 
vailed throughout the eastern area the 
past few weeks has slackened demand 
for light fuel oils. Some suppliers 
were quoting lower prices in an effort 
to empty their tanks before the gaso 
line season starts. 


were reported in 


England. 


CHICAGO, March 29.-—-No,. 1 prime 
white oil was the outstanding product 
in the fuel oil lineup in the Mid 
Western tank car market the week 
ended March 29. 

Although prices were only slightly 
higher, they were not commensurate 
with the general improvement which 
has been noted in this commodity the 
past several weeks. 

After the severely cold weather, sup 
plies of No. 1 were burdensome to 
many Chicago sellers. Price shading 
had increased to a point where it ap 
peared as if general levels would be 
reduced. This commodity turned 
around, however, and where supplies 
had been pressing the market, the mar 
ket was now pressing for supplies. 

With the kerosine market going for 
ward, good grades of distillate, suit 
able for tractor fuel, 
proving. 

Resellers who had oil to offer were 
asking 3.75 to 3.875 cents for prime 
white No. 1. Others were scouring 
the market for material to apply on 
commitments. Supplies, however, 
proved to be well held throughout the 


also were im 


week, and many reported their in 
quiries to refiners had gone unan 
swered. 


Nos. 2, 3, 4 and 5 oils were spotty. 
Price shading was increasing. Prices 


for Nos. 2 and 3 oils were reduced 
0.125 cent. 

Industrial demand for heavy fuel 
continued steady. Prices were well 
held. 


Correction 


Prices of Turner Valley, Alta. crude 
and naphtha have been published in 


error in the crude price table since 
Feb. 3, 1936. On that date prices 
were advanced from 5 to 15 cents- 


5 cents on crude 
gravity; 13 cents on 50 
and 15 cents on naphthas. 

New prices are: Crude, 40-44.9 
gravity, $1.55; 45-49.9, $2.12; 50 and 
above, $2.32. Naphtha: Clear, $2.70; 
discolored, $2.46. 


testing below 50 
and above; 
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SEABOARD MARKETS, EXPORT AND COASTWISE 


Prices do not include Federal tax. 


Where $ mark is shown, prices are per barrel of 42 Ll 


. S. gallons 








Eastern Domestic 


Prices in cents per gallon tank car lots, unless otherwise noted, f.o.b. 
refinery or seaboard terminal, representing majority of sales and quota- 
tions to jobbers and/or consumers. Florida and S. Carolina inspection 

tax not included.) 


*Motor Gasoline 


Prices March 30 65 Octane 
60- 64 Octane and Above 
New York harbor 7.00 re 4 
New York harbor, barges 6.75 7 00 
Philadelphia district 6.75 7.00 7.00 -— 7.25 
Baltimore district. . 6.75 7.00 
Norfolk district 6.75 7.00 
Wilmington, N. C. district 6.75 7.00 
Charleston, S. C., district 6.75 7.00 
Savannah district 6.75 7.00 ce 
Jacksonville district 6.75 7.00 7.25 
Portland district 7.25 7.50 
Boston district 7.00 7.25 
Boston district, barges 6.75 7.00 
Providence district... 00 tia0 
Providence district, barges 6.75 7.00 


*Due to lack of companies offering U. S. Motor gasoline, 


59 octane and 
below in the open market, prices for this grade 


are discontinued. Quotations 


nominally are 0.25c below those for 60-64 octane grade 
Water White Kerosine 
Prices March 30 
New York harbor.. 1.875 Savannah district 5.50 S.30 
N. Y. harbor, barges 1.75 Jacksonville district. 5.50 5.75 
Philadelphia district. 5.00 5.29 Portland district 5.50 
Baltimore district 5:35 Boston district 5.125- 5.25 
Norfolk district 5.3 Boston dist., barges ». 00 5.125 
Wilmington, N. C. 5.25 Providence district i 
Charleston, S.C., dist. 5.35 Providence, barges 5.125 
*Fuel Oils 
Prices March 30 New York: New York Philadelphia 
harbor harbor, barges district 
No. 1 75 ito 5.00 — 5.25 
No: 2.. 1.50 4.375 4.50 
No. 3 1.50 &.375 4.50 
No. 4 4.25 $.125 4.125 
No. 5 (per barrel) $1.25 $1.25 
No. 6 (per barrel) $1.05 $1.05 
Baltimore Boston 
district district 
No. ! 5 25 5 25 5 25 
No. 2 +50 1.50 
No. 3 41.50 1.50 
No. 4 Je $.25 
No. 5 (per barrel $1.25 $1.25 
No. 6 (per barrel $1.05 $1.05 
Boston dist.. Providence Providence 
barges district dist., barges 
No. 1 5.00 9.125 a.20 5.125 
No. 2 4.375 $.50 4.375 
No. 3 '. 373 1.50 4.375 
No. 4 4.125 4.25 4.125 
*Fuel oils meet specifications of U. S. Commercial Standards CS12-35. 
Bunker Oil Diesel Oil Gas Oil Diesel Oil 
rade Ships’ 28-34 Shore 
> Bunkers Gravity Plants 
Per Barrel Per Barrel Per gallon Per gallon 
New York harbor.. *$1.05 *$1.65 4.50 4.50 
Philadelphia dist...  *$1.05 *$1.65 4.50 
Baltimore district..  *$1.05 *$1.65 50 
Norfolk district *$1.05 *$1.65 1.50 
Charleston district $1.00 $1.65 
Savannah district.. $1.00 $1.89 1.75 
Jacksonville dist. $1.00 $1.995 4.75 
Tampa district... $1.00 $1 .995 
Portland district $1.15 $1.75 
Boston district $1.05 *$1.65 
Providence district $1.05 $1.65 


*Lighterage for bunker oil, 


bbl. additional. 


5e per bbl. additional; for Diesel oil, 6.5¢ per 


Pacific Export 


(Quotations are at seaboard, Los Angeles, in cargo lots, 


cents per gallon, 
except where otherwise noted 


Prices— March 30 March 23 March 16 
53-55 U.S. Motor... 4.75 5.50 4.75 - 5.25 4.73 - 5.25 
400 e.p. blend 65 Oc- 

tane and above 5.00 6.00 5.00 - 6.00 5.00 6.00 
38-40 w.w. kerosine, 

150 fire point..... 1.25 - 5.00 4.25 - 5.00 4.25 - 5.00 
41-43 w.w. kerosine 4.50 5.00 4.50 -— 5.00 4.50 - 5.00 
44 water white kerosine 5.00 ».00 5.00 
Prime wh. kerosine. . 3.25 1.25 3.25 4.25 3.50 -— 4.25 
In Cargo lots, per barrel 
Diesel fuel oil, above 

23.9° $t.05 —$1.25 $1.05 -$1.20 $1.05 -$1.20 
Diesel fuel oil, under 

23.9° . $1.00 -$1.15 $1.00 -$1.15 $1.00 -$1.15 
30-34 gas oil $1.00 -$1L.15 $1.00 -$1.15 $1.05 -$1 15 
Grade C fuel oil $0.75 -$0.85 $0.75 -$0.85 $0.75 -$0.85 


Pacific Export (cont'd) March 30 
In Ships’ Bunkers, or deep tank lots, 


March 23 March 16 


per barrel: 


Diesel fuel oil, above 

23.9 gravity... $1. 125-$1.30 $1 .125-$1.25 $1.125-$1.25 
Diesel, under 23.9 

gravity... $1.025-$1 15 $1.025-$1.15 $1 .025-$1.15 
Grade C fuel oil $0.90 —-$0.95 $0.90 -$0.95 $0.90 -—$0.95 
Cased Goods: 
Gasoline, U. S. Motor $1.40 —$1.50 $1.40 -$1.50 $1.40 -$1.50 
Gasoline, 400 e.p. blend = $L.60 —$L.75 $1.60 -$1.75 $1.60 -$1.75 
38-40 w.w. kerosine, 

150 fire point $1.15 —$1.30 $1.15 -$1.30 $1.15 -$1.30 
Kerosine, prime white $1.15 ~$1.20 $1.15 -$1.20 $1 15 -$1.20 
New York Export 

Prices in cents per gallon in barrels, F.a.s. New York) 
Cylinder Oils (Pennsylvania Products) 
Bright stock: 
Light, 25 pour point 26.00 26.00 26.00 
Dark, 25 pour point 25.50 25.50 25.50 
Neutral oil: 
200 3 color, 25 pour 
point 27.50 27.50 27.50 
150 3 color, 25 pour 
point ; 23.00 23.00 23.00 
600 Warren t¢ filtered. 20.50 20.50 20.50 
600 stm. rfd. untiltered 17.00 17.00 17.00 
650 stm. rfd. uniiltered 18.50 18.50 18.50 
600 flasin, steam celined 19.50 19.50 19.50 
630 flasn, steam retined 24.50 24.50 24.50 


T . al 
Wax Domestic ane Export 
(Prices in cents per pound. Tests made by A - 
points shown below, however, are A. M. P., 
(E. M. #.) melting poinis. t-xport prices are f.a.s. carload lots. Domestic 
prices are f.0.v. refineries in New York and New Orleans districts, 
in bags, carload lots, with 0.2c¢ discount allowed for shipment in bulk. 


M. methods. Melting 
= higher than A. S. T. M. 





New York New Orleans 

Prices— March 30 Domestic Export Domestic Export 
124-6 Y.C. scale 2.50 - 2.60 2.50 - 2.60 2.55 —- 2.60 2.55 — 2.60 
122-4 W.C. scale 2.50 - 2.60 2.50 - 2.60 2.55 — 2.60 2.55 —- 2.60 
124-6 W.C. scale > 2.60 2.55 2.60 2.60 2 75 2.60 2.75 
23-5 Fully retined 4.45 4.125 1.45 4.125 
125-7 Fully retined 4.55 4.25 1.55 4.25 
128-30 Fully refined. 4.80 4.50 1.80 4.50 
130-2 Fully retined 5.05 1.75 5.05 4.75 
133-5 Fully retined *5 35 S26 5.35 5.2 
135-7 Fully refined. *5 60 5.50 


*Shipment even in bags or in bulk. 


Gulf Coast 


(Prices are f.o.b. ship at Gulf oil terminals representing traders’ opinions 
except prices specitied to the contrary. Prices cover bulk shipments of 


20,000 barrels or more, unless otherwise noted.) 
Motor Gasoline 
For Domestic Shipment 
Prices— March 30 March 23 March 16 
59 octane and below 5.625- 5.75 5.625- 5.75 5.625- 5.75 
60-64 octane number 6.00 6.00 6.00 
65 octane and above 6.125- 6.25 6.125- 6.25 6.125- 6.25 
Fuel Oils 
No. | Fuel oil 3.75 — 3.875 3.75 -— 3.875 3.75 — 3.875 
No. 2 Fuel oil 3.625 3.625 3.625 
No. 4 Fuel oil 3.125 3.125 3.125 
*Sale only. 
Kerosine 
41-43 w.w.. 3.875 3.875 3.875 
Gasoline 
ah Export Shipment 
U.S. Motor gasoline 5.50 5.50 5.50 
60- 62 100 e.p gasoline 5.50 - 5 625 5.50 - 5.625 5.50 - 5.6 
61-63, 390 e.p. gasoline 5.625- 5.75 5.625- 5.75 5.625— 5.75 
64-66, 375 e.p. gasoline 5.75 — 6.00 5.75 -— 6.00 5.735 - 6.00 
U.S. Motor, cases 
(cargoes) Discontinued Discontinued $1.20 -$1.25 
64-66, 375 e.p. cases 
(cargoes) Discontinued Discontinued $1.25 -$1.30 
Kerosine 
44 water white 4.25 4.25 4.25 
41-43 water white. . 3.79 3.875 3.75 3.875 3.75 -— 3.875 
41-43 prime white. 3.75 — 3.875 3.75 -_ 3.875 3.75 - 3.875 
W.W., cases (cargoes Discontinued Discontinued $1.15 -$1.20 
P.W., cases (cargoes)... Discontinued Discontinued $1.10 -$1.15 


(Continued on next page) 
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Prices do not include Federal tax. 


ND COASTWISE 


Where $ mark is shown, prices are per barrel of 42 U. S. gallons 





(Continued from preceding page) Mid-Continent Lubricating Oils Cont'd 





e Prices— March 30 March 23 March 16 
Prices— March 30 March 23 March 16 : e ae et 4. samen 
é A 600 s.r. olive green 12.00 -12.50 12.00 -12.50 12.00 -12 50 
Gas and Bunker Oils 600 s.r. dark green 10.00 -10.50 10.00 -10.50 10.00 -10.50 
For Domestic and or Export Shipment 631 s.r. ’ 17.00 17.00 16.50 
*26-30 translucent gas Ss Texas tcati iIs 
oil : 3. 125- 3.25 3.125- 3.25 3 125- 3.25 ys South Texas Lubricating Oils 
*30 plus translucent Viscosity at 100° F., pour test 0. Tanker, f.o.b. Gulf oil terminals, for 
gas oil... ; 3.125- 3.25 3.125- 3.25 3.125- 3.25 export shipment 
*30 plus transp. gas oil 2.25 3.25 3:25 Unfiltered Pale Oils: 
Diesel Oil Ships’ Vi Col 
bunkers a +$1.50 4$1.50 *$1.50 areca nines 
Grade C bunker oil, for 100 No. 3 5 25 >. 50 5.25 5.50 5.50 - 6.00 
ships’ bunkers, per 200 No. 3 : 6.375- 7.00 6.375- 7.00 6.375- 7 00 
bbl... t$0 90 1$0.90 t$0.90 300 No. 3 7.00 7.50 7.00 - 7.50 7.00 - 7.50 
Grade C bunker oil, 500 No. 3% 7.875- 8.50 7.875- 8.50 7.875- 8.50 
per bbl. in cargoes. . $0.80 $0.80 $0.79 -$0 80 750 No. 4 9.00 9 25 9.00 - 9.25 9.00 - 9.50 
*Less than % of 1% sulphur. tLighterage 5c per bbl. additional aaae a 2 ; os a Pe ; ro a - ; = . 7 
Mexican Crude and Bunker Oils Red Oils: 
(F.o.b. Steamer, Tampico) Vis. Color 
F 100 No. 5-6 5.25 5.50 5.25 5.50 5.50 6.00 
Heavy Panuco crude 200 No. 5-6 6.125- 6.75 6.125- 6.75 6.125- 6.75 
taxes to be paid, per 300 No. 5-6 6.75 7.00 6.75 - 7.00 6.75 - 7.00 
bbl . $0. 83 -$0.84 $0 83 -$0. 84 $0.83 -$0.84 500 No. 5-6 7.95 7.625 7.95 7.625 7.25 - 7.625 
Grade C_ bunker oil, 750 No. 5-6 9.00 - 9.25 9.00 - 9.25 9 00 - 9.50 
ships’ bunkers, taxes 1200 No. 5-6 9.25 9.50 9.25 9.50 9.50 -10.00 
paid, per bbl. $0.90 $0.90 $0 90 2000 No. 5-6 9.75 -10.25 9.75 -10.25 9.735 -10.25 


Mid-Continent Lubricating Oils 


(Prices in cents per gallon in bbls. f.a.s. Gulf terminals. 
new barrels, 0.5c¢ to le 


Note: Red oil prices shown above cover oils with green cast: prices for 
blue cast red oils are slightly lower in some cases. 
In drums and 
higher per gal. in some instances.) 











Tanker Rates 
190-200 vis. D 210 
brt. stk... 25 .50 25.50 25.50 : : F . : 
150-160 vis. D. 210 Approximate tanker freight rates to Continental ports, in shipments 
brt. ath per ton of 2240 pounds. British sterling: to U.S. ports, cents per barrel 
0-10 pour point. . 22.50 22.50 22.50 Crude & or Fuel Refined Oil & or Spirits 
10-25 pour point.. 22.00 22.00 22 00 Rates Mar. 30 Last Paid Owners Ask Last Paid Owners Ask 
25-40 pour point : 21.50 21.50 21.50 Calif. U.K. Cont.* 18 6 19 -20 19 6 20/-21 
150-160 vis. E 210 brt. __ ae eS Gulf-U.K. Cont.’ 4 14/-14/3 lt ¢ 14-14 6 
stock ; : 21.50 21.50 21.50 Calif.-N. Atlantie.. 82c 85e R3c 
120 vis. D 210 bright not E. of Y 
stock. . eis 21.00 21.00 21 00 Gulf-N. Atlantic** F2% } 299% 6 le 9 I 6 
180 vis. No. 3. color not E. of N. ¥ a 
~utral oil: p ; , : 
"0-10 pom point.. 17.25 -17.50 17.25 -17.50 17.25 -17 50 Note: Dirty boat quotations are enlarged to cover, “Fuel and Light Crude” 
15-30 pour point.. 16.25 -16.50 = 16.25 -16.50 = 16.25 -16 50 quacas ; 
200 vis. No. 3. color *Continental ports in range between Bordeaux and Hamburg. both in 
neutral oil: clusive. 
0-10 pour point.. 17.75 -18.00 17.75 -18.00 17.75 -—18.00 *Venezuela loading same rate: Tampico 2e to 3e per bbl. additional 
15-30 pour point.. 16.75 —17.00 16.75 -17.00 16.75 -17.00 tRates for heavy crude or fuel le to 2c higher than for light crude. 
Kill Wisconsin Touck Law COMING MEETINGS S.O. Indiana Advances Kerosine 
NEW YORK, March 20: The W 1S- “ i 1 4 i yw CHICAGO, Mareh 3(). Tank wagon 
or Yt. : ‘ ~— . ‘ . ac . . 7 P a J 
consin State supreme Court has de (Continued from page 17) and service station prices of kerosine 
clared invalid the entire motor truck ; 7 were advanced 0.3-cent March 30. at 
regulatory law which went into effect Pennsylvania Grade Crude Oil both normal and sub-normal points 
. 9» . « eye) j cr : ¢ 2 
three months ago, according to reports | Assn., 13th annual meeting, State throughout Illinois, Indiana, Michigan, 
T , rQ6c QAccea « > OF > 2 De » ( Ss : . . : . 
here. The liw was passed at the 1935 College, Pa., June 18, 19. Iowa, Kansas, Missouri, Wisconsin, Min- 
session of the W’sconsin legislature, American Society for Testing nesota, North and South Dakota’ by 
The decision restores the operation Materials, annual meeting, Chal Standard Oil Co. of Indiana. 
of the state’s old truck law under fonte-Haddon Hall, Atlantie City, On March 16 kerosine prices had been 
which truck operators paid either a N. J., June 29 to July 3. restored to normal generally through- 
ton-mile tax or a flat rate tax. Under American Petroleum Institut *. Di- out the same states, with the exception 
the new law some of the truck fees vision of Production, Mid-Continent ot Kansas and Michigan, 
rere 8) € 2 ° P ° mn" a iy 20 ‘ re ys) ffeeti > “ce 
were more than doubled. District, e‘'ther Tulsa or Oklahoma The 0.3-cent advance effective March 
» a a °o « 1 . " , 
$ City, sometime in Sept. 30 has been more than discounted by 
a hl i 4 etext : ; . . , ses , P , or ar. 
lo Appeal Tax Deciston American Chemical Society, semi- action of the wholesale tank cal mar 
TULSA, March 29.—A chancery judge annual meeting, Pittsburgh, Pa., ket which has jumped more than 0.75 
in Arkansas has ruled that the filling Sept. 7 to 12. cent since the middle of January. 
stations in the town of Omaha, near Kentucky Petroleum Marketers 
the Arkansas-Missouri line, were en- Assoc., Brown Hotel, Louisville, Ky., Kentucky Marketers Set Dates 
j > hareea » OF ys) : ¢ re - c ry = 
titled to charge the hog < ate _ gallon Sept. 9 and 10. LOUISVILLE, March 28. The Ken 
state tax in effect in Missour! — American Petroleum Institute, tucky Petroleum Marketers Associa 
hs » § 5-¢e ax i »ffer j “Ke - a . ” P y 25 . . 
than the 6.5-cent tax in effect in Arkan 17th annual meeting, Chicago, Nov. tion has set Sept. 9 and 10 for its 
sas. ; : 
Cc issi Wi f Arka 9 to 12. annual fall cen erence and golf 
0 ssioner isem: of Arkansas : 
= wae i goth , £ tl Independent Petroleum Associa tournament, the conference’ taking 
Sc » was going to appeal from the ; , 
i vail t’ pats ar ] irs to tion of America, annual meeting, place on the 10th at the Brown Hotel, 
chancery court’s ruling. appears ; “ a : 
re : serene inh . Oklahoma City, Okla., Nov. 30 and Louisville. and the golf tournament Mn 
me,” the commissioner was quoted as . ; : eli 
, ‘ oa : bec. ¥. the 9th, according to Herbert L. Clay, 
saving, “that if the lower court is up- _— ‘ 
. : 9: secretary. 
held any town in the state could extend : wi a el tk l ting and 
, : : , “° » eleve an H ee ~ & 
its corporate limits to the state line and Kentucky Petro'eum Marketers ie eleventh annual m 


charge the gasoline tax that was in ef- 
fect in the adjoining state.” 


April 1, 1936 


Brown Hotel, Louis- 


ville, Ky., Feb. 8, 9, 10. 


Association, 


trade exhibit 
and 10, 1937, 


will be held I'eb. &, 9. 
at the Brown Hotel here 
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CRUDE OIL MARKETS 


Prices in $ per bbl. of 422 U.S 


gals. al the well. A. P. I. gravity. 


Prices are effective as of 7 a.m. of dates as given. 





Eastern Fields 
Posted by Joseph Seep Purchasing Agency 
(Effective Jan. 13, 1936 
Penna. Grade Oil in Southwest Penna. 
Pipe Lines zene. Ae 
Penna. Grade Oil in Eureka Pipe Lines 
(West Virginia). . ; $2.12 
Penna. Grade Oil in Buckeye Pipe Lines 
aisiiaiene, 0.) ; ‘ ; 
Corning Oil in Buckeye Pipe Lines (Ohio) $1.42 
Posted by Other Companies 
Tide Water Pipe Co., Lid. _ 
Bradford-Allegheny — district 
and N. Y.) (Effective Jan. 13, 
*The Pennzoil Co.: (Effective Jan. 13, 1936 
Penna. Grade Oil in National Transit 
Lines* : $2.42 
Ashland Oil & Transportation Co.: 
Somerset Oil in Ashland Lines (Ky 


(Penna. 
1936 $2.45 


(Effective Jan. 9, 1936) 
Big Sandy River $1.30 
Kentucky River $1.38 


*The Pennzoil Co. posts $2.42 in Cochran, 





Franklin, Hamilton and Doolittle, Pa. fields; 
prices in other lower districts range down to 
$2.37 per bbl. at well. 

Michigan 


Posted by Pure Oil Co. 

Midiand, Midland County (Jan. 14, 1936) $1.32 
Posted by Simrall Pipe Line Corp. 
(Effective Jan. 14, 1936 
West Branch and equal grades = er. 36 


Beaverton, Crystal, Greendale, Porter 
and equal grades. . $r-32 
Central States Fields 
Posted by Ohio Oil Co. 
(Effective Jan. 9, 1936 
Iinois, Princeton, Western Kentucky. . $1.23 
Effective Jan. 10, 1936) : 
Lima ; $1.25 
Posted by Stoll Oil Refining Co. 
(Effective Jan. 9, 1936 
Stoll Pipe Line Oil (Ky $1.28 
Canadian Fields 
Posted by Imperial Oil Refineries, Ltd. 
Western Ontario 
Effective Sept. 9, 1933 
Petrolia $2 10 
Oil Springs $2.17 
Alheria—— Turner Valley 
(Prices f.o.b. field tankage 
(Effective Feb. 3, 1936) 
Crude: Naphtha: 
40-44.9 $1.55 tClear $2.70 
15-49.9 2.12 + Discolored 2 16 
50 and above 2.32 
tClear naphtha: 22 color; 10 Ibs. vapor pres 


sure, Reid method; 90°], recovery; end point, 
410°. Discolored naphtha: same specifications 
as for clear naphtha except color. 


Mid-Continent 
Posted by Stanolind Crude Oil 
Purchasing Co. 
Effective Jan. 9, 1936 
In North-North 


(In Oklaboma-Kansas Central Texas 


Below 29 $0 94 $0 84 
29-29.9 0.96 0 86 
30-30.9 0 98 0. 88 
31-31.9 1.00 0.90 
32-32.9 1.02 0.92 
33-33.9 1.04 0 94 
34-34.9 1 06 0 96 
35-35.9 1.08 0 98 
36-36.9 1 10 1.00 
37-37.9 i <t2 1.02 
38-38.9 1.14 1 04 
39-39.9 1.16 1.06 
10 and above 1.18 1.08 


Above Stanolind prices met as follows 
Jan. 9, by The Texas Co. in North and North 


Central Texas; Continental Oil in all three 
states. : 
Note: Stanolind prices in Okla.-Kans. are for 


tank tables. In 
tables are used, volume 
, and deduction for full b.s 


quantities computed by 97% 

exas, 9°°) tan 
corrected to 60° F 
& w. content. 


Posted by Carter Oil Co. 
In Oklahoma 


Effective Jan. 9, 1936 
Below 25 $0 86 33-33 .9 $1 04 
25-25.9 0.88 34-34.9 1.06 





26-26.9 0.90 9 1.08 
27-27.9 0.92 9 2° oe 
28-28.9 0.94 9 <i 
29-29.9 0.96 : 9 1.14 
30-30.9 : .. 0.98 39- 39 9 1.16 
31-31.9 1.00 10 and above 1.18 
32-32.9 1.02 


Jan 9, Carter's Oklahoma gravity and price 
schedule met in Oklahoma-Kansas by Sinclair- 
Prairie, and Humble’s West Central Texas 
schedule met in North and North Central 
Texas where Sinclair-Prairie buys. Same day, 
Shell Petroleum met Carter in full in Oklahoma- 
Kansas. 


Posted by Magnolia Petroleum Co. 
(Effective Jan. 9, 1936) 

In Oklahoma, same schedule as Carter Oil, 
which see above, beginning with below 25, at 
$0.86 and ending with 40 & above, at $1.18. 
_ In Texas: North and North Central, includ- 
ing Burkburnett, Archer, Stephens, Henrietta, 
Electra, Comanche and Olden: and in Central 
Texas, including Mexia, Wortham, and Panola 


county, same gravity and price schedule as 
Humble in West Central Texas, which see 
below, beginning with below 29 at $0.84, and 


ending with 40 and above, at $1.08. 


Humble Oil & Refining Co. 
Texas Fields 
(*West Central Teras) 


tPosted by 


(Effective Jan. 9, 1936) 

Below 29 $0 84 35-35 .9 $0 98 
29-29.9 0 86 36-36 9 1.00 
30-30.9 0.88 37-37 .9 1.02 
31-31.9 0.99 38-389 1.04 
32-32.9 . 0.92 39-39 9 1.06 
33-33.9 0 94 10 and above. 1.08 
34-34.9 0.96 

“Includes Brown, Callahan, Coleman, Co- 
manche, Eastland, Fisher, Haskell, Jones, 


Shackelford, Stephens, Throckmorton and 
Young counties. 

Shell Petroleum Corp., on Jan. 9, met 
Humble in Fisher county, except that Shell 
posts five lower grades, beginning gy below 
25 gravity at $0.76; 25-25.9, $0.78: 26-26.9, 
$0.80; 27-27.9, $0.82: and 28-28.9, seas: rest 
of schedule same as Humble’s in West Central 
Texas 

tEffective Dec. 1, 


1934, Humble prices are 
based on 99% 


tank tables at 60F. Allowance e or 


deduction of 1% is made for each 25° change 
in temperature above or below 60F. 
*East Central Teras 
(Effective Jan. 9, 1936) 

Below 29 $9 91 35-33.9 : $1.05 
29-29.9 0. 93 36-369 1.07 
30-30.9 0.95 37-37 .9 . 1209 
31-31.9 0.97 38-38 9 Pe ee 
32-32.9 0.99 39-39 9 1.13 
33-33.9 1.01 10 and above. 1.15 
34-34.9 1.03 


“Including Anderson, Cherokee, 
Navarro and Van Zandt counties. 

Stanolind Oil & Gas Co., Jan. 20, posted in 
Marion County (East ¢ ‘entral Texas’, below 
29 oil at $0.86, plus 2c differential, to 40 and 
above at $1.10. 

Jan. 9, Sinclair-Prairie met Humble’s prices 
in Mexia. 


Limestone 


Panhandle Texas 
Humble Oil & Refining Co. 
Effective Jan. 9, 1936 
Gray Carson- 
County Hutchinson 


Posted by 


Below 35 $9 86 $9 81 
35-35.9 0 88 0 83 
36-36.9 0.9) 0.85 
37-37.9 : 0.92 0.87 
38-38.9 0.94 0.89 
39-39.9 0.96 0.91 
10 & above 0.98 0.93 
Jan. 9, above prices met by Sinclair-Prairie, 


Magnolia and The Texas Co. in the entire area, 
also by Continental Oil in Carson-Hutchinson. 


East Texas 


(Effective Jan. 9, 1936 
Stanolind, Humble, Shell,  Sinclair-Prairie, 
Texas, Sun Oil and Magnolia $1.15 


Shell also posted on Jan. 9, 
area, Polk County, Texas, $1.15. 


in Livingston 


West Texas and New Mexico 
Posted by Humble Oil & Refining Co. 


(Effective Jan. 14, 1936) 
Including Andrews, Crane, Crockett, Ector, 
Glasscock, Howard, Winkler andl — 


Counties, Texas, and Lea county, New Mexico) 


Below 23... ..... 961s 33-33.9..... $0.84 

29-29.9... cee, 34-34.9 0.86 

30-30.9..... <> Ome 35-35.9..... O.@ 

31-31.9. <a 36 & above... 0.90 

32-32.9. 0.82 

Pecos, West Texas ‘kien ean are .$0.85 

Posted by Continental Oil Co. 
(Effective Jan. 9, 1936) 

Artesia, Jackson and senate pools, N. M. 

ee ee Se $0.80 


Jan. 16, Masada met Humble in Crane, 


Upton, Howard, Glasscock, Mitchell and 
Winkler. 
Jan. 9, Texas Co. posted Winkler and Lea 


counties at $0.85; 


Crane and Upton, $0.80. 
Shell Petroleum 


Corp., on Jan. 23, met 
Humble in Crane, Glasscock, Howard, Pecos 
(except Yates shallow pool) Winkler, and 
Upton counties, Tex., and in Lea County, 
N. Mex. On Jan. 9, Shell posted in Yates 
shallow pool in Pecos county, Tex., $0.75. 


South and Southwest Texas 


Posted by Humble Oil & Refining Co. 


(Effective Jan. 14, 1936) 
Darst Creek $9.97 Pettus. .....$1.25 
Salt Flat 0.97 Tomball... . . 1.30 
Saxet 0.90 Mirando. ... 0.85 
Shell Pet. Corp. on Jan. 9, posted $0.97 in 


Salt Flat district, Tex. 
Anahuac (Chambers county) and 


Dickinson (Galveston county) 
(Effective Jan. 9, 1936) 


30-30.9 , $1.04 36-36.9.....$1.16 
1.06 St-ae.9....+ 258 

1.08 i a ee 

1.10 39-39 9 i.e 

1.24 





ee 4 40 & above. . 
I 


Jan. 9, The Te »xas Co. posted $0.97 for Darst 
Creek. 

Jan. 9, Magnolia posted $0.97 in Darst 
Creek; $1.30 in Tomball; $0.90 in Luling; $1.00 
in Lytton Springs; $0.85 for Mirando; $1.10 for 


Cleveland, L iberty county, Tex.; $1.03. in 
Hardin, Liberty county, Tex. 
Posted by Humble 
Conroe and Raccoon Bend 
(Deep sand crudes) 

(Effective Jan. 9, 1936) 
35-35.9... ..- 91.24 38-38 9 $1.30 
36-36.9 ‘ » 2 39-39 9 . eB 
37-37.9. . 1.28 40 & above... 1.34 

Jan. 9, Texas Co. met above prices. 


North Louisiana-Arkansas 

Posted by Standard Oil Co. 

(Effective Jan. 10, 1936) 

(In Caddo, Homer, Haynesville, 

Soto, Rodessa, Sarepta, Carterville, 
and Miller county) 


of Louisiana 


Sabine, De 
El Dorado 








Below 25 ...$0.78 33-33.9.....$0.96 
25-25.9. 0.80 34-34.9.. . 0.98 
26-26.9..... 0.82 35-35 .9 1.00 
27-27.9... 0.84 36-36.9. . . ee 
28-28.9... 0.86 37-37.9..... 1.04 
29-29.9...... 0.88 38-38 .9 1.06 
30-30.9 0.90 39-39 .9 1.08 
31-31.9 0.92 10 and above. 1.10 
32-32.9 0.94 

Smackover, Ark. areas .. $0.75 
Nevada, Ark. 0.65 


Urania, La. (La. Oil Refg. Co., Jan. 1,34) 0.87 
Tepetate, La. (Continental Oil, Jan. 9,36) $1.12 


The Texas Co., effective Jan. 9, posted in 
No. La.-Ark. same prices as Humble posts in 
West Central Texas. It also posted $0.89 for 
Smackover and $1.12 for La Fitte, La. 

Magnolia Petroleum Co. effec tive Jan. 16, 
posted on No. La.-Ark. crude, prices beginning 
with $0.86 for below 29 gravity, plus 2 cent 
differential to 40 and above, at $1.10; this post- 
ing includes Rodessa, beginning Marc h 16, 
1936. It also posted on the same day, Eldorado 
(Kast Field), and Smackover, Ark., $0.75; 
Lockport, La., below 20 gravity, at $0.92, plus 
2c differential, to 34 and above, which is $1.22; 
and for lowa, La. and Cameron-Meadow field 
Cameron Parish, La., below 20 at $0.82, plus 
2c differential, to 34 and above, at $1.12. 

Stanolind Oil & Gas Co., Jan. 


Caddo Parish, La.., 
» 


20, posted in 
below 29 oil at $0.86, plus 
2c differential, to 40 & above at $1.10. 

Shell Pet. on Jan. 9 oe same schedule in 
Black Bayou and W hite ¢ castle, La. as Mag- 
nolia posts in Lockport, which see in above 
paragraph and in Lowa district, La. posts same 
schedule as Magnolia in Iowa and C ameron, 
which also see above. 


(Continued on next page) 
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one of the greatest industrial con- 


flicts in the history of any industry 
LETTERS TO THE EDITOR — — “Me patue ot tne piackstone™ in 
Chicago and the sweltering weeks in 
Washington during the Oil Code fight 
P of June, July, and Augus 933. - 
Objects to Rule 7 pr Spr ep-eelaatalptaplleslvege 


ing to an old file, I withdrew a copy of 
yew following comment on the pro- drafting of the industry’s proposed the famous “API Code’ brought to 
posed vountary marketing code as NRA code.—-Editor Chicago by representatives of that or- 
rafted for tk iddle west early in ranizazti é aining 2 § > 
: eso Figen enor pap ng Re Is the voluntary code a menace to a and containing the oun 
‘ebruary at < > - , ; ‘ »S re approve { , h- 
ry bso a8 — the independent petroleum industry? orn palo eaaipicelei — al of the ruth 
dustry in Chicago was sent to NATION- abi eel ces : 7 : ‘ less and malicious practice of LEASE 
AL PrTROLEUM News’ by Thomas M I believe it is. I further believe that AND AGENCY and other “exclusive 
= “ee NS eee any thoughtful Independent who fol- +” eee — oa 86 
Glasgow, of the Glasgow-Stewart & 





lows the facts set forth herein and ¢@ling contracts which, during the 

,O. ‘ N. . 2 “i 4 ¢ » awe . Q2 ‘ 92 ? 
Co., Charlotte, Cc adds thereto his own personal expe sis par of 1930 and 1931, all but 
Mr. Glasgow’s objection is to ar- rience and  observations—he also *P™ , out the independent wing of 
ticle 7 of the proposed code (on violat- will believe it is! the Petroleum Industry. I believe 


ing contracts) which he _ contends 
means’ the legalizing of lease and 
agency agreements, if accepted as 
now drawn. He proposes an addition- 
al paragraph to the present rule, stat- 
ing that its provisions do not apply to 
lease and agency, lease and license 
and other forms of exclusive dealing 
arrangements. 


I would in no way condemn the en- | @™ conservative in saying that 60 
tire Code as a “menace”. On the con- 75% of the entire time and effort 
trary, I feel that, in the main, it is an °*”* nded in Chicago and Washington 
euneitans Cite auik-te aiemtete © that time was focused around the 
of great benefit to the industry pro- life and death struggle by Indepen- 
vided Rule 7 as now drafted is amend- @e@ts that this nefarious principle 
ed or eliminated. should not have Federal endorsement 

As I read the three innocent-sound- ®24 approval. In three short years 
ing, high-minded and well-phrased have we forgotten the distress of 


Mr. Glasgow will be recalled as paragraphs which compose Rule 7, those trying days?! The general 
taking a considerable part in the dis- I was struck with the “strangely-fa economic depression at that time re 


cussions both at Chicago and Wash- miliar sound” they seemed to have. duced 


our volume of business, other 
ington in 1933 preparatory to the As I mused, there came up before me 


than petroleum products, to 64% of 


CRUDE OTL MARKETS 


Continued from preceding page 























*Gulf Coastal Fields | Mykawa, Orange, Pierce Junction, Rabbs lles, light, Col. 1 06 
Ridge, Raccoon Bend (shallow sand), Refugio Iles, heavy 1 00 
Posted by Humble Oil & Refining Co. light, Sour Lake, Spindletop, Sugarland, and Hogback, N 1.2] 
(Effective Jan. 9, 1936) West Columbia. Frannie light (Effective Feb. 24, “36 0. 7é 
Bel 18 $0.88 26-96 9 106 Above gravity and crude schedule met Jan. Frannie heavy 0.72 
13 13.9 0 90 pee 9 $ 08 9 by The Texas Co., except that Texas Co. Hamilton Dome, Wyo 0.67 
19-19.9 0 99 38-58 9 ; 10 posts $0.92 for below 20. Jan. 9, Sinclair- Pondera, Mont. 1.05 
- . - Om me roirie » { » » . . » | F 
20-209 0 94 39.29 9 112 Prairie met above Humble schedule in full. Posted by Ohio Oil Co. 
21-< 0.96 9 1.14 . - Effective Jan. 9, 1936 
0.98 9 1.16 Rocky Mountain Fields Elk Basin, Wyo $121 
be , ~ pe Posted by Stanolind Oil & Gas Co. Grass Creek, light and heavy 1.28 
- > , == ae Rock Creek 2 
1.04 34 and above | 22 (Effective Jan. 9, 1936 Bie Muddy . 7 
$0.90 Salt Creek, Midway and Dutton Creek, Wyo., Sunburst, Mont 1.25 
Effective Dec. 1, 1934, Humble prices are same schedule as Stanolind posts in Oklahoma- > ; F 
based on 99% tank tables at 60F. Allowance or Kansas which see. Poste d by by ther ¢ pera ° 
deduction of 19% is made for each 25° change Elk Basin, light $1. 2% Effective Jan. 9, 1936 
in temperature above or below 60F. | Grass Creek, light 1.28 Cutbank, Mont. (*Internatl. Refg. Co.) $1.50 
; *Includes these fields: Barbers Hill, Goose | Grass Creek, heavy 0.72 Cat Creek, Mont. (Continental Oil 1.28 
Creek, Hull, Humble, Liberty, Moss Bluff, Greybull-Torchlight 1.28 *Texas Co. subsidiary 


CALIFORNIA, Posted by Standard Oil of California 
All gravities above those quoted take highest price offered in the field. Effective Feb. 25, 1936 except Huntington Beach, Playa del Rey, 
Santa Fe Springs, Kern Front, Signal Hill (Long Beach) 











effective Mar. 7, 1936 
z i 23 
. rc: > : : é = = zn 
= S S ¢ < = = ee = = 
° i = 8 = S = = 3 S. i S < a 
s$¢.43 3 ¢ es # = >» «© =f = 2 8 » 2 " 
~<a a 2. a ae. ef £ =£ & os =- 282 2 2 2 5 & § 
2c « fF ase & e¢ ‘¢ €§ = se te = §9 5s = & > "| = 8 
28 ss § 53 & 38 68 5 = ‘S so F&F ss & #4 3 ” 2 $ 
Gravity no wh <a Ba <a 6 aa < = Sx wn += = S wl mad Oo s 
14-14.9 $0.80 0.79 0.74 0.78 0.79 0.80 0.76 0.80 0 77 0.78 0.70 0.65 0.70 0.65 0.70 0.70 
15-15.9... 80.79 74 78 79 80 76 $0) 77 78 70 65 70 65 70 70 
16-16.9. ; 80 79 74 78 79 80 76 80 77 78 70 65 70 65 70 70 
17-17.9 80 79 «174 78 81 80 76 80 77 78 70 65 70 65 70 70 
|S). eer 80 79 = .74~=«.78 84 80 78 $2 77 78 70 65 70 65 70 70 
19-19.9... . $2 .79 74 .82 87 84 $l 85 77 78 70 0.70 66 74 66 74 71 0.70 
85 79 «174 «685 90 88 84 88 i .80 ' 70 68 78 68 78 72 70 
88 .79 .74 89 93 93 88 91 77 $4 78 73 7l 82 7l 82 74 70 
92 82 74 .92 96 98 92 93 79 88 78 ee 74 87 74 86 78 72 
.95 .86 .77 .96 .99 1.02 .96 .84 79 «196 2 92 78 80 77 92 77 90 82 76 
99 91 80 1.00 1.02 1.06 .99 (88 81 99 85 96 82 84 .80 (97 80 94 (86 79 
eo .% .32 3.6 1.6 1:13 1.¢3 93 83 1.02 89 99 86 88 83 1.01 83 98 90 83 
1.06 1.00 .85 1.07 1.09 1.16 1.06 (98 86 1.05 92 1.03 90 91 86 1.06 86 61.02 a ord 
1.2O1:6 .1.Y EI 1.10 1.03 8&8 l 96 «1.06 95 95 88 1.10 88 «1.06 
. 1.14 1.10 .90 1.14 1.15 1.14 1.0 90 l 99 1.10 99 99 .O1 1.15 OL 1.10 
29-29.9.. LWi.ls SS LI@Lsy, E.3¢ 3.32 93 1.09 03 1.14 1.038 1.02 94 1.20 94 1.14 
30-30.9. . 1.2) 1.19 .96 1.221.213 & 1.21 1.17 95 OF 1.17 1.08 1.06 .97 1.25 97 1.18 
1.246 1.24 1.22 97 |. ee Pes ee >. 1.09 99 1.29 99 
*Elwood Terrace 1.27 ws i.2¢ 3.2e ¥.0 14 $1.25 1.16 1.13 1.02 1.34 1.02 Kettleman Hills 
1.28 = }.a2 18 1.28 1.20 1.17 1.04 1.38 1.04 : 1.19 
a = 1.37 22 i.ae 3:3 1.20 ..2 
1.35 = 1.42 25 1.29 ae . .- Boe 
1.39 a 1.46 29 1.33 ci, Ma 
1.43 pe 1.51 32 1.37 ‘ ; ; 1.35 
= 1.56 36 1.42 1.39 
ar = 1.61 10 1.43 
40-40.9.... = 1.66 13 


*F.o.b. ship. 
tAlso Mckittrick, Kern River, Kern Front and Round Mountain $0.70 thru 19.9 





gravity; no higher gravity quoted. **Except Lakeview Area. 
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The Accepted 
Standards of 
Pennsylvania 
Bright Stock 


Excellence 


Since 1900 


<> 


H-M and L-M 
Oils Are Made 
Solely By 


THE 
CONEWANGO 
REFINING CO. 


Warren, Pa. 














| contract 


1929 volume. The depression and 
the then first vigorous prosecution of 
‘“‘Lease and Agency” by Major Oil 
companies reduced our petroleum 
products to 38% of 1929 volume! 

Let us look for a moment at rule 7 
as proposed in the Voluntary Code and 
compare it with the language found in 
the proposed ‘“‘API CODE” of 1933. 


Rule 7 Of Proposed Voluntary 
Code 


1. ‘“‘Vendors of petroleum products 


shall not knowingly induce or assist 
anyone to break a valid written con- 
tract for the sale of petroleum prod- 


ucts or a valid lease of premises used 
for the sale of petroleum products. 


2. Vendors of petroleum products 


shall not sell or deliver any petroleum 
products to anyone knowing that such 
sale or delivery will violate or prevent 


the performance of a valid written 
contract. 
3. Nothing herein contained shall 


preclude the sale or delivery of any 
petroleum products to any person who 
justifiably refuses further compliance 
with any contract, providing code au 
thorities are immediately notified.” 


The “API Code of 1933” 

“No refiner, distributor, jobber, or 
wholesale or other person engaged in 
the sale of petroleum products shal! 
knowingly induce, attempt to induce, 
or assist a party to break a then ex- 
isting written contract for the sale of 
petroleum products or a then existing 
lease of the premises used for the sale 
of petroleum products between that 
party and another. 

No refiner, 
wholesaler, 


distributor, jobber, 
retailer, or other person 
engaged in the sale of petroleum prod- 
ucts shall sell or deliver any naptha, 
gasoline, motor fuel, automotive lubri- 
eating oil, grease, kerosine or heating 
oi] to anyone knowing that such sale 
or delivery will violate or prevent the 
performance of a then existing written 
between the person to whom 
the sale or delivery is made and an- 
other.” 

i wonder (?) if the authors of these 
two euphonicus sounding rules ever 
each other! How innocent and 
truly righteous they sound! BUT Lease 
and agency agreements are also “‘writ- 
ten contracts’. The approval of Rule 
7 inescapably means the legalizing of 
and Agency” and other 
lar contracts. 

But Iam told Rule 7 permits a L & 
A Dealer to cancel his contract, Have 
we back in 1931-1932 the 
Code testimony that dealers endeavor- 
ing to leave one Major and buy from 
another were most courteously told by 
the second Major that they ‘‘would be 
delighted to serve him but an existing 
“‘centleman’s agreement” required 
that they should not take up a 
petitor’s customer until 60 days 
he had left his former spplier.”’ 

No, as I glance back over Rule 7 
the tricky innocent language of 


knew 


“*Lease simi- 


forgotten 


coMm- 
after 


and 
the 





‘““API Code” I hear an old man’s voice, 
confused and bewildered, as he mum- 
bles ‘‘The hand is the hand of Esau, 
but the voice is the voice of Jacob.” 

Again, I am told, Rule 12 
proposed Code authorizes and _ pro- 
vides for interpreting powers which 
assure adequate protection. Let me 
say here without equivocation that so 
long as the handling of this Code is in 
hands of some of the strong, unim- 
peachable, straight shooting, fearless 
Independents, who are now identified 
with the promotion of its adoption, I 
have no fear as to its equitable admin- 
istration so far as the independent's 
interests are concerned, But will these 
gentlemen always control its adminis- 
tration? How long are we = assured 
they will be active in Code matters or 
even the industry itself? What are 
“Father Time's” plans for each of us? 
We do not know. But when Rule 7 
becomes approved by the Federal 
Trade Commission it becomes a law 
for the signers and a desperately dan- 
gerous precedent for the entire Inde 
pendent Industry. 


of the 


I do not for one moment impune 
the motives or impeach the character 
of those known and outstanding lead- 
ers of the Independents who have en 
dorsed this Code. I do however un- 
qualifiedly question the wisdom of 
their judgment in this action! I do 
not know the history of Rule 7 as to 
how it happens to be in this Voluntary 
Code in its present form. I venture 
the rash guess, however, that these 
Independents did not originally pro- 
pose it. I leave it to my reader's wild 
imagination as to where it came from. 
I know the industry needs a Code. 1] 
know that Chain Store Taxes have 
greatly crippled this vicious Lease and 


Agency practice. I know that the So 
cial Security Law makes it still less 
inviting to the Majors. I know thai 
some of the Majors were foreed into 
adopting the practice of Lease and 
Agency, believing it both unfair and 


unjust, but compelled to adopt it be 
cause other Majors were rapidly clos 


ing all independent outlets to their 
products. But, gentlemen, if this 


practice is legalized by the approval of 


Rule No. 7, and by any chance we 
should again experience the ruthless 
crushing program of Major Oil Com- 


panies which we saw in 1930, °31, and 
‘32—-there are literally thousands of 
small and medium size Independents 
who wouldn’t need ANY Code. They 
would be gone! May I paraphrase the 
words of another Independent of other 


years—words which again become fit- 
ting and appropriate: “Is a non-contro- 


versial Code so dear or peace so sweet 
to be purchased at the price of chains 
and slavery?” 

Again, I am told, this Code applies 
only to those who accept it. Is any 
one so foolish who does not realize 
that once the Federal Tade Commis- 
s‘on has approved such a clause it will 


set a precedent which will forever 
preclude a hearing before that body 


on the unfair competition of these ex- 
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elusive dealing contracts or action on 


Capitol Hill forbidding them? I am | T e 
sure that no Major is overlooking this | 
potential far reaching benefit! | 

| 7 


Leave Rule 7 as it is—it’s a good | 
rule—provided you add the following | 
brief paragraph thereto: 


“4—-The provisions of this rule 
shall not apply to lease and agency, 
lease and license, and other forms of | BU 


exclusive dealing arrangements.” 
Any Major company who is honest 
in his declaration that Rule 7 as pro- 
posed is not intended to legalize Lease 
and Agency will not object to the ad- 


dition of this paragraph. Reliable In- 


dependent influence in the adminis- CAN BE USED FROM 
tration of this Code may pass. Chain | 
ae sued plies (& pelle The WAREHOUSE TO FILLING STATION 


Social Security Act may be declared 


unconstitutional. But the legalized 
approval and precedent of the enact- 



















BACKED = 4 


ment of Rule 7 into law by the Feder- BY A 

al Trade Commission will go on and on NATION-WIDE 
and on to crush and ruin and bank- | SALES 
rupt the small Independent Petroleum pa 


merchant under ruthless Major dom- 

ination. I am not talking theory. J | SERVICE 

am talking FACTS as you saw them ORGANIZATION 

and I saw them in the dark days of 

1930-31-32. : 
Should the Majors claim they are 





no longer interested in Lease and WOOD 
Agency and still oppose the insertion OR 
of paragraph ‘‘4’’ above, I question STEEL 
their honesty. 

Should the Majors claim that the HAND 
Chain Store Laws and Court decisions OR 


have made Lease and Agency impos- 
sible and still oppose the insertion of 
paragraph ‘‘4’’ above, I question their 
honesty. Should the Majors claim The 
Social Security Law has made Lease 
and Agency impractical and still op- 
pose the insertion of paragraph ‘4” 
above, I question their honesty. at all ea LE LL ee eink 
In short, and ineseapably, gentle- —— y on | Le AM SME BRS SS See em 
men, if Rule 7 is intended to legalize 
lease and agency we must fight it with 
all our power; if it is not intended to 
legalize Lease and Agency, no honest eens f : 
man will mind saying so by adding a orn Or pp Pil projec —— have = thing in common, 
araegr: 4g? « re ration-wide = distribution——-a_ nation-wide — service. The “ < ny 
a" S aee | DOOR” is a PROVEN PRODUCT. There is an “OV ERHEAD pagan 
; ' either in WOOD or STEEL, available for any requirement. Our nation- 
gentlemen—Each Saturday when my wide distribution and service, already established, is an advantage that OI 
salesmen gather around, it is the old, | COMPANIES should not overlook. BECAUSE all oil companies know the 
old story of threats, terrorizing of | true value of national distribution. 
small dealers, intimidation of service 


stations by representatives of the Ma- A MILLION USERS THE BEST RECOMMENDATION 


jors—not so violent, perhaps, as in 

other years, but nevertheless the same V 

practices that we fought to abolish in 0 pepper DOOR CORPORATION 
Chicago and Washington in 1933. | RD CITY, INDIANA, U. Ss. A. 
Paragraph ‘‘4’’ above must be added 


to this Code or Rule 7 entirely omitted. | CLIP COUPON AND MAIL TODAY 


ELECTRIC 
OPERATION 





No—Lease and Agency is not dead, 


Otherwise, believe me—the Independ- —————— eee eee 
ent who accepts this Code is not only MADE IN ANY SIZE FOR ANY OPENING 
signing his own death warrant but Is Please send me literature and full information regarding your product. 
endorsing a precedent of Federal Offi- I am interested in doors for the particular purpose as checked 
cial Approval which will sound the 
, PR 
‘death knell to the small and medium _— PUBLIC GaRAce. 
size Independent throughout the Na- |p 000 sees Lon 
tion. HANGAR 
; ; Address. . ah Sadia tah gd AeA nce Og WOOD Doors 
This open letter is a summons of sveeL DOORS 
every thinking Independent to weigh City.. - State..... OTHER BUILDINGS 
AGAIN, i the light of your @weae@ th = 0 OE IE en arenas 





tual experience and observation, the 


Mai : J ; 4d} 1 Hs "Saw ais : 
gravity and far reaching effects of | Tail to: OVERHEAD DOOR CORPORATION, Hartford City, Indiana, U.S.A. 
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NOT 
CONNECTED 


With 
Standard Oil Company 


(Indiana) 














Now motorists in the Middle West can 
obtain at Esso Stations in St. Louis: 


ESSO—for Premium Motor Fuel 
ESSOLENE—for Regular Motor Fue! 
ESSOLUBE—for Motor oi 
ESSOLEU me seneniine and Lubri- 


THE 
SIGN OF 
HAPPY 
MOTORING 


For the past several years, 
motorists in the East and 
in the South have been 
familiar with ‘“‘the ESSO 
sign”. This big red, white 
and blue ESSO oval has 
marked the source of fine 
products and courteous 
service at more than 30,000 
ESSO STATIONS and 
ESSO DEALERS from 
Maine to Louisiana. 


Esso INC. 


Please Note That the Standard 
Oil Company (Indiana) HAS 
NO CONNECTION WITH 
ESSO STATIONS or ESSO Inc. 








next 52 issues for which I enclose $5.00. 
cluding tax.) 








NATIONAL PETROLEUM NEWS, 500 Penton Bldg., Cleveland, Ohio 


Yes—I’m one that is always promising myself ‘‘my own personal copy’’ 


of NATIONAL PETROLEUM NEWS each week. So here goes! Send me the 


(Foreign $6.50, Canada $7.50, in- 
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this proposed Rule 7 as now written, 
and to at once write to the Federal 
Trade Commission in Washington on 
your own territory and in your own 
way protesting the approval of Rule 
7 in the proposed Voluntary Code un- 
less some paragraph such as _ para- 
graph ‘4’’ above is added _ thereto 
which excludes Lease and Agency and 
Exclusive Dealing Contracts from the 
provisions of Rule 7 as drawn. Don't 
leave this for ‘‘George to do it.’’ The 
daily living for YOU and YOUR wife 
and YOUR Children is at stake. Re- 
member! if the Majors are HONEST, 
and do not desire to protect and 
legalize Lease and Agency under Rule 
7 as drawn, they will concur in this 
change. 

If they oppose it, there is but one 
conclusion: These innocent words 
carry your and my death warrant. 

Tom Glasgow, president. 
GLASGOW STEWART & CO. 
CHARLOTTE, N. C. 


co at 
Help Trailer Tourists 
Dear Editor: 

Your article in your March 18 issue 
on the subject of building up gasoline 
sales promoting motor travel is very 
interesting. 

One current development, which 1s 
gathering momentum faster than is 
generally realized, is the increasing 
use of motor trailers as an inexpen- 
sive means of enjoying extended 
travel. In line with your artic‘e, it might 
well pay the oil companies to foster this 
development wherever they can, for it 
is one way to increase consump- 
tion of gasoline and motor oils. As 


| a side line, there would also be a mar- 


ket for fuel for trailers’ kitchenettes; 
also for insecticides and furniture oils. 

One practical and inexpensive way 
to foster trailer travel would be for 
local filling stations to maintain regis- 
ters of property owners in their vicin- 
ity who are prepared tv offer parking 
and camping facilities to trailer own- 
ers at reasonable prices. Such regis 
ters should show for each parking lo- 


| cation, the exact speedometer distance 


from the filling station, the nature of 
the facilities offered, i.e. whether in a 
shady field, whether drinking water 
and food are available, aslo particu- 
lars as to sanitary facilities, bathing 
facilities, and rates. 

Unlike the motorist who plans to 
reach a particular hotel or tourist 
camp by nightfall, the motor-trailer 
operator would not be in a hurry, as 
he could tie up anywhere. Therefore, 
he ought to be interested in the at- 
tractive back roads as well as the main 
highways. It would be in the back 
roads that he could expect to find 
quieter and more pleasant facilities for 
parking and camping. Therefore, it 


| might be well if filling stations in in- 


dividual communities were equipped 
with accurate large scale maps show- 
ing the back roads and streams within 
a radius of say 10 or 15 miles of their 
community. By persuading a motorist 
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to take a side trip up back roads, his, 

mileage might be increased, thus in- 

creasing gasoline and oil consumption. | 
Marcus B. Whitney 

M. P. WHITNEY & CO. 

New York City 





Call Police When Drunk | 
Appears, He Says 














CINCINNATI, O., March 26.- —Let- 
ting the pelice department handle the 
drunken driver who appears at a serv- 
ice station to purchase gasoline, is the 
way Cincinnati, and many other cities, 
solve this problem, reports John H. 
Ames, executive assistant to city man- 
ager C. A. Dykstra of Cincinnati. 














A phone call by the station man to} 
the local police when such a driver 
comes to the station brings the police 
there usually before the attendant has 
finished serving the customer and puts| 
the burden of proof into the hands of| 
these legal guardians of public safety| 
where it belongs, rather than on the 
oil company, Mr. Ames points out. 


In commenting on an editorial On 
safe driving published in the March 18) 
issue of NarioNaL PrrroLetuM NeEws, 


» 


page 13, Mr. Ames writes: | 































Nine billion gallons handled 


one year. 


More than 400,000 Leland motors 


sold to date—for dispensing service 








—for bulk station service. 
“In thinking of the control of in-| 
toxiecated drivers and the possibilities| 
of prohibiting the sale of gasoline to) 
such drivers, I am wondering why you 
have made no mention of the practice 
which now seems to be favored in 
many cities. This particular arrange- 
ment requires the attendant at the 
gasoline station to ‘phone the local 
police radio headquarters whenever 
any customer appears to be under the 
influence of liquor and not able to 
handle his car in a safe manner. 


Less than 4.10 of one percent 


ever returned for service—com- 


puted from 1922 to 1935. 


In those three brief statements the 
Leland Electric Company presents 
the picture—proves that the Leland 
totally-enclosed, explosion-resist- 


ing motor is THE MOTOR when 


it comes to safe, economical 


“In most cities, it is possible to dis- 
patch a police radio car to any gaso- 
line station with sufficient speed so}|~ 
that the police can arrive and investi- 
gate the customer’s physical condi- 
tion, even before the oil station at- 
tendant has finished attending to the 
customer’s wants. 





operation in explosive atmospheres. 


THE LELAND ELECTRIC COMPANY 
Dayton, Ohio 


“This scheme throws the burden of 
proof as to whether anyone is actually 
x under the influence of liquor directly 





x : ; f Canadian Cable 

: on the police force, with no respon- ldd idd 

. aren ‘ Fi Address address 
; sibility on the part of the oil com-) oh Lel 

a pany’s employes, beyond that of sum-| Poronto tect 


moning the police by telephone. | 

“Insofar as I have heard, there have| 
been no complaints whatsoever from| 
citizens or from oil station operators| 
regarding the functioning of this! 
plan.”’ 
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Oil Trading Mcsves 


NEW YORK, March 28.—The Oil 
Trading Company, Inc., cargo brokers 
of petroleum products, have moved | 
into new offices at 30 Rockefeller! 
Plaza., 
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1.—The only fitting 
for copper pipe with 
standard threading 
to tie in with present 
plumbing. 5 


. 2—Ductile copper 
pipe can be bent, . 
eliminating a great 
deal of cutting and 
fitting. 













3.—The Hays 45-90 
Double Seat provides 
a double tight con- 
nection that is per- 
manently leakproof. 


4.—Elimination of 
threading makes it 
possible to use lighter 
pipe with no sacrifice 
in wall strength. 


trouble - free connec- 
tion quickly complet. 
ed b 

plumber. 








$.—The flange is 
easily made and a 


the capable 











Simple as ABC and permanent as 
the *‘National Debt”’. The Hays 
Copper Method is built around 


the Double Seal Joint and 
99-9/10°, pure copper 
pipe. Note the 2-faced 


flare of the pipe that 
fits snugly over the 2 
machined seats of the 
fitting in a 45° + 90° 
double wedge. 


HAYS MFG.CO. 











HAYS Copper PLUMBING in a Nutshell 


Exhaustive tests have failed to 
even budge the’ pipe’ once 
anchored in a Double Seal Joint. 
Every bend saves a fitting. 
Over 400 styles and sizes 
of fittings available. All 
approved by Under- 
writers’ Laboratories. 
Specify Double Seals 
for gasoline, oil, air 
and water lines. 


ERIE, PA. 











What Readers 


NATIONAL 


“Magnificent piece of work . 
history”’ from Tulsa, Okla. 


influences of petroleum on the affairs 
of today as portrayed in your issue”’ 
from Tallahassee, Fla. 


‘Finest treatise on the oil industry we 
have ever seen” from Terre Haute, 


Ind. 


“Learned more about the oil industry 
in that one issue than I ever knew be- 
fore’ from Great Falls, Mont. 


“Unquestionably a most valuable 
reference book on oil” from Portland, 
Ore. 


Bound volume of the Public Educa- 
tional Issue, 512 pages, in green buck- 
rum, gold lettering...$2.25 per volume. 


Send your order to National Petroleum 
News, 530 Penton Bldg., Cleveland, 
Ohio. 





Publie Edueational 


PETROLEUM 
. a milestone in 


“Had no idea of the statistics, size and relative 


Say about the 
Issue of 


NEWS 


petroleum 
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Continental Adopts New 
Policy in Montana 


PONCA CITY, Okla., March 28.—A 
new discount policy for Montana has 
been announced by Continental Oil Co. 
The new schedule was effective March 
24 and uses the tank wagon price as 
the base for figuring dealer discounts 
on motor fuel. 

Undivided dealers under the new 
policy will be allowed 2 cents off tank 
wagon price for house brand and Ethy! 
gasoline. A 1-cent discount is allowed 
off tank wagon price for third grade 
gasoline to undivided accounts. Dis- 
count to divided dealers is 0.5 cent 
less than that to 100 per cent accounts. 

Formerly undivided accounts re- 
ceived a discount of 4 cents for regu- 
lar and Ethyl and 3 cents for third 
grade. These discounts, however, 
were deducted from the service station 
price. Normal spread between tank 
wagon and service station prices in 
Montana is 2 cents. 


Wilson & Bennett Promotions 


Wilson & Bennett Mfg. Co., manu- 
facturers of steel pails, drums and bar- 
rels, with factories and offices in Chi- 
cago, Jersey City and New Orleans, 
announce the promotion of J. P. 
(Pat) Moran to Chicago sales man- 
ager, and the appointment of Grant S. 


Smith as manager of food container 
drums. 
Mr. Moran has been associated with 


the company for nine years and is thor- 
oughly experienced in the steel con- 
tainer business and the requirements 
of shippers, He 
isespecially 
well known in 
the Chicago 
area, having 
contacted most 
of the users 
and prospective 
users’ of 
containers here 


steel 


as well as in 





many other 
parts of the 
country. Grant S. Smith 
M r. Smith, 
who will be in charge of the develop 
ment, promotion and_ sales of stee! 


drums and pails 


for food prod- 
ucts, was for- 
merly vice- 


president in 
charge of sales 
of the National 
Steel Barrel Co., 


Cleveland. Mr. 
Smith’s work 
will also in- 


clude sales pro- 
motion of steel 
containers in 
other fields. 





J. P, Moran 
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Fuel Oil Association 
Officers Elected 


NEW YORK, 


March 26.—W. R. | 


Quattrochi, Warner-Quinlan Co., was | 


re-elected president of the Fuel Oil As- 


sociation of New York at a meet- 
ing here today. 
Other officers elected were: Dick 


Phelps, Meenan Oil Co., vice-president; 
W. C. MeTarnahan, Petroleum Heat 
& Power Co., treasurer; and Joseph 
Schwartz, Paragon Oil Co., secretary. 

The following new directors were 
elected: J. C. Marks, Sunrise Oil Co.; 
Maxwell Katz, Town & Country Oil 
Co.; and Fred Gilbert, Patchogue Oil 
Terminal Corp. 

The newly elected officers will be 
installed at a dinner party to be held 
at the Waldorf-Astoria hotel on April 
15. 


Pure Oil Plan 


CHICAGO—Approximately 8&8 per 
cent of the outstanding preferred 
stock of the Pure Oil Co. has been de- 
posited under the plan whereby divi- 
dend accumulations on the preferred 
will be paid up to April 1, 1936. Di- 
rectors have authorized issuance of the 
additional number of shares required 
to fulfill the obligation. New shares 
and the check for cash payment will 
be sent about April 20. 

Stockholders who have not deposit- 
ed their shares will receive cash on 
April 20 to stock of record April 7, 
and payments will be made as follows: 

25.50 a share on the & per cent pre- 
ferred; $19.125 a share on the 6 per 


cent preferred; and $16.875 a share 
on the 5% per cent preferred. This 
will mean the distribution of about 


$1,200,000. 
Application will be made to list the 


new shares on the New York Stock 
Exchange and to register them with 
SEC. 


Oil Trade Re-Elects 


NEW YORK, March 25.—R. G. 
Sonneborn, L. Sonneborn & Sons Co., 
was re-elected president of the New 


York Oil Trades Association at the 
annual meeting here last night. Other 
officers also were re-elected. 

The following were elected to the 


board of directors: 

John W. Baker, Phillipine Refining 
Corp.; J. A. Britton, Jr., Standard Oil 
Co. of New Jersey; Dart E. Hoffman, 
Tide Water Oil Corp.; W. M. Osborn, 
of Zimmerman, Alderson, Carr & Co.; 
and Kenneth L. Patterson, Stanco D's 
tributors. 


Reynolds Opens Law Office 


CHICAGO, March 16.—John D. Rey- 
nolds, one time secretary of the old west- 
ern jobbers’ association and later secre- 
tary of the western refiners’ association, 
has opened offices for the practice of 
law at 624 S. Michigan Ave. 


April 1, 1936 
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THE EXTREME “PRESSURE LUBRICANT SUPREME! 


AMERICAN OIL & GREASE CORPORATION 


201 NORTH WELLS STREET 





SaFETFIRST 


REG. U.S. PAT. OFF. 1-10-22 


<T4avosaneras 


CHICAGO, ILLINOIS PHONE: RANDOLPH 9371 





Cartridge Lubrication 


ies in Perfectly with the 


FOR THE CUSTOMER 


A full assortment of special- 







efficient gun—double assur- 


izedlubricantsintrademark- ance of correct and thorough 


lubrication. 


DEALER 


spots on car or cushions—the 


ed cartridges; an amazingly 


BUR LEE 


The most economical system 





—no excessive equipment in- 
The one CLEAN 


system—no mess. No grease 


-FOR THE OIL COMPANY 


A broader market for lubri- 


most common cause of lost 


vestment. customers. 


Twelve world-renowned com- 
cants. Enthusiastic dealers. panieshaveadopted Cartridge 
Permanent accounts (the Lubrication. . Isyours among 
them? The Lubrication 
Corporation, 910 South 


a Michigan Avenue, Chicago, 


Standix Gun handles only 


lubricants in cartridge form). 


ONE gun handies ali lubricants, services all fittings. 


STANODIX 


MUDGE LOGI 


S Y S T E M 














INTERESTING 


TRADE ITEMS 





Not Affected By Flood 


The recent fiood waters which de- 
scended upon Western Pennsylvania, 
inundating a large portion of the 
business section of Pittsburgh and 
demoralizing manufacturing activities 
for many firms, caused but slight in- 


convenience at the plant of the Pitts- 
burgh Equitable Meter Co. 

The factories, located in the high 
eastern residential section of the city 
not touched by flood waters. 
short shut-down was made nec- 

while emergency equipment 
was secured to supply power. It 


were 
Only 
essary 
was 
announced that all orders on the books 
would be shipped without delay and 
that stock shipments of basic products 
and parts could be 
notice, 


made on. short 


Oil Resisting Hose 


During the past two years the Elec- 
tric Hose and Rubber Co., Wilmington, 
Del., has had in regular use at several 


service stations a DuPrene lined hose 
which is said to have exceeded in per- 
formance its greatest hopes. In ad 


gasoline it 
friction-loss surface. The 
made that a %,-ineh Delmar 
D B type hose delivers the same gal- 
l-inch the metal 
Its construction assures 


dition to its resistance to 
affords a low 
claim is 
lonage as a hose of 
lined 
restoration of shape to an accidentally 
deformation, it is said. It is said also 
to be 25 lighter in weight 

improved static wire ar- 
DuPrene is synthetic rub- 


types. 


per cent 
and has an 
rangement. 
ber, 

* * * 


Renovating Old Pumps 


Old gasoline 
up effectively 


can be dressed 


Tuf-flex, the 


pumps 


vith new- 


est glass of Libbey-Owens-Ford Glass 
Co., it has been suggested, 
Its application to gasoline pumps 


would be the replacement of outmoded 
cabinets vith fabricated with 
Tuf-flex glass plates held together with 
ornamental metal angles. 

Advantage would be taken of the 
ability to apply to this glass by enam 
eling, 


cabinets 


colors or designs, insignias and 
lettering of which 
would advertise the products handled 
while at the 
pump mechanism and making possible 


several colors 


the same time concealing 


inside lighting at night which would 
produce some striking effects. 

The new glass, which is produced 
by a process corresponding to case 
hardening in steel treatment, is said 
to be five to six times as strong as 


glass. col 


ordinary plate Enameled 
ors and lettering are as permanent as 


150 


Costs now run about 
four times that of ordinary plate glass. 
Sizes are being made up to 48 inches 
square and must be predetermined for 
it cannot be cut as ordinary glass. 

In tests of the glass professional 
baseball players were asked to throw 
plates of it. No matter 
how hard the balls were thrown they 
bounced off harmlessly, it is said. 
Sharp pointed and inelastic missles had 
to be used to produce any damage. 


the glass itself. 


baseballs at 


bg % 


Recker Jack Aids Lubrication 


A new rocker jack developed by 
Walker Manufacturing Co., Racine, 
Wis., enables a service man to rock the 
car on a lift or over a pit to detect and 
1emove hidden squeaks, to spread spring 
leaves for lubrication spray, and to free 
up frozen shackles. The jack, known 
as No. 700, has two foot pedal positions 
giving one or two-inch rocking strokes, 





and a 


i.e., 50 


one, 
exerts 


pressure ratio of eight to 


pounds on the 
400 pounds on the load, 
The foot p.dal folds up out of the 
way and the jack, which weighs 34 
pounds, may be rolled about on its base. 
A conveniently 


pedal 
for example. 


placed wheel-type 
knob is used for height adjustment. 


Filling Station Designs 

The Columbian Steel Tank Co., 
Kansas City, Mo., has just issued a 
new and unusually interesting catalog 
of 32 pages featuring not only com- 
plete equipment for filling stations but 
a number of designs for distinctive 
metal filling station buildings. As 
styles as well as materials are improv- 
ing each year in filling station design 
and construction this new catalog 
should be of interest to every oil com- 
pany large and small, It will be sent 


free upon request. 
Lubrication Manual 
A new lubrication manual giving 


data on specifications ard applications 
of various types of lubricating oils 
and greases has been written by Har- 
old M. Fraser, chemical engineer and 
vice-president of International Lubri- 
cant Corp., New Orleans. The new 
book consists of 60 printed pages 
bound loose-leaf in a gold stamped fa- 
brikoid binder. 

Twelve chapters of the book are de- 
voted to greases and 12 are devoted 
to oils. Chapters on greases discuss 
the various types of greases and tell 
why each kind is suitable for the type 
of work for which it is designed. 

In the section on oils specifications 


are given of various types of indus- 
trial oils and applications are dis- 
cussed. These include steam cylin- 


ders, diesel engines, air compressors, 
refrigerator compressors, steam tur- 
bines, electric motors and generators 
as well as the more familiar problems 
of tractor, truck, bus and automobile. 
In a foreword the company points 
out that the data has been developed 
s0 that the non-technically trained job- 
ber can do a good job in applying lu- 

bricants for his customers. 

% * * 
Rolling Doors 


Kinnear Mfg. Co., Columbus, Ohio, 
has just issued a catalog devoted ex- 
clusively to doors and door operating 
equipment. This covers steel rolling 
service doors, hand or motor operated, 
fire doors and shutters, rolling grilles, 
wood and steel bifolding doors and 
rol-top garage doors, and _ tip-top 
garage doors. 


Vapor Lighting 


Following the acceptance of high 
intensity mereury vapor lighting with 
the 400-watt lamp, the Westinghouse 
Lamp Co. announces a new 250-watt 
design which, used in conjunction 
with 400 to 500 watts of incandescent 
lamps is said to produce illumination 
similar to ‘‘daylight’’ in color. 

The new lamp, with an _ overall 
length of eight inches can be operated 
cn a-e only in existing fixture equip- 
ment of the enclosed type and in any 
position. The enclosure is to offset 


the lamps sensitivity to the cooling 
effects of circulating air. <A current 
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regulating transformer is required for 
adjustment to prevailing line voltage. 


Hoffman Heads Blackmer 

The election of A. B. Hoffman as 
president and general manager of the 
Blackmer Rotary Pump Co., Grand 
Rapids, Mich., was announced March 
10. He was formerly chairman of the 
board of Detroit Sulphite Pulp and 
Paper Co. and vice-president of the 
Detroit Trust Co. The company is 
said to be the originator of the ‘‘buck- 
et’? principle which automatic 
take-up for wear, 


gives 


Tank Fittings 
The Johnston & Jennings 
Cleveland, manufacturers of the 
Oceco line of tank fittings, flame ar- 
ounces the 


transfer of W. H. Mce- 


resters, vents, meters and pumps, a 


Dunagle from Tulsa to the home of- | 


fice. 
Oceco representation will be con- 
tinued in the Mid-Continent field by 


the 
Tulsa. 


MacGreager Engineering Co., 


Tank Trucks 
A wide range of tank trucks is an- 


nounced by the Reo Motor Car Co., 
Lansing, Mich. The variety of wheel- 
bases, weight capacities, and prices 


is said to offer a complete selection 





Co., | 








to meet every branch of oil transpor- 
tation requirements. 


Modern aero-dynamic styling is 
combined with generous loading | 


space, it is said, as well as maximum 


payload capacity, and correct load 
distribution. 
os Ds | 
Oil Color Changed 
Pyroil is now a dark wine red in| 


color instead of its former black, it} 
is announced following improvements | 
from technical research. In its im- 
proved quality this oil is said to ac-| 
complish everything heretofore accom- | 
plished, plus the provision for protec-| 
tion to alloy metals, and corrosion in-| 
hibiting qualities. 


* * t% 


New Motor Oil Announced — | 

CLEVELAND — National Refining | 
Co. has announced a new Pennsylvania 
motor oil bearing the name En-ar-co 
Penn. The new oil is produced by a 
special patented low temperature 
traction process similar in some 
spects to the process which the com- 
pany has been using for some years in 
its western plants. The process is| 
designed and deasphaltize 
the lube stock in a single operation. 

The new Pennsylvania oil is being 
offered to the retail trade exclusively 
in 1 and 5-quart cans. 
mercial trade the new 
in drums, half 
drums. 


ex- 


re- 


to dewax 


lor the com 
oil is available 
also drums quar- 


ter 


and 
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Make this important 
part of your “Station 
100% Efficient. 


KINNEAR 


LX.) So O) 


DOORS 





Send for this cate- 
log. Also, a Kinnear 
Engineer will gladly 
work with you. 


Don’t let door maintenance cost “steal” your profit. Install 
Kinnear Rol-Top Doors and be sure you get the most from this 
big portion of your station. By opening upward, Rol-Top Doors 
are out of the way .. . less subject to damage. They‘re built to 
stand the “gaff” of hard usage. Then too, Rol-Top Doors are 
economical to install, whether built of wood or steel, for old or 
new buildings. Add these advantages to Rol-Top’s year-around 
convenient, easy and rapid operation and you know why 
operators everywhere are specifying Rol-Top Doors. 


The KINNEAR MFG. co. Offices and Agents 


1940-60 Fields Ave. Columbus, Ohio in All Principal Cities. 





* Any of your other service openings can be made 100°; efficient with Kinnear Doors, for there s 
a type for every condition. 

Kinnear Steel Rolling Doors Kinnear Wood or Steel Bifolding Doors 
HGveb elves a Mod ol-)(-co Baht g-M Dlole) e-Me de) olhtic:) cM tev el=tot MB \/ Coho) a @) ol-) cod (= MB Dloloy a] 
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SPRING 
Y CHECK-UP FOR TIRES—TOO 


WHILE you’re planning for those profit- 
able spring motor-car check-ups, don’t 
overlook your tire service needs, 


Be sure your supply of Schrader Valve Cores and Caps is adequate to furnish 
all of your “tune-up” customers with new tire valve parts to make their summer 
driving safer and tire-trouble-free! 


Spring is the time to check station equipment too. Order the Schrader equip- 
ment items that you need now. They'll give your station that “brand-new” appear- 
ance as well as improve your service facilities. 


Sold by leading distributors everywhere 


Schrader Dublichek 
Valve Caps— 
Permanently attached. 
Dependably air-tight. 
A secondary air-seal. 





Schrader 

Valve Cores 
and Caps— 2 
Standard of the indus- Ms 


try. 





A. SCHRADER’S SON 
BROOKLYN + NEW YORK 
Division of Scovill Manufacturing Co., Inc. 


Finest for replace- 
ment service too, 





AIR CHUCKS BLOW GUNS 
COUPLERS ( Tra Cr CHUCK GAUGES 
TIRE-SAVING TOOLS VULCANIZERS 
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103 
119% 


10445 
48 
24 
26% 

1 54 
3% 


5 1936 Listed 
Low High Low Shares 
48% 125 75 788,675 
293, 51% 43 2,290,412 
20% 34 27% 2,696,652 

5% 18% 14% 2,258,779 
63, 24% 84 1,444,970 
6% 15% 11% 13,996,072 

108% 105% 101 1: m7 
15% 38% 3334 
1134 34%, 22 

9%. 
1% 12% 6% 
2% 8% 4% 1,207,132 
3% 1,309,060 
4% 17% 13 40,000 
] 634 2% 330,000 
94% 22 193, 1,857,912 
94, 17% 13% 6,563,377 
103; 20% 17 4,699,885 
L 3% 1% 199,370 
6% 34 1814 17,994 
7% 18 133% 2,153,444 
13%, 49 38% 4,439,450 
M4 2) % 1,184,817 
2% 7 8 150,000 
% 2h l 2,500,000 
6% 15%, 11% 1,050,000 
5% 24% 16% 3,038,370 
343, 117% 102% 167,640 
49% 133% 115 130,000 
29% 57 48 % 425,342 
203, 42% 3314 F.244,383 
20% 45 38% 6,148 
5% 19% 15% 13,070,625 
63% 120 110% 400,000 
43, 63 5 161,000 
6 311, 19% 1,100,069 
60 124 116 120,000 
10% 17 14% 31,701,348 

111 113% 112% 764,925 
2734 47% 39% 13,102,900 
23 40% 323, 15,215,677 
20 30 28% 146,542 
353, 70 51% 25,740,965 
600% 91 a 1,590,406 

115% 122 118 100,000 

1&% 63 3 966,979 
16% 39! 28 4% 9,851,236 
3% 15% reo 930,570 
75 19% 143, 5,998,919 

84 106% 100 5% 695,503 
26%, 60 52 2,191,823 
143, 28% 23% 4,386,070 
20% 31% 22% 1,200,000 

56 2'% 1\&% 759,538 

l 514 23,4 431,443 

*New high. tNew low. x Ex-div. 
C Paid 25c extra Feb. 20, 36. 


193 
High 


16 
424 
157 
23 34 
38 


*New high 
x Ex dividend. 


TRANSACTIONS IN OIL STOCKS ON NEW YORK 


Texas U. 


STANDARD OIL 


tNew low. 
**15c 


AUSTIN, Tex., 
auction 


public 


be 


sale of 
leases of the University 
held July 
missioner’s office, 


20 








5 1936 Shares 
Low High Low Issued 
6 18 13% 36,000 
30% 50 3934 200,000 
115 1243, 117% 120,000 
10 3434 19% 5,977,873 
3314 44 39 50,000 
14 76% 62% 8,968,479 
15% 24% 20 26,919,871 
15% 24% 20% 
3% 9% 5% 300,000 
28 39% 33% 14,324,088 
63, 153, 10% 509,000 
3 6'4 tle 100,000 
514 91, q 120,000 
901, 1091, 104% 562,122 
5% «8 8 100,000 
3% 7% 13% 100,000 
21% 39 32% 1,200,000 
5), 58 54 35,000 
18 23% 18% 2,604,790 
73, 14% 11% 188,403 
11% 3134 213, 753,740 
89 104% 97 120,000 
2% 6% 5% 34,158 


regular; 


oil 


at the 
State Land 


Par 
Value 


NP. 


100 
$100 


a 


i of 


**Dividends of liquidation. 


Par 


Value 


timperial Oil Spec 
5c extra. 


Lands for Sale 


March 27.—The first 
and gas 
of Texas will 
Land Com- 
Office, 


Company 


Amerada Corp..... 
Associated Oil Co. 
Atlantic Refining Co. 
Barnsdall Corp. 

Colonial Beacon Oil Co. 
Consolidated Oil Corp.. 
do pfd ; 

( ‘aathananed Oil Co. 
General Asphalt Co. 

Houston Oil Co. 
do v.t.c. 
Indian Refining Co. 
Louisiana Oil Ref’g. 
"| ak rare Seen 
Maracaibo Oil Exploration Co... . 
Mid-Continent Pet. Corp. 
Ohio Oil Co. . 
Pan Amer. Pet. & Transp. Co.... 
Panhandle Prod. & Ref'g. Co... .. 
oY en eet Oar 
Petroleum Corp. of America 
Phillips Petroleum Co. 
Pierce Oil Corp. 
do pfd 
Pierce Petroleum Corp. 
Plymouth Oil 
Pure Oil Co. 
do 6% pfd 
do 8% pfd 
Royal Dutch Co. (N. Y. 
Seaboard Oil of Del . 
Shell Transport & Trading Co. 
Shell Union Oil Corp. , 
do pfd. w.w. 
Simms Petroleum Co. 
Skelly Oil Co. 
do pfd 
Socony Vacuum Oil Co. 


Corp.. ae, 


shares) 


S. O. Export Corp. anes 
S. * California 

ig . Indiana 

S. O. Kansas 

Ss. New Jersey 

Sun Oil Co 


do pfd 
Superior Oil Corp. (Del.) 
The Texas C ‘orp. 
Texas Pacitic Coal & Oil Co. 
Tide Water Associated Oil Co. 
do pfd. C.T. V. 
Tide Water Oil Co. ' 
Union Oil of California. . 
Union Tank Car Co. 
Warner Quinlan Co. 


H. F. Wilcox Oil & Gas Co..... 


Company 


Borne Scrymser Co. 
Buckeye Pipe Line Co. 
Chesebrough Mfg. Co. 
Creole Petroleum Co. 
Eureka Pipe Line Co. 
Humble Oil & Refg. Co. 
Imperial Oil Ltd 

do registered 
Indiana Pipe Line Co. 
International Pet. Co. 
National Transit Co.. . 
New York Transit Co. 
Northern Pipe Line Co. 
Ohio Oil Co. pfd 
Penn Mex. Fuel Co. 
Southern Pipe Line Co. 
South Penn Oil Co. poe 
South West Pa. Pipe Lines 
S. O. Kentucky ; 
S. O. Nebraska 
S. O. Ohio 

do 5% pfd 
Swan Finch Oil Corp. 


37 Me Dec. 2, 35. International 


ttPaid $1 extra Dec. 31, 35. 


Austin, 
drews, Crane, 


counties, West Texas. 


Further 


Office, 
Bldg., 


805 
San Angelo, Tex. 


tStock dividend. 


information 
tained by writing the University Land 
San Angelo National Bank 


Current 
Divide nd 





50c QO 
20c 
25cQ 
20c 


25¢ 
$1.25Q 


25c 


**$1.00 


20c 

$2.50 S.A. 
30c 

25c¢ 

50c 

75e 

25cQ 
$1.50Q 


25cQ 


25c 
$1.50 
50¢ 
25cQ 
30cQ 


Current 
Dividend 


$1. 50Q 


15c 
50c 
SLOT 


25c 


$1.25Q 
: 87 kee 


Pet. 


Leases to be sold are in An 
Ector, Upton and Ward 


may be 


a Par 33 1 


Spec. 50c 


Last 

Div. 

Paid 
Jan. 31, 36 
Dec. 31, 35 
Mar. 16, 36 
Feb. 1, 36 


es . 1, 36 
ar. 15, 36 
Jan. 31, 36 


Dec. 2, 
Dec. 14, 35 


wie. 


ww 


Oct. 31, 35 
Feb. 29, 36 


Mar. 30, 35 


Aug. 1, a5 
Mar. 14, 36 
July 24, 35 


Jan. 27, 36 


Mar. 16, 36 
June 29, 35 
Mar. 16, 36 
Mar. 16, 36 
Oct. 31, 34 
Dec. 16, 35 


3 florins. 


Last 
Div 
Paid 
Oct. 15, 35 
Mar. 14, 36 
Mar. 31, 36 
Yec. 31, 35 
Feb. 1, 36 
Apr. 1, 36 
Dec. 2, 35 
June 1, 34 
Nov. 15, 35 
Dec. 2, 35 
Dec. 15, 34 
Oct. 15, 34 
Jan. 2, 35 
Mar. 14, 36 
Dec. 22, 33 
Mar. 2, 36 
Mar. 31, 36 
Dec. 31, 35 


Sm 
= 
mss 
a 
w 

_— 

co; 


Dec. 2, 35. 


ob- 


Gulf Oil 5 


50 .. 783, 76% TW7% M4 
66 77% 7644 763, 0 
534s 42.. 10144 1008% 101%, + 4 
Empire O i. By 5 Ms "42.. 88 86 % 86 % l 
.... "107 106% 107 0 
Valvoline Oil 7 7s °37..... 99% 99 99% + kh. 


Cities Serv. 5s 
Cities Serv. 5s 
Cities Serv. G. 


Transactions 


STOCKS ON NEW YORK CURB MARKET 


Week Ended 


STOCK EXCHANGE 


Week Ending March 28 





March 28 


Sales Week’s 
Shares High Low Last Change 
5,000 ; > ; =" = 5% - 4% 
20 6% d 416 2 
25,200 33% 31 3234 +2 
18,600 7% 16% 174 - 
4,900 #2454 20% 23 + 2% 
53,600 15 14% 14% vs 
100 105% 105% 105% — %&% 
28,800 37 35% 364% + % 
6,200 33% 31% 31% 5% 
17,200 11% 108% 10% u% 
500 63% 6\4 Om.  % 
310 ib) 48g 14RY 8 
8,900 6 | Ma 
24,682 22 _ 20% 21 43 + 13% 
24,300 15% 14% 143 1% 
100 14 14 14 - 2 
900 21% 2\ 244 0. 
_ 610 33 30% 325%, + 256 
3,200 17% 163% 163% ve 
50,000 *49 45 48 + 2 
1,200 14_ 123, 13 % 
8,400 2% 2 24% + 
37,700 *153,4 14% 54 + > 
59.700 24% 22% 23 iy 
900 *1I74%e 115 4 117% +2 
1,460 *133% 130% 132% +4+1% 
1,500 56 53% 56 + 2 
11,600 4034 3734 3734 — 234 
20 45 45 45 0 
16,200 18% 17% 174 1 
700 116% 116 116 54 
1,400 5\% > 5 0 
10,600 *31% 29 30 + & 
goo is dase aay 
75,806 5 ly a % 
600 112% «2 0 
12,700 1614 43 34 41% - 1% 
“— 39 4 37 74 37 \4 ‘3 
20¢ 26 25 25 
67,300 68 645% 6434 3% 
500 = 89 85% 85% 314 
35,100 6% 5% 534 V4 
41,100 #39 16 37% 38 + \% 
25,100 134 11% 12% 0 
19,400 18% 17% 18_ 3% 
500 «1043, 103%, 1037% 5% 
5,900 267, 26 6% + Kh 
: 800 28% 28 4 284 3% 
2,000 25% 2% 2% 
49.200 #5 1G 334 sy + 1% 
Transactions Week Ended March 28 
Sales eek’s; 
Shares High Low Last Change- 
a i 27 ti ; 1" 
00 5 d 5 
200 116% 115 113 ik 
10,100 30% 281% 283% —1% 
50 42 2 42 1 
3,800 74% 72 q2 Ve 
7,900 23% 22 2234 le 
400 23% bs | b | M4 
800 73,4 7% 73% + & 
8,100 37% 36% 364 5% 
300 12% 12% 12% lg 
300 6% 51% 5% + 
300 7% 7% 7% 4 
900 108 34 108 34 1083, - 4 
100 8 8 8 + \% 
200 6 6 6 + Vy 
3,100 *39 381 38% + 
3,200 19% 19. 19% \% 
1,400 14 13% 1334 + 34 
2,200 #3134 29 30 2 
150 102 102 102 + 11g 


NEW YORK CURB BONDS 


High Low Last Change 
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T r r r ro T eo y a r YET 
OIL AND ROYALTY STOCKS ON NEW YORK CURB | ADVERTISERS 
Transactions Week Ended ae 28 Ci 
1935 1936 Par Sales Week's | IN THIS ISSUE 
High Low High Low Value Company Shares High Low Last Change | 
| 
Hi % 41% v N.P.) American Maracaibo.. 11,500 14 1'4 1\4 1s | 

3% & 7% 3% N.P. Arkansas Nat. Gas.... 9,100 754 67% 7% 3, | 
3% oi8 a 3% oe = af i aan +934 ; Z 33 +2 This index is published as a convenience to the 
7 2 : 7 do pfe z z “ ; 

1633 14% 241, 16 is N.P. sir og Amer. Oil coup. 500 #2415 2314 23% J. 3 reader. Every care is taken to make it accu- 
414 1% 4% 2% $% Carib Syndicate. .. 6,400 3% 3% 314 3g | rate, but National Petroleum News assumes 
34 54 7% 3 N.P. — Cities Service 84,800 558 % oly *$ | no responsibility for errors or omissions. 

474%, 6% 55% 41% $100 do pfd.. . 3,600 543, 51 51 1 
436 & 6% 4 10 do pfd. B... 300 5 474 475 My 

43 6 54 42 100 do pfd. BB.... 70 50 15 15 3 
2% ly 4 1\% N.P. Colon Oil Corp. 13,400 3% 2% 3% 0 
1\& ye 5% 3, N.P. Columbia Oil & Gas vte. 10,700 *S be 43, 5 14 American Mineral Spirits Co. 106 
3 1 3% 2% _ $1 Consolidated Royalty ; | American Oil & Grease Corp. 129 
1% M4 4\4 1% N.P. Cosden Oil 38,400 4 33% 344 + 4 | American Tele phone & Telegraph Co. . & 

614 34 17 634 $100 do pfd 4,600 15% 14 14 ho a a a ae ee 73 

2% % 2% 13, N.P. Crown Central Pet... 18,900 2% 2 2 ye | : 

Big 4 11 9 N.P.. Darby Petroleum 5,800 ll 10 11 9 | 

= ‘ aa i an sa : #27 33 35 ae 
20 > F + ey std & Refg. vo aa . p. . aa 8 1 6 be | ne Electric Co. : Second Cover 
rf Gulf Oil Corp. 5.600 967 921, 92, 23, ackmer Rotary Pump Co. Fourth ¢ over 

4 Indian Ter. file. Oil A 100 5 41; 41, 7 Butler Manufacturing Co. ; 59 
4 do B 1,400 S the 4\6 by 
3 Kirby Petroleum 1,400 41% 33, 4 i | é 

‘ Leonard Oil Dev. 12.200 1% 14 1% 4 le | Chicago Bridge & Iron Works 105 
Lion Oil Refg. Saas 6,200 *l4h, 1014 14! + 35, | Cincinnati Ball Crank Co 10 
Lone Star Gas rae 5,400 14 13% 13 k6 4 1, | Columbian Steel Tank Co. 5 
Margay OO 2 ae 1,900 *22 14 21% 21% 0 | Conewango Refining Co. 124 
Mexico-Ohio Oil. . wa 600 3% 3h 35, + \& | Curtis Pneumatic Machinery Co 68 
Michigan Gas & Oil... 15,500 #43, 2% to + 1Lby | Classified Advertisements 135 
Mid. States Pet. A vte. 2,500 $56 14 tl be | 
do B  vte. 2,800 1% 1), 1% Ly 
Mountain & Gulf ; Dayton Pump and Manufacturing Co il 
Mountain Producers 3,200 7h 7 7% 0 Dyestuffs & Chemicals Co 134 
National Fuel Gas... . 2,100 21% 21% 21% + 
New Bradford Oil 1,100 3% 314 3h 4 ly 
North Central Texas. . 1,700 814 7564 73 + I . roa en : 
North European. ..... 9,300 ¥% i's % sage Sea corag ba = 
Oil Stocks Ltd. A.. J 100 15}, 154 1514 4 V4 he = Systems, Inc 51 
Pantepec of Venezuela 27,700 5% 5 5% 0 Exid, R, voter ae 126 
Producers Royalty ; 10,600 bs ly ly 3, | “site Batteries 81 
Red Bank Oil sadn it 12,400 *1ISk6 7 14', + Fs | 
Reiter-Foster Oil... .. 13,700 FLY mT 1% ¢ ly 
Richfield Oil pfd...... 600 2% 17% 1% 1, | Firestone Tire & Rubber Co } 
Root Petroleum... , 19.200 *1I8), 133% 177% 134 | 
do conv. pr. pfd... 2,600 *22 44 19 ke 22% + 3% | 
Royalty Corp. pfd..... : c . : | Gar Wood Industries, Ine Third Cover 
Ryan Consolidated... . 16,500 ¥3 34 254 3M : | Gilbert & Barker Mfg Co 4 
¥ Salt Creek Consolidated Goodrich Electric Co 69 
} Mo Salt Creek Prod..... 2,200 8% Bly 856 + My Gulf Oil Corp. of Penna ) 

6! 13, 11! 614 N.P. Southland Royalty 1,500 ‘LL My 9b 93, ; ~ 
2% % 4% 2% $s Sunray Om........ . 22,800 356 3% 33% W4 
4 2 6 1), $l Swiss Oil Corp....... 18,200 *6 174 55g, + le _ F 
676 ~ 9%, 14 N.P Texon Oil & Land. ee 2,200 BY 7% 734 ‘4 Hays Mfg Co. 128 
2% q 3 1% $5 Venezuela Petroleum. . 5,800 2% 2 y 4 
6% 36 11 5% l Woodley Petroleum... 24,600 ‘11 83% 10 + 95% 

*New high. iNew low | Ingersoll-Rand Co \ 

I . } International Harvester Co. of America 16 
| 
| 
| F 
— , , r T ‘ | Jenkins Bros 64-65 
N EW Y ORK BON DS Ol DIVIDENDS | Johnson & Son. Inc, S. € re 
Week Ende d March 2 4 4i » Johnston & Jennings Co. 102 
High Sn Gone tt hange Dividends Waiting Payment 
Atlantic Refg. ab. a “1053 8 103) , 1051, lo Company Amount Record Payable - Ire Co., M W. ‘ 98 
jon - 3 - A elly-Spring ield Tire Co 6 
Houston Oil 5 4s 102', LOLs 102 i Kinnear Mfg. C : 
Pan Amer. Pet. of Calif.6s 51% 51% 51% 1% Barnsdall Corp. extra 5e Apr. 10 May 1 . ain hia 131 
Pure Oil 41,8 50 wow. 1303, 126% 126% 34 Barnsdall Corp. q l5e Apr. 10 May 1 
Pure Oil 4! s °50 xw . 103% 1027, 103 + |, Borne-Serymser special. .50c Mar. 20) Apr. 15 
Richfield Oil of Calif. 6s 415g 40% 40% 1. Continental Oil os oe Apr. 6 Apr. 30 | Leland Electrie Co. 127 
Richfield Oil of Calif. 6s Indiana Pipe Line 20¢ Apr. 24. May 15 Lubrication Corp... 129 

etfs ones SEH 3 39 2 MeColl Frontenac pfd. q. $1.50 Mar. 31) Apr. 15 
Shell Union Oil 5s . 1023; 102% 102% 5 Mid-Continent Pet.* 10¢ May | June 1 
Shell Pipe Li ine 58 °52.... 10234 10254 1025 4 Pure Oil Co. 8% pfd. Ac.a$25.50 Apr. 7 Apr. 20 wes _ a a 
Skelly Oil 4s "51 ... 974% 965% 97 0 Pure Oil Co. 6% pfd. Ac. ana Metes S te Inc 3 
Socony-V acuum . 105 104% 104% Mo b$19.12 44 Apr. 7 Apr. 20 | Milwaukee Pum & T nk Work Ine > 
Union Oil of Calif. 6s A.. 121% 12114 12144 a Pure Oil Co. 5'4°% pfd. Ae. aeicadias Value Cc an orks, Em : Z 
Union Oil of Calif. ds.... 1184 117% 117} 14 ¢$16.87 44 Apr. 7 Apr. 20 i i ‘0 1 
Warner-Quinlan 6s "39... 39'4 38 38 149 Root Pet. $1.20 conv. pfd. 30 Mar. 20 Apr. 1 

, ‘ Standard of Ohio pfd. q.. $1.25 Mar. 31) Apr. 15 ' a 
4 Swiss Oil extra Be Mar. 25 Apr. 10 | National Petroleum Mutual Fire Ins. Co 68 
i sictiaa ' Swiss Oil q Mar. 25 Apr. 10 | National Petroleum News 126-128 
: PI I SBU RGH STOCK lee» Coast a “ q $1 00 Mar. 28 Apr. 6 Neptune Meter Co. 8-9 
a ast paid 25c¢ Dee. 2, 35. 
EX CHANGE (a In respect of stock not deposited under plan; 
- — stock deposited to receive in exchange 1.34 shrs Overhead Door Corp. 125 
new 6% pfd and $1.50 in cash, or one share new 8% 
; Transactions week ended *March 20, 1936 pfd., 24/100ths of a share new 60% pfd. and $1.50 
: in cash, Pittsburgh Plate Glass Co 61 
Ch ’ (b In respect of stock not —— under plan; 
Se k deposited to receive in exchange 1.18 shrs. new 
Over Pe fd. ‘aa $1.12 % in cash 
Sales High Low Last Week (c - respect of eae k not deposited under plan; m ae + hee: ee: ae Seas aa 131 
cak. Mek. Cae... 15 6% 61% 61 _% stoc gar gem * Feceive in _ xchange 1.16 shrs. Sharpsville Boiler Works Co I 
“1 Pe = 2 1 1 new O°), ple Ane ‘yee In cash Shell > 

do pfd... ‘ 515 8 (% 8 28 : . 12 
Cities Serv...... 584 5% 5 514 + % Southwest Pump Co 53 
Col. Gas & Elec... 68l 19 17 1844 +154 
Col. Oil & Gaso. - 4) 4) 

VTC. ; 16 n rl ae 4 ial : _— _ ital nee | Union Oil Co 5 
Devonian Oil 50 20 20 20 + 4 CLEV ELAND STOCK EXCHANGE Universal Oil Products Co. ~ 
+Gulf Oilof Pa... 200 97 97 97 +124 
Lone Star Gas.... 1,967 14 13% 1354 + &% Transactions Week Ended March 28, 1936 | 
; nf. ».c. CONV. a . ‘ 

| “ a | i 35 106 106 106 0 Pee, Viking Pump Co 136 
P ss Oil & Gas 200 1% 1% 1% 0 Over | 
(Standard Oil of Sales High Low Last Week | . ‘ 

= iS 618 67 65% 665% +13, | Walker Mfg. Co 14-15 

+U nlisted. ‘anfield Oil ; ; Wheaton Brass Works, A. W : ae 

*Covering transactions for only 3 days, March do pfd , 
14, 16 and 17; Pittsburgh Stock E xchange closed Nat'l Refining.. 1,264 8, 7 7 1% 

March 18, 19 and 20 on account of floods. do pfd tae 130 76% 76 6 0 Yale & Towne Mfg. Co. 113 
April 1, 1936 135 




















(reddish orange shade) 


DYKEM ORANGE GR 


(deep orange shade) 





DYKEM BRONZE 
ORANGE R 


(bronze orange shade) 








DYKEM AMBER Y 


(amber shade) 


DYKEM BRILLIANT 
YELLOW 


(sunset golden shade) 


DYKEM YELLOW N 


(lemon shade) 


DYKEM GREEN GN 


(bright emerald shade) 


DYKEM GREEN YN 


(medium emerald shade) 





DYKEM GREEN N 


(bluish grass shade) 


DYKEM GREEN BN 


(deep sea shade) 








DYKEM BLUE 


(deep sky shade) 


DYKEM VIOLET 


(deep violet shade) 


DYKEM PURPLE R 


(bright purpte shade) 


DYKEM RED B 


(bluish rose shade) 


DYKEM RED 


(scarlet shade) 


DYKEM BROWN YR 


(walnut brown shade) 


DYKEM BLACK B 


(deep black shade) 











All orders filled with dispatch 


Write or wire 


DYESTUFFS & CHEMICALS 
INCORPORATED 


11th & Monroe Sts. 
St. Louis, Mo. 


Im Canada: The Dykem Company of 
Canada Limited 


14 Toronto St., Toronto, Ont. | 


—— 
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D y kem Colors 
fo r | 
Gasoline | 
DYKEM ORANGE GY 
(yellowish orange shade) 
DYKEM ORANGE Y 





} mert 





Ohio Standard Shows Profit in 1935 


As Sales are Up; Costs Down 


CLEVELAND 

S THE result of an increase in 

net sales of $2,306,339 together 

with a reduction in costs of 

goods sold, selling, administrative and 

general expenses in 1935 as compared 

with 1934, Standard Oil Co, of Ohio 

earned a net profit for 1935 of $2,- 

226,511, according to the annual re- 

pert sent stockholders by W. T. Holli- 
day, president. 

This 1935 profit, which was equal to 
$2.77 a share on 753.740 shares of com- 
mon (par $25) stock, compares with 
a net loss of $1,913,735 in 1934. The 
company last showed a profit in 1931 
when it earned $2.34 a share. 

The most gratifying aspect of the 
financial improvement in 1935, Mr. 
Holliday said, was that almost half of 
it was due to reduction in costs and 
expenses which was effected with the 
well price of Mid-Continent crude oil 
remaining the same throughout both 
years. 

The increase in sales revenue does 
not accurately reflect an increase of 
9 per cent in total gallons sold as a 
larger proportion of gasoline was sold 
wholesale in 1935 than in 1934. How- 
ever, the increase in net sales reflects 
an increase of 0.84 cent in the aver- 
age realized price received for all 
grades of gasoline sold by the company 
through its bulk and service stations. 

In addition, realization from tank 
car sales was 0.91 cent higher in 1935 
than in 1934, reflecting the improve- 
ment in the refining branch of the 
industry, The extent of this improve- 
ment can be seen by comparing the 
margin between the wholesale mar- 
ket value of refined products and the 
well price of crude. This margin av- 
eraged around 53.1 cents per barrel of 
crude oil in 1935 as against 35.2 cents 
per barrel in 1934, an increase of about 
18 cents per barrel. Also, the im- 


Standard of Nebraska 


Standard Oil Co. of Nebraska re- 
1935 net loss of $20,919, 
charges compared with net 
$624,314 the previous 12 


ports for 
after all 
loss. of 
months, 

Operating income of the company 
during 1935, according to the state- 
stockholders by President 
A. H. Richardson, showed a profit of 
$98,626 compared with a loss in 1934 
of $454,796. These figures are before 
reserve for depreciation. 


sent 


Total assets on Dee. 31, 1935 were 
$5,436,339, capital surplus amounted 
to $346,627, and earned surplus to- 


| taled $301,832, 


provement came in the last three quar- 
ters of the year, which include the 
months of the largest consumption. 


“The marketing part of the indus- 
try generally did not show the same 
improvement in stabilization that was 
shown by the producing and refining 
departments,’ Mr. Holliday said, ‘‘The 
widened jobber and dealer margins, 
which were the inheritance of the pe- 
riod of the NRA code, resulted in 1935, 
as is their inevitable result, in a cumu- 
lating trend toward the granting by 
dealers, jobbers and distributors of 
secret discounts and special conces- 
sions.”’ 

This trend started even while the 
NRA code was supposed to be in ef- 
fect and increased rapidly after the 
code was declared unconstitutional, 
Mr. Holliday continued, It had a dis- 
turbing effect tending to divert busi- 
ness from previous channels and to- 
ward deeper open cuts of the so-called 
“trackage’’ stations to meet the se- 
cret discounts, all tending to depress 
the general price structure. 

Another threat to the stabilization of 
marketing was the continued increase 


in the number of outlets. Construc- 
tion of new marketing facilities, Mr. 
Holliday said, outstripped the in- 


creased consumption and greatly added 
to the excessive number of marketing 
outlets during 1935. 

Commenting on the outlook for the 
industry during 1936, Mr. Holliday 
said there were three factors which 
were operating in the industry’s favor. 
One is the present balance in the rate 
of production of crude which has not 
been offset by new findings of oil. An- 
other is the improvement in the tech- 
nique of proration whereby current 
production compares favorably with 
demand. The third is the resumption 
of the growth element in the industry. 
The total gasoline demand having 
reached a new all-time high. This re- 
sulted in a marked improvement in the 
statistical position of the industry dur- 
ing the year, Mr. Holliday explained. 

Mr. Holliday believes the industry 
must guard against the continuation 
of crude runs at a rate which might 
unbalance the gasoline inventory posi- 
tion. The refining branch of the in- 
dustry must not anticipate too much 
the probable increase in demand in 
1936, he said. 

Capital expenditures in the refineries 
of the company amounted to $685,205 
as contrasted to $1,452,154 provided 
for depreciation. For the past four 
years depreciation charged to the re- 
fineries has exceeded capital expendi- 
tures by $3,127,763, With the rapid 
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development of the refining art in re- 
cent years, it is evident that in the 
near future capital expenditures in the 
refineries will have to exceed current 
cepreciation, Mr. Holliday said. 


Capital expenditures for plant and 
equipment in the marketing depart- 
ment in 1935 were $511,272 as com- 
pared with $844,916 provided for de- 
preciation. 

Consolidated income account for 
year 1935 compares as follows: 

1935 1934 
Net sales less gas and 


WE. CERNE casa ciseersnssneeercaarecesst $44,380,317 
Costs and expenses............ 39,217,671 


$42,073,977 
41,444,182 
$629,795 
709,243 


$5,162,646 
806,785 


Oper. prefit 
Other income 





Total income $5,969,431 $1,339,038 
Depreciation .......... 2,297,070 2,298,624 
Other expenses 581,222 697,604 
Loss on prop. sold, es 132 851 256,545 
POGRTED CRKED oisisiccvisissccsscnes 267,641 






PURO MOIS pacgiiccadavussveen action $2,690,647 *$1,913,735 
Pfd. dividends ...... Kinison 690,000 600,000 
TTI | i vsicnccvaseives Located $2,090,647 +$2,513,735 


*Loss. *+Deficit. 


Consolidated balance sheet of Stand- 
ard Oil Co. of Ohio as of December 31, 
1935, compares as follows: 








Assets 1935 1934 
NII dasasshaiuicstbidectarecaedaeadeebine $3,811,382 $3,461,285 
U. S. Gcvt. bonds 3,063,641 1,052,953 
Nts. and ac. rec. less res. 2,947,545 2,635,174 
Refined prd. and merch... 3,944,991 4,187,559 
CRG UIE cacaccciicancs ctnneéstsn sess 2.051 512 2,223,799 
Other investments .......... 4,708,952 4,136,716 


Dep. in closed banks, less 


DOMME ccuctsacinicnne ~wcdedienauil 207,144 
Other rec., adv., ete........ 298,469 70,021 
*Real est., plt. and eqp... 34,427.880 35,771,654 
Def. charges, Cte. 1s... 1,679,981 1,371,188 

EE. Xicchtiereisooranen $56,934,353 $55,117,493 

Liabilities 
Accts. payable .................. $3,551,880 $4,146,087 
Accrued taxes ......... il 871,762 594,603 


000 150,000 
915 266,800 


Pfd. divs. payable ... 
Mertgages pay., ete 
Res. for annuities and 

death benefits ................ 5,261,385 5,725 
OUREP POBET VER oicecccrcccccsscee 238,279 206,230 
Preferred 5% stk. 12,000,009 2,000,000 
Common stock 418 843,500 F18.843,500 
Earned surplus . 10,930,561 8,839,814 
Capital surplus 4,345,071 4,345,071- 
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Total -- $56,934,353 $55,117,493 


*After depreciation. +Par $25. 


*& * * 
Union Tank Car Co. 


Union Tank Car Co. and its subsidi- 
ary report for year ended Dec. 31, 
1935 shows net income of $1,475,392, 
after all charges, equal to $1.26 a 
share on 1,167,693 no-par shares of 
capital stock, excluding 32,307 shares 
held by the company. 

This compares with net profit of 
$1,580,173 or $1.36 a share on 1,157.- 
744 shares in 1934. 

On Dee. 3 1935 current assets to- 
taled $9,910,046 and current liabili- 
ties were $638,923. At end of previ- 
ous year current assets were $7,142,- 
736 and current liabilities totaled 
$545,135. 

Cash and marketable securities, at 
cost, were $7,699,325 at end of 1935 
while they totaled $5,218,875 at close 
of 1934, 


April 1, 1936 


Atlantic Refining Co. 


Atlantic Refining Co. has filed a 
registration application with the Se- 
curities and Exchange commission re- 
questing permission to issue 148,000 
shares of convertible preferred stock, 
series ‘‘A’’, The stock will be cumu- 
lative and the dividend rate will be 
filed by amendment. 

The company plans to reserve $14,- 





000,000 of the net proceeds to provide | 


for the purchase prior to, and payment 
at maturity of its outstanding $14,- 
000,000 5 per cent debentures, due 
euly 1, 13937. Pending use of the 
proceeds for this purpose, the company 
may invest the fund in obligations of 
the Federal government maturing on 
or before July 1, 1937. The balance 
of the proceeds will be used for gen- 


eral corporate purposes. 
Stockholders will vote on the pro- 
posed issue at a_ special meeting 


March 24. 
* * * 


Shell Calls Bonds 


All of the $22,990,000 Shell Union 
Oil Corp. 5 per cent bonds due in 1947 
and the $24,126,500 outstanding Shell 
Pipe Line 5 per cent bonds due in 
1952 have been called for redemption 
on April 17. The company will pay 
102 for the Shell Union and 102% for 
the Shell Pipe Line bonds. 

Proceeds of the new issue of $60,- 
000,000 31% per cent debentures, due 
1951, 


will be redeem the 
bonds. 


used to 


Magnolia Posts Rodessa 


DALLAS—Effective March 16, Mag- 
nolia made its initial posting of prices 
on Rodessa, La. crude, posting the 
same schedule as it othe) 
North Louisiana-Arkansas crudes, The 
schedule begins with below 29 gravity 
crude at $0.86, 29-29.9 gravity, $0.88, 
and continuing with 2 cent differen- 
tial to top grade of 40 and 
which is $1.10. 


does on 


above, 


To Resume Trading 


PITTSBURGH, March 27.—Trading 
on the floor of The Pittsburgh Stock 
Exchange, interrupted more than a 
week ago by the werst flood in the 
city’s history, is expected to resume 
early next week. The floor of the 
exchange, in lower Fourth Avenue, wes 
inundated, along with the basement, 
and many valuable 
stroyed. 


records were de- 


To Build Army Trucks 


Announcement of the award to 
Federal Motor Truck Co., Detroit, of 
another large order for army trucks 
was made this week by M. L. Pulcher, 
president. A total of 213 trucks are 
to be built at a cost of approximately 
250,000. 





THE 
OIL INDUSTRY 
EXCHANGE 


Positions Wanted 


SALESMAN, age 30; seven years’ continuous 
and active brokerage and refinery tank car sales 
experience in Mid-Western territory. Excellent 
sales record through telephone, personal and 
direct mail solicitation. Thoroughly experienced 
in handling and managing office details. Con- 
nection with progressive concern desired. Ad- 
dress Box 307. 


SALES or DIVISION MANAGER desires posi- 
tion with opportunity to produce results. Thor- 
ough knowledge of service and bulk station sales 
and operation, manufacture and application of 
lubricants, fuels and specialties. Salary second- 
ary. Address Box 304. 





SALES EXECUTIVE 

Rare opportunity secure services high grade 
sales executive, eighteen years experience 
Rocky Mountains to Atlantic Coast all de- 
partments, refinery to service station opera- 
tion, all products from natural gasoline to 
fuel oil, including technical naphthas, 
branded and specification motor oils. 

Thoroughly grounded all details tank car 
operation, freight rates and credits. Now 
residing Western Pennsylvania but willing 
locate elsewhere. Thoroughly capable cre- 
ating profitable activity independent of or 
in cooperation with your present business. 

Address Box 306, 
News, Cleveland, Ohio. 


National Petroleum 











For Sale 


SERVICE STATION—BULK STATION 
COMBINED. 

Located on main highway and railroad in 
Illinois city of 75,000. 40,000-gallon stor- 
age. Has been leased to major company 
for 5 years but would make excellent cut- 
rate station account only location that has 
as many advantages. 


A. B. JAMES, ROCKFORD, ILL. 














Professional Services 





ACCURATE LABORATORY TESTS 


GASOLINE OIL 
Standard Methods Employed 
Octane Ratings by A. S. T. M. CFR Unit 


THE DETROIT TESTING LABORATORY 
564 Bagley Avenue, Detroit, Mich. 








Lu. G. Huntley J. R. Wylie, Jr. 


HUNTLEY & HUNTLEY 


PETROLEUM GEOLOGI8TS8 
AND ENGINEERS 


trant Building PITTSBURGH, PA. 








ANTI-KNOCK VALUE 
DETERMINATIONS 
rWE GRAY INDUSTRIAL LABORATORIES 
Chemists and Engineers 
Specialists on Petroleum Products 
961-976 Frelinghuysen Ave., 
NEWARK, N. J. 
Telephone Bigelow 3-4020 

















Thing in 


UGK MOUNTING 


emer 





Save Time and Money 
with 
SIMPLEX 


Tank Gauges 


Eliminate shortage . . . leaks, evaporation, 
inaccuracy and wasted time with SIM- 
PLEX TANK GAUGES. Accurate to 1/32 
of an inch. Inexpensive to buy .. . easy 
toinstall. Entirely automatic in operation. 
Nothing to stick, break or get out of order. 
Eliminates all hazards of old “stick” 


method. Readings made right from the 


ground in 1/10 the time. Quickly pay 
for themselves in savings of gasoline and 
time. Equally effective on horizontal and 
perpendicular tanks. Write for Special 
Tank Gauge Bulletin and Prices. 
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VIKING 
industry would quite naturally be expected to offer the 


biggest thing in Truck Mounting Pumps.  Bigness in 
al a I a! 


. the biggest name in the rotary pump 


this instance does not apply to size alone .... in spite of 
the fact that VIKING offers a truck mounting pump of 


200 G.P.M. capacity. 


Bigness can also be applied to the tremendous number 
of these smooth, quiet VIKING Truck Mounting Units 
now in successful operation. The word ‘tbigness” can 
also be applied to the world-wide acceptance of Viking’s 
Original **Gear Within A Gear ....., Just Two Moving 
Parts” Principle. 


Consider These Features: Capacities of 20, 35, 50, 90 and 
200 G.P.M. Relief Valve on Pump Head insures perfect 
pump insurance. New improved base with radial pedestal 
bearings eliminates misalignment and end-thrust. Equip 
your tank trucks with VIKING ROTARY PUMPS. Write 


for Special Truck Mounting Pump Bulletin and Prices. 


Viking Pump Company 


Cedar Falls, lowa 
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